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In gardening... and selling to gardeners 


nothing succeeds like a Crem Thumb 


In more and more hardware stores, the featured tools are trimmed in garden 


sreen and their brand name is “Green Thumb”. Why? Because home garden- 
ing, today, is tremendous business—and no name has such attraction and 
acceptance with home gardeners as Green Thumb. /t means success. It sells 
top quality garden tools with clean, clear white ash handles. It sells them 
faster—and at top profit. THE UNION FORK & HOE COMPANY, COLUMBUS, OHIO 











True Temper’s all-new Rotary Edger sells this easy: Simply 
spin the cross-ribbed rubber wheels both ways to demonstrate 
its amazingly easy shearing action. Show your customers how 
the cutter bar automatically shifts for true shearing action in 
either direction. Tell them there’s less friction between parts, 
better traction. They can shear grass edges quick and clean, and 
easy as running a vacuum cleaner. Sixty seconds makes the sale! 

No edger works more efficiently or has the built-in sales 
appeal of this new ’59 model. Call your True Temper whole- 
saler today. True Temper, 1623 Euclid Ave., Cleveland 15, O. 





No. RE2 
2-wheel edger 


$G50 
| suggested retail 


No. RE1 
1-wheel edger 


| $550 


suggested retail | 








New ’59 edger automatically shifts itself for true shear- 
ing action in either direction. Cutter bar is always set 
for shearing the toughest grass quickly and cleanly. 





KR LJ -E E M4 | =| 7 Your basic line... Your money line 











ca 
a 
-- 


Put the right mower on the right lawn 


A buyer can easily get confused when faced 
with the choice of power mowers today. There 
are so many to choose from. So many prices. 
So many features. So many sizes. The first- 
time power mower buyer, in particular, must 
face the choice with the mixed emotions of a 
woman buying a hat. 

Who is to help him? There’s only one man 
who can, friend. You! You have to guide him 
to the right mower for his needs. And it isn’t 
hard to do. 


For example, you know that an 18” push- 
type rotary mower, like the easy-to-handle 
LAWN-BOY De Luxe, is the best buy in modern 
mowing for most people . . . for smaller lawns, 
trimming or mowing garden paths and the 
like. Larger mowers, you naturally recom- 
mend for big, uninterrupted lawn expanses. 
And, you have the LAWN-BOY Automower for 
customers who want the mower to supply its 
own push... the LAWN-BOoY Loafer-mower 
combination for customers who want to ride 
while the mower works. Several models in 
those different sizes let you tailor the mower 
to the buyer’s budget. 

Incidentally, LAWN-BOY makes no mower 
larger than 21”. This is not because we can’t 
... but because we’ve found that anything 
larger just doesn’t do a good cutting job and 
is simply too unwieldy for convenient han- 


MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT ° FEB. 12, 1959 


Vin 


dling. Like those 30” TV screens of a couple 
of years ago. You don’t see any more of them 
around because they were too big (and un- 
wieldy) to be practical. If you’ve ever tried 
one of the too-big mowers—and you should 
if you haven’t—you’ll never let one of your 
customers be taken in by the “‘big-inch”’ pitch. 

I’m sure you get the point. To help your 
customer—simply match his needs with your 
knowledge. Then really sell him what he 
needs. 

You're in the best position to do this real 
kind of selling job with LAWN-BOY, of course. 
Working for you already, you have wide con- 
sumer acceptance. National advertising 
coverage second to none. A complete line of 
modern mowers—one of which will meet the 
job or purse requirements of any customer. 
And, behind it all, the industry’s finest re- 
search and engineering facilities building more 
quality and better performance into every 
mower that comes off busy LAWN-BOY pro- 
duction lines. 


I’ve already said that the one man who can 
put the right mower on the right lawn is you. 
It’s true. And by helping your customer 
choose wisely—you help yourself as well. For 
he’ll be back. You’ve sold him on yourself as 
well as a mower (LAWN-BOY type). Try this 
approach on the next man who comes in. 


~ Be 


oe - ) 


Sales Manager 


Lamar, Missouri. Division of Outboard Marine Corporation 
Makers of ohason and Evinrude Outboard Motors 


-BOY 
LAWN in Canada: LAWN-BOY, Peterborough, Ontario 


Want more facts? Circle 101, p. 145 
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Diamond —plus this free display 


For years, Nicholson and Black Diamond have 
been among the best known and most respected 
brands in the hardware field. They’ve been first 
in their field for sales, too, as you know. 


Now these brands appear on hacksaw blades. 
They identify the best blade buy for your cus- 
tomers. And to make sure customers see them, 
we give you a bright, permanent display free 
with the Number 80 Assortment. 


Let us start selling hacksaw blades for you 
now. Order your Number 80 Nicholson or Black 
Diamond Assortment today. Your wholesaler has 
displays and blades in stock. 


MR. RETAILER: 
HERE’S WHAT YOU MAKE 
ON THIS DISPLAY 


Your Cost. . $15.48 
Retail Value... .. 23.50 
Your Profit . . . 8.02—or 34.1% 


Place this page in your want book—or call your wholesaler now. 


He aes 

Pe Ske: See 
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NICHOLSON FILE CO., PROVIDENCE, RHODE ISLAND 
Want more facts? Circle 102, p. 145 
4 © HARDWARE AGE, February 12, 1959 





HARDWARE AGE 


THE HARDWARE DEALERS' MAGAZINE 


ESTABLISHED 1855 * PUBLISHED EVERY OTHER THURSDAY * VOLUME 183, No. 4 
PUBLICATION OFFICE: CHESTNUT & 56TH STS., PHILADELPHIA 39, PA. 


Contents FEBRUARY 12, 1959 


Don't miss special articles marked this way: 


Lawn and Garden Merchandising Guide 


Mass merchandising is your key to more profitable lawn and garden sales this spring. 
Feature fewer lines to get greater turnover. Your competition effectively uses this 


idea. Here's a 32-page HA Guide to show you how to use mass merchandising in 
your store ...... | | 77 


Editorial 


Why it can't be done . 
The import question 


Buying Check List ... 


Store Management 


How you can cut your income tax, Part 2. 


J. K. Lasser staff of tax experts tells you how you can get a special first-year deprecia- 
tion deduction on new store display equipment .. 166 


Merchandising Ideas 


Sales Go Up When Customers Handle Locks 192 
Special Display Ups Flashlight Sales 


News of the Trade 


Washington News and Views .. . 

Hardware Business Outlook .. 

Merchandising News Letter 

Convention Calendar 

How's the Hardware Business? 

New Wholesalers’ Aids for Dealer Use. 

Manufacturers’ New Merchandising Plans .. . 

News of the Trade: Fred W. Heitmann heads Heitmann, Bering- Cortes formed by merger 
—Brand Names Foundation Retailer-of-the-Year finalists chosen—Patterson Bros., New 
York, closes retail units: to continue to sell schools and industry—A. Barr Comstock, Jr., 
elected Gary Screw & Bolt vice-president . 230 


Coming in the Next Issue 


A special report on self service in hardware stores to help dealers decide how they can 
use self service to meet rising sales costs and to increase the size of the average sales 


slip. 
Classified Advertising ... . 244 Advertising Index 


Copyright 1959, Chilton Company. Officers and directors: JOSEPH S. HILDRETH, Chairman of the Board. G. C. BUZBY, president. Vice presidents: P. M. 
FAHRENDORF, LEONARD V. ROWLANDS, GEORGE T. HOOK, ROBERT E. McKENNA: Treasurer: WILLIAM H. VALLAR: Secretary: JOHN BLAIR MOFFET: 
MAURICE E. COX, FRANK P. TIGHE, EVERIT B. TERHUNE. Jr., RUSSELL W. CASE, Jr. JOHN C. HILDRETH, Jr., CHARLES A. S. HEINLE, JOHN H. KOF. 
RON. Comptroller, STANLEY APPLEBY. SUBSCRIPTION PRICES: United States and its possessions $1.00 per year. CANADA, $3.00 per year. 

tries $5.00 per year. Single copi es 25 cents. HARDWARE AGE was established 1855 succeeding and embodying ‘Hardware. “New York: ‘Stove and Hard- 
ware Reporter,’’ St. Louis; ‘Western Hardware Journal,’ Omaha; “Iron Age Hardware,'’ New York; ‘Hardware Reporter,” St. Louis: "Hardware Sales- 
man," Chicago; ‘Hardware Dealers Magazine," New York; ' ‘Good Hardware,"’ New York and "Your Business,’’ Philadelphia. 


HARDWARE AGE, published every other Thursday by Chilton Company, Chestnut and 5éth Sts. 
delphia, Pa. (Printed in U.S.A.) $1.00 per year. Single copies 25¢ each. Vol. 183, No. 4 


All other coun- 


, Philadelphia 39, Pa. Second class postage paid at Phila- 


HARDWARE AGE, February 12, 1959 © 5 








ASSORTMENTS | 
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give greater product selection 


PRODI Bln Si ELIE RS 


to your customers... 
greater dollar volume 


Se SON NOE OS | 


to your chain sales! - 


e Watch your profits from chain and Pw 
related chain items go up when you offer Assortment 
your customers eye-appealing, sales-stimu- 
lating assortments by ACCO! These assort- 
ments help you build a well-integrated chain 
section in little space under the most re- 
spected name in chain—ACCO. 

ACCO gives you the largest selection of 
assortments to choose from—neat package 
displays, quick-pick wall displays, and the 
new ACCO Chain Salesmaker Display Stand 
with cutter—the last word in a compact, 
self-merchandising unit for featuring a 
variety of popular chain types. And all of a 
these assortments are color-coordinated in ssiasiliiaiiliaati fe 
ACCO yellow and blue and are clearly peice Pei 
labeled so that customers can shop... 
select ...and buy the specific item that 
they want. 

Here’s an example of the profit you make | 
from selling ACCO assortments. The ACCO | | a 
Chain Salesmaker, including the display | osm 
rack with cutter and the No. 38 seven-reel 
chain assortment, costs you $95.35. Sold 
at suggested retail prices you ring up a 
whopping profit of $92.40. 

Ask your distributor about the ACCO | — 

assortments shown here and about the Acco Counter-Pak Acco Cotter Pin 
Chain Assortment Assortment 

many others he has to offer. 


ORDER FROM YOUR DISTRIBUTOR 


* Contact your American Chain 
distributor for complete informa- 
tion about ACCO assortments or 
write our York, Pa., office for free 
Catalog DH-176B. 
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American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 


Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, _ [imma Acco Sash Chain Acco Repair Link 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, Assortment Assortment 
"indicates Warehouse Stocks *Portiand,Ore., *San Francisco —_ sa,ne OD 

maARK 


Want more facts? Circle 103, p. 145 
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itorial 


by W. A. Phair 


Why it can't be done... 


Why is it that when you suggest to a person a new way of doing 
something, he will frequently spend all his time telling you why it 
can’t be done, why the idea is no good? It always amazes me how 
quickly some folks can see why a thing can’t be done, and how seldom 
they see how it can be done. 


If all the energy spent in thinking up objections to a new idea 
was, instead, put into thinking of reasons why it was a good idea, 
we’d be surprised at what we could accomplish. 


A dealer was talking with me recently about his financial problems. 
He complained about the amount of money he was carrying on his 
books in credit accounts. He had no organized credit program. He 
was carrying people for 30 days, 60 days and 90 days, at the whim 
of the customer. Some customers were carried indefinitely. The 
dealer wondered how he could get from under this load. 


I asked him if he ever aged his accounts so that he would know 
where he really stood. He never had. In fact, he wasn’t sure how 
to age accounts. 


Aside from a real effort to collect outstanding accounts, a revolv- 
ing credit plan might help him, I suggested. This would put his 
credit on an organized basis and he could collect a service fee to help 
pay for the cost of the money he was lending. At the same time he 
could merchandise the idea that he offered credit. I explained the 
idea to him in detail. He listened with apparent interest. 


Then he sat back and for the next half hour he told me dozens 
of reasons why he couldn’t use revolving credit. Not once did he 
mention anything good about the idea. All he could think about was 
what was wrong with it. 


His long talk really boiled down to this: (1) He didn’t like the idea 
because it would take some work to get it organized and going; and 
2) He didn’t like it because it was something different. 


( és } 
His customers, he said, wouldn’t go for it. The fact that there was 


a Sears store in his town and many customers were already using 
Sears’ revolving credit plan didn’t impress him one bit. 


Our dealer friend, it seems, wanted to solve his credit problem 
in some magical way that was easy and, above all, did not require 
any changes in the way he had been running his business. This ex- 
perience illustrates a habit so many of us have; we first think up 


HARDWARE AGE, February 12, 1959 ¢ 7 














Editorial 


continued 


all the reasons why something can’t be done and very frequently we kill 
an idea before it gets off the ground. 


Suppose we were to try it the other way round. That is, we would 
first try to think of all the reasons why it would work; we would list all 
the good points first. If we did this all the time, I think we’d be very. 
much surprised at how many new ideas could be put to work. 


If we persist in tackling a job from the other end, the negative end, 
we can usually convince ourselves that the idea is no good before we even 
try it. This negative approach will put us in a rut so deep we will never 
get out of it. Lots of folks get buried in such a rut. 


Today’s problems in running a hardware store are never going to be 
solved by people who are in a rut. It’s going to take new ways of doing 
things to meet these new problems. Unless you keep your thinking clear 
and open, you’ll miss these vita] ideas. 


The import question ... 


Several weeks ago (in the Jan. 15 issue, to be exact) we discussed in 


these pages some of the aspects of imports that are important to the hard- 
ware trade. 


We asked you folks to give us your opinions on this subject. Apparently 
you all have some very strong views on imports. Letters came to us in 
such volume that we haven’t yet been able to acknowledge them all. 


If you haven’t had an acknowledgment from us, please be tolerant. We 
want to read each letter (and some run 2 to 4 pages) carefully. Then at 
some later date, we hope to publish a summary of the views expressed in 
these letters in an article in Hardware Age. 


In the meantime, we’re anxious to have as wide a cross-section of views 
of the trade as possible. So if you haven’t given us your ideas as yet, why 
not re-read the editorial on p. 7 of the Jan. 15 issue and then tell us what 
you think. 


Imports are an important subject. The trade is going to have to face 
some issues on this, issues that will mean dollars and cents to all of us. 


So think it over and then let us have your ideas. 
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THANK YOU 
FOR THE HUGE 
RESPONSE! 


OUR PRODUCTION LINES ARE NOW 
WORKING AROUND THE CLOCK TO FILL 
THE THOUSANDS OF RUSH ORDERS 

ON THE SENSATIONAL NEW 


Glamorene 


RUG SHAMPOO’ER 


m> Exclusive ‘FOAM-CONTROL’ 
dial. Just ‘set it and 

forget it’! No troublesome 
trigger-feed. 








pm Extra-long 
‘EASE-FLEX’ bristles 
for deep-cleaning 
with professional 
results! 


PRE-SOLD ON CBS-TV \\ 
NETWORK BY ARTHUR GODFREY 

Saturation TV Spots, Radio, 

Newspapers, Magazines 


‘ck Mrs. Helen Giesse 


THE CHOICE OF: BPS it help sel 


, # and promote the 
Maa. America 1959 ttt GLAMORENE RUG SHAMPOO'ER 


THE NATION’S a in eee and 
LEADING HOMEMAKER . newspapers from 


coast to coast. 
Ww 
Registered U.S.A. by Mrs. America, tne. atch for her! 


Manufactured and Guaranteed by 
Glamorene, Inc.,175 Entin Rd., Clifton, N. J. 


Want more facts rcie iC 





The 
HIT 
of the 
Housewares 
Show! 
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WASHINGTON 


NEWS 


BY WASHINGTON 


Self-employed may get break 
on their retirement program 


A bipartisan drive is underway in Congress to give 
a tax break to self-employed persons who set up their 
own retirement plan. 

A similar measure passed the House last year, but 
died in the Senate. 

Heading the list of some 15 measures to aid self- 
employed already introduced are identical bills by 
Reps. Eugene Keogh (D., N. Y.), and Richard Simp- 
son (R., Pa.). 

Under the plan, a self-employed person could deduct 
up to $2500 a year, or 10 percent of earnings, which- 
ever is less, if it is invested in approved retirement 
plans. The maximum in a lifetime would be $50,000. 


P outlook 


This proposal faces tough sledding again. Senate tax 
leaders are not enthusiastic because it would affect 
a relatively few taxpayers. The Treasury Depart- 
ment opposes it because of a $365 million yearly 
revenue loss. Your strong support will be needed to 
pass it. 


Congress ready to approve aids 
to boom home building in 1959 


Home building is going to get a big boost from 
the government. It will probably come in time to 
speed up the usual spring building surge. 

Congress is expected to pass a multi-billion-dollar 
housing aid measure in the next few weeks. In total, 
ii may run between $4 and $8 billion in new govern- 
ment aid to home building industry. 


P outlook 


Earlier estimates that 1.2 million new homes will be 
started this year may be surpassed by up to another 
100,000 if Congress acts. If so, you can figure on 
steadily rising demand for builders’ hardware and 
home furnishings, eventually running 10 percent 
over 1958. 
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HARDWARE AGE 


New items and new selling ideas 
to meet today's competition 


New merchandise lines and new merchandising 
ideas are vital to help you operate a profitable hard- 
ware store. As you read through this issue of Hard- 
ware Age you'll find hundreds of ideas in the ad- 
vertisements and in the Buying Check List, p. 141. 
When you want more information on any product or 
merchandising idea just circle the number on one of 
the Quick Check Postcards, p. 145 in this issue, the 
number corresponding to the number on the adver- 
tisement or Buying Check List item. Then sign the 
card and mail it, postage-free, to Hardware Age. 


Tax cut bill goes in the hopper 
but chances of passage are slim 


Your federal taxes, business and personal, will be 
cut sharply if Congress adopts a pending tax reform 
measure. In total, some $4 billion in taxes a year 
would be lifted. 

The proposal, similar to one widely supported by 
businessmen last year, is sponsored by Reps. A. 5S. 
Herlong (D., Fla.), and Howard Baker (R., Tenn.). 

It would cut personal and corporate tax rates in 
five annual steps in all brackets. The top personal 
rate would be cut from the present 91 percent to 47 
percent, the lowest personal rate from 20 to 15 per- 
cent. The corporate rate would slide from 52 to 47 
percent. 

In addition, tax depreciation rates on facilities and 
equipment would be increased to save you money. 
The capital gains tax would be liberalized. Estate and 
gift taxes would be cut sharply. 


P outlook 


This needed tax reform stands only a slim chance. 
Strong, repeated, and widespread support will help. 
Back this program with letters to senators and con- 
gressmen. Point out that increased economic activity 
would offset most of the revenue loss. 








Salih TOOT TOOT STO TTT TTT eee ere 
WHAT IS 
WHOLESALER SERVICE? 


As a hardware retailer, you have the right to expect your 
wholesaler to help you sell more merchandise at greater profit. 
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The Worthington dealer service program is maintained to 
give you today’s most efficient hardware merchandising assist- 
ance. It is administered by 143 salesmen, each averaging more 
than 20 years Worthington experience. 


Here are some of the important services 


Worthington offers you! 


The best new products first. 

What you want when you want it. 

Prompt shipments. “‘Outs’”’ reduced to a new minimum. 
Careful packaging reduces your handling expense. 
Help in speeding merchandise turnover. 
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Liberal “‘dating’”’ program. Buy and sell more without adding to 
your capital investment. 


Aid in training your sales staff. 

Help on special promotions and displays. 

Advertising assistance. 

Modern store layouts, stock arrangement and floor plans. 


. friendly cooperation in the solution of any problem, large or 
small. 
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If you are a Worthington customer, not fully using 
all of these services, ask your Worthington sales- 
men about them—right away. Or, if you are not 
presently dealing with Worthington, we will be 
happy to outline how we believe we can help you 
sell more merchandise at greater profit. Just write, 
wire or phone W. D. Campbell, sales manager, today! 
AA-8867 
The new Worthington catalog lists 40,000 individual 
items. It includes 4,000 new or improved products added in 
the past 12 months by Worthington’s 14 expert buyers, 
and their purchasing staff of 24, 
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THE GEO. WORTHINGTON po sto 
CLEVELAND 1, OHIO =SSs j 
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HARDWARE BUSINESS 


OUTLOOK 


A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


polish up 


: z Warmer days are nearly here. Dealers who are ready will soon 
marine lines eee be moving lots of marine hardware for water lovers are already 
checking roadmaps to find new shore sites. There’s a fantastic 
potential: 4 million power boat users, 5% million skin divers, 
200,000 water skiers, and untold millions of flat-bottom boaters. 
Hundreds of water lovers for every hardware store. Now’s the 
time to polish up and stock up marine hardware and water sport 
displays. Dealers many, many miles from fresh or salt water 
enjoy booming marine sales. Customers prefer to buy at home, 
from dealers they know. A small assortment from your whole- 
saler will set you up in this business. 


wi : 7 
inter The nation has been walloped with record floods, exhausting deal- 


roars on... ers’ storm supplies on the heels of the worst snows and cold in 
many years over much of the nation. There’s more to come, 
weather predictors fear, for last year’s crippling blizzards hit in 
February and March. Hardware needed for snow and _ flood 
extremes will continue in demand for many weeks to come. Don’t 
be caught short, you'll lose sales and friends if you’re out of 
urgently needed staples. Even if you buy a little too much, it’s 
the kind of hardware you can store until next fall. 


white goods Appliances have gone up in price since last year, but resistance 

in the black... to higher retails reflecting these boosts is nil. A lot of consumers 
made rickety appliances do, during the recession. Now the gloom 
has passed, and customers are willingly paying higher prices than 
last year. These prices include more generous profit margins for 
dealers. A good example is a popular make of refrigerator whose 
cost is up $18. Dealers have raised retails by $30 for a fair profit, 
and sales are way ahead of 1958. 





Now you can quickly get more information about any product or 
merchandising idea described in this issue of Hardware Age. Just 
circle the number on the Quick Check Postcard, p. 145, corre- 
sponding to the number underneath the advertisement or on top 
of the Buying Check List item. 





... turn to p. 204 for more news of How’s the Hardware Business 
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Famous 


Quality and Performance for 1959 


e New Complete Line 
| ROTARY | ere 
| iam e New Features 


e New Low Prices 


619-8-TR° 
619-8 
/_619-BS- TR 
619-85 
622-8-TR* | 
622-8 
622-BS-TR® 
622-BS 
921-8. TR* 
921-8 


19” Rotary 
19” Rotary 
19” Rotary 


3 HP PINCOR 
3 HP PINCOR 
22 HPB&S 
22 HPB&S 
3 HP PINCOR 
3 HP PINCOR 
22 HPB&S 
22 HPB&S 
3 HP PINCOR 


Die-Cast Aluminum 








Die-Cast Aluminum 








Die-Cast Aluminum 





19” Rotary Die-Cast Aluminum 





22” Rotary 
22” Rotary 
22” Rotary 





Die-Cast Aluminum 





Die-Cast Aluminum 





Die-Cast Aluminum 





Die-Cast Aluminuns 





22” Rotary 





21” Rotary Stamped Steel 





21” Rotary 


3 HP PINCOR 


Stamped Steel 





SP-921-8TR* 


21” Self-Prop. 
Rotary 


3 HP PINCOR 


Stamped Steel 








SP-921-8 


21” Self-Prop. 
Rotary 


3 HP PINCOR 


Stamped Steel 





SP-925-9TR® | 


25” Self-Prop. 
Rotary 


32 HP PINCOR 


Stamped Steel 





~ 


SP-925-9 


25” Self-Prop. 
Rotary 


32 HP PINCOR 


Stamped Steel 





P-925-9TR* 


25” Rotary 





P-925-9 


+ 
} 
L 


25” Rotary 


3" HP PINCOR 


a ee 


3% HP. PINCOR 


Stamped Steel 





Stamped Steel 





817-E 
a | 


5518-BR 





17” Elec. Rotary | 





1% HP, 8 AMP 
PINCOR 


Die-Cast Aluminum 





18” Reel 


2HPB&S 





5521-BR 





= 


21” Reel 


T 
i 


2HPB&S 


Steel 





— 
Steel 











All Rotary Models have staggered Wheels and off-set chute. Leaf 
Mulcher standard equipment on Rotary Models with the exception of 
the Electric Rotary. 

‘*Touch and Go", 


*TR—Designotes one knob control, and Recoil starter on Handle 


PINCOR the most complete line of Power Mowers feature the 
newest improvements for 1959. They offer you the lowest 
prices and highest profits ever: New powerful Pincor engines 
with increased Horsepower: New cutting height adjustment is 
revolutionary; the new touch and go, 1 knob handle control is 
so easy for everyone to operate. Look for Pincor for 1959— 
Get the facts—write, wire or phone for full information. 


SiG0 Ahead, wm CIETIIA 
in 1959 


eat: Colm mod LO), | 3 5) ee ed a, Fe) bee ge)], mieoie)] ite]. 7: Bale), 


of =f. Ya sat_-t a @ ll od 4 -sal_-w- O's - Se Ot allot oho mG h- Pm ililalelt- mt m= M@-11-Jelaleolal-m—1-8a 0 lalla at BLOle 


Power Lawn Mowers « Electric Portable Power Tools « Gasoline Engines « Electric Generating Plants 


Want more facts? Circle 106, p. 145 
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MERCHANDISING 


newsletter 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


Gear your thinking to inflation. You have to live with it. There are two 
schools of thought about current inflation problem. One is that inflation 
is a curse, to be fought at every turn. The other is that inflation is 
necessary to prosperous times. Whichever theory you believe, there are two 
ways you can handle the situation. (1) Keep a tight check on invoice costs 
and wholesalers' price change notifications. Make sure that retail price tags 
in your store reflect all price increases as soon as they occur. (2) Take 
inflation into account in your budget predictions. Sales goals and balance 
Sheet projections should include a factor of at least 3 percent to keep 
profits on an even keel. Remember, if your dollar profits in 1958 were the 
Same as in 1957, you lost money. 






































Beware of bank competition on consumer credit. Dealers looking at 
the long range prospects figure they may wind up holding the bag on 
questionable credit risks. Banks now are loaded with money for short 
term loans and are burrowing deeper into the consumer credit field. 
Customers are offered a given amount of credit on fixed monthly repay- 
ments. One bank, for instance, offers customers credit up to 20 times 
the amount the customer can repay per month. Retailers figure customers 
now will use up their available bank credit. While repaying the bank 
these customers will want stores to finance their purchases, with open 
accounts or lenient revolving credit. Retailers figure they can do 
nothing about the situation now, and hope they are not going to get 
Stuck with lots of slow pay credit customers later on this year. 









































If you need money, borrow now. Dealers who need short-term loans for build- 
inventory and expanding credit accounts will find it in good supply. Loans to 
business fell off sharply through most of 1958. More consumers saved their 
money, and many banks now have idle reserves. Another reason for action now is 
that interest rates may go up later in year. Demand for money, in tune with 
business’ quickening pulse, is already climbing. The US Treasury recently paid 
more than 3 percent interest on short-term borrowing, for the first time since 
1957. Money shortly will be scarcer. Maybe more expensive. Borrowing now lets 
you buy Spring stock advantageously while expanding credit accounts. Remember, 
this busy spring will favor dealers with well-stocked shelves. 












































Here is a quick, eaSy way to keep up to date on new merchandise 
and merchandising aids to meet today's competition. Each item in the 
new HA Buying Check List on page 141 and each advertisement has a 
number. For more information about merchandise mentioned just circle 
the corresponding number on the Quick Check Postcard, sign your name 
and address, and mail the postage-paid card. 
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ONE SALE JOINS ANOTHER 


..- WITH ACME STEEL CORRUGATED jobber or write to: Dept. HAC-29, Acme Steel Products 
FASTENERS-— Capitalize on the traffic building Division, Acme Steel Company, Chicago 27, Illinois. 
sales of Acme Steel Corrugated Fasteners. In a hard- In Canada, Acme Steel Company of Canada, Ltd., 743 
ware store, more than any place else, one thing leads Warden Avenue, Toronto 13, Ontario. 
to another. By placing several cartons at different points Number per box 
in your store, you can call attention to allied items all 
: Fast Depth Corrugations 

the year around. Place cartons near your displays of arene? See 4 5 
hammer and tools, paint and sundries, garden tools and y" 100 100 
supplies, builder’s hardware and fasteners, or in any %" 100 50 or 100 

, : , = 100 50 or 100 
department of your store, and watch your tie-in sales one on er 000 
go up. Acme Steel Corrugated Fasteners sell themselves on 100 
and many allied hardware items, too! 




















(5 corrugations approximate 1”) 
Read the chart and order your supply now! See your Corrugated Fasteners are also packed in bulk, 500 to a carton 


jag CORRUGATED FASTENERS 


Want more facts? Circle 107, p. 145 
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WOOD SCREW ACTUAL SIZE CHART 


“TTT I] “— 


DRIVER TYPES 


eC .@ 


SLOTTED = PHILLIPS 


HEAD STYLES Ww 7. VW 


FLAT ROUND OVAL 


MATERIALS 

STEEL BRASS ALUMINUM STAINLESS STEEL SILICON BRONZE 
FINISHES 

PLAIN NICKEL CHROME CADMIUM HOT DIPGALVANIZED ZINC BLUED 


scrtw COMPANY 
Srarcewraae > eee ee. me 


SOLD THROUGH LEADING WHOLESALE DO STRIBUTORS 


*“REPRODUCED HALF SIZE 


Ask your distributor for this Chart. It’s Free. 


a 
wir —s 
| 
I 


Through educational information and consumer advertising, Southern 
is going all out to pre-sell your customers on the Southern Family of 


; 
How Southern Quality Fasteners. 

Your customers know the quality and variety of Southern Screws 
through educational materials, such as the TC-4 chart and similar pam- 
helps sell phlets offered free by Southern for hardware dealer distribution. And 
now, the new Wood Screw Actual Size Chart (half-size illustration 
above) once more puts precision-made Southern Screws before the public 
Your Customers on a convenient, easy-to-handle card, available only through your 
Southern Screw distributors. Ask your distributor for this chart to assist 

your customers in choosing the right size screw for the right job. 


Southern’s year round consumer advertising in such national publica- 

tions as Popular Science, Popular Mechanics, and others continually ad- 
acne aL vises your customers of Southern’s variety of quality screws available in 
eeemammill the famous EZ to C© package. 


Sold through leading wholesale distributors 


* Wood Screws 
* Stove Bolts > 
°A, B, C, & F 
Tapping Screws 
* Machine Screws & Nuts 
* Wood & Type U 
Drive Screws SCREW COMPANY 
« Dowel Screws STATESVILLE © WORTH CAROLINA 
* Carriage Bolts 
¢ Hanger Bolts 


Warehouses: NEW YORK « CHICAGO + DALLAS + LOS ANGELES 
Want more facts? Circle 108, p. 145 
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A MIGHTY 
CONSUMER 
AD 
CAMPAIGN 


SELLING AMERICA’S 
FVSISSA ONIN 
FLOOR APPLIANCES — 


by far the best ever made! the most raved-about vacuum! 


REGINA=~} REGINA 


, P 4 
Living’s New Guide to Home —_ POLISHER and SCRUBBER rikhrock 
Planning & Remodeling | Cee 
Spring j more heavily advertised sweeping the country’ 
pring Issue than all other polishers combined! ne Pn ee 


tripled. The record shows 
customers quickly buy this 
unique, lightweight vacuum 


Look House & Garden 
March 3 (out Feb. 17) May, June 


Ladies Home Journal 
March 


Better Homes & Gardens 


) Sunset 
March, April May, June 


House Beautiful’s 
Building Manual 


Spring-Summer issue 
House Beautiful pring 


May, June 


American Home * | 
March Home Modernizing Guide 
| Spring-Summer issue 
McCall's tes | 


Customers know Regina is 
the best polisher made! Heavy 
advertising year after year 


Bride's Magazine 
Spring, Summer issues 


Ane has made it the biggest name 
pril 


Living fo 
Homema 


New Homes Guide 
r Young Summer-Fall issue 


kers—Apri!, May 


Modern Bride 


House & Garden's 


Early Spring, Spring issues 


in polishers. Known, wanted, 


asked for by name. Proven 


in performance almost 30 
years. No wonder successful 


that works wonders 
without attachments. It 
even sells people who have 
a vacuum. To speed up your 


\y selling, concentrate on 
ae \ Regina Electrikbroom, 
* America’s most sensational 


—— 


dealers feature 
Regina, America’s 
#1 polisher! 


Woman's Day Book of Building 
April Spring-Summer issue 


Bride & Home 
Spring, Summer issues 


= 


vacuum cleaner ' 


all-season selling: January through June! 3 
THE REGINA CORP., 67 Regina Avenue, Rahway, N. J 


I am interested in the Custom 400 Polisher and Scrubbe: 
the 600 Electrikbroom 

Please send me: 
Name and address of distributor for my territory 
Regina dealer helps 


Mail this coupon today a 
for free promotion helps! ADDRESS 


cITY ZONE STATE 
IN CANADA: Send coupon to Switson Industries, Ltd., Welland, Ont. 


Want more facts? Circle 109, p. 145 
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MODEL 452—FOLDING 5-POSITION CHAISE with 
every quality feature, including Vinyl-Bonded Arms, 
concealed position selector, spun-end tubing. Glam- 
orovs diamond-pattern metallic Saran webbing. 








MODEL 458—5-POSITION PADDED FOLDING CHAISE that gives 
double usefulness: removable cushion also serves as beach pad 
while chaise may be used with or without cushion. Spacious, 
sturdy, colorful. Vinyl-bonded arms, concealed position selector. 


BAKER’S DOZEN DEAL FROM ALL-LUMINUM PRODUCTS! 
BUY 12 CHAIRS FROM YOUR JOBBER-GET ONE FREE! 


Simple, clean, profitable! Have your Jobber show 
you his samples of the outstanding All-Luminum 
Line of outdoor chairs for 1959. Make your 
selection from this fine group of chairs that’s 
quality-made, reasonably-priced. Get one free 


ALL-LUMINUM PRODUCTS 
World’s Largest Manufacturer of Folding Tables and Outdoor Aluminum Furniture 


WRITE TO US FOR NAME OF JOBBER IN YOUR TERRITORY 


Lawn-Kking (Model 250) for every 12 deluxe 
models you order—Remember, this is the one line 
that protects your profits because it’s sold only 
through Jobbers, never direct to cut-price opera- 
tors. Hurry! *Offer definitely expires March 31. 


¢ 36TH & REED STREETS ° PHILADELPHIA 46, PENNA. 








MODEL 258—PADDED LAWN CHAIR of 11-inch 
Alcoa Tubing with Luxury Vinyl-Bonded Arms. Remov- 
able cushion serves as beach pad; use chair with 
or without cushion. One-motion short flash fold. 





THIS IS THE 
FREE ONE! 


MODEL 250 
Flash-folding Lawn- 
. . » Sturdy 1” 
Alcoa tubing, Vinyl- 
bonded arms. Dia- 
mond pattern metallic 
Saran webbing. One- 
motion short flash 
ONE FREE 
WITH EVERY 12 
CHAIRS YOU ORDER* 


King 


fold. 
















Want more facts? Circie 110, p. 145 
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Melnor makes everything under the sun for the garden market! 
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| 4 SPECIAL PROMOTIONS FOR EXTRA PROFIT 


(see them by turning page). 





No. 8000 Assortment of Oscillating 
Sprinklers with Free Bonus of Three 
” Revolving Sprinklers! 


, 
al J ~~ 
SHIPPED IN ASSORTED COLORS 

(2) #525 SWINGIN’ SPRAYS @ 6.50 each. 13.00 
: ) | (2) #550 SWINGIN’ SPRAYS @ 7.95 each. _ 15.90 
‘ = \ (2) =700 SWINGIN’ SPRAYS @ 9.95 each. 19.90 
\ * >» “4 - (2) =1000 SWINGIN’ SPRAYS @ 12.95 each. __ 25.90 

a ” ~~ SHIPPED IN ASSORTED COLORS 


OT: hol -)-1- i 6a: -). FREE BONUS 
\ (1) =800 REVOLVING SPRINKLER @ 1.95 each. 1.95 
(1) =850 REVOLVING SPRINKLER @ 2.95 each 2.95 
(1) =900 REVOLVING SPRINKLER @ 4.95 each 4.95 
TOTAL RETAIL VALUE: 84.55* - DEALER COST: 44.82* 
DEALER PROFIT 39.73 
ORDER NOW FROM YOUR MELNOR DISTRIBUTOR! LIMITED SUPPLY! 





Two “Early Bird” Sprinkler Specials with 


47% DEALER PROFIT! 


Buy 
these... 



























No. 8500 Assortment of Revolving 
Sprinklers with Free Bonus of Two 
Hose Nozzies! 


(2) =800 REVOLVING SPRINKLERS @ 1.95 ea. 3.90 


(2 850 REVOLVING SPRINKLERS @ 2.95 ea. 5.90 
(1) =900 REVOLVING SPRINKLER @ 4.95 ea. 4.95 
FREE BONUS 
2 vo 500 S HOSE NOZZLE @ 1.00 eact 2.00 


TOTAL RETAIL VALUE: 16.75* - DEALER COST: 8.85* 


DEALER PROFIT 7.90 
ORDER NOW FROM YOUR MELNOR DISTRIBUTOR! LIMITED SUPPLY! 


Melnoz’s See 'n Sell accessory line in fast-moving, 
self-selling skin-pack display cards. Take your 
pick of two packages: 
No. 158 $—92 individual pieces, including 20 different 
items, with FREE Wire Display Rack. 

TOTAL RETAIL VALUE: 61.92* 

DEALER COST: 39.21* 
DEALER PROFIT: 22.71 

No. 159 R—Refill Skin-Pack Assortment . 92 individual 
pieces, including 20 different items, with 4 FREE 
Brass Hose Nozzles. 
TOTAL RETAIL VALUE: 61.92* 
we DEALER COST: 36.68* 


= tae wo aon rok wan sen a sr 





if ES, INC., 300 De Witt Ave., Brooklyn 36, N. Y. 


Printed in U.S.A. * Prices slightly higher in Canada 








TH 





GIANT 24” 


Model D300A 


4 Cycle 3 H.P. Briggs & 
Stratton Engine with 
Remote Rewind 
Starter and 
Choke-A-Matic 
Control 








21” 
‘. SELF-PROPELLED 


Model SP300A 
‘ 4 Cycle 3 H.P. Briggs & 
‘\ Stratton Engine with 
Remote Rewind 
Starter and 
Choke-A-Matic 


Control 
) een A 
y oF 
Race 












INE FOR 59 


PROMOTIONAL 
YY.) yam: 





21" 


\ SUPER DELUXE 
q 


Model A300 


4 Cycle 3 H.P. Briggs & 
Stratton Engine with 
Remote Rewind 
Starter and 
Choke-A-Matic 
Control 










: 19” —_ ' 19” 
SUPER DELUXE \ ECONOMY 


Model C200AA 


4 Cycle 2 H.P. Briggs & 
Stratton Engine with 
Remote Rewind 


Model 2CA 
2 Cycle 2 H.P. Clinton 
Engine with Rope 
Starter 


Starter and 
Choke-A-Matic 
Control 






= 














21* 
DELUXE 


Model A250 


Cycle 2'2 H.P. Briggs & 
Stratton Engine with 

Hand Throttle and 
Rewind Starter 














—_ We will rush complete free soles package. Gives all de- 

19” tails, ordering information, costs, literature samples, 

sales aids, etc. Also merchandise samples available to 

DELUXE jobbers, distributors and wholesalers on request. . 
Model C200A 


Cycle 2 H.P. Briggs & 
Stratton Engine with 
Rewind Starter 











comets mae ane ee RN ee ee nee ee 
Company Name 
Address 


City Zone State 


Position 


\ Your Name 





‘y=? 


Want more facts? Circle 112, p. 145 


i Manufacturers of a Complete Line of Power Mowers... 
Barbecue Braziers . . . Quality Fans 
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a | FROIN Ey * Prices slightly higher in Canada 


; 


A MIRACLE IN METAL... 


for those who want the very finest! 

















- 
_ 


‘¢t 





TRIPLE-PLY EXCLUSIVE 


Stainless steel inside and 
out with a copper core. 
Transmits heat to sides 
and bottom three times 
faster! Stainless steel sur- 
face never pits or stains. 















UNIVERSAL 


COOKAMATIC APPLIANCES 


STAINLESS ...FOR EASY CLEANING 
COPPER CORE... FOR FAST EVEN HEAT 


; 


UNIVERSAL PRESENTS “The finest con- 


trolled-heat appliances made!” This exclusive, triple- 
ply construction of stainless steel, copper and stainless 
steel insures better cooking and longer lasting beauty 
than any other on the market. Light in weight for easy 


Ps DNB 








A 


use. dramatically styled for today Ss modern living. NEW TUBULAR UNIT FLAVOR-TIGHT COVERS IMMERSIBLE 


Whatever controlled-heat appliances you sell, you New shape, bonded to Interlock with sides of Wash completely under 


9 . > > < 2c r ‘ > , . . . . . 
can’t afford not to stock the finest of all... the new copper core giveseven, appliances. Keeps in water as easily as a 
Universal Cookamatic. all-over heat. flavors and juices. china dish. 


PRICES INCLUDING COOKAMATIC CONTROL: 





Large Frying Pan (cover $5.00 extra) ............... $29.95 
3-qt. Saucepan and Cover.................. a2esenene $26.95 
5-qt. Dutch Oven with Cover and Trivet.............. $35.95 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
Want more facts? Circle 113, p. 145 


22 © HARDWARE AGE, February 12, 1959 














N 0 W- Sell your customers the finest 


Vinyl hose made. . . 


CASH IN on M-D’s quality-product rep- 

utation! Sell with pride—and greatest 

PROFITS—this Nationally Advertised 

Vinyl M-D Garden Hose that is “King 

GARDEN HOSE S22" 


.. you'll 
beat all competition when it comes to 
quality! 

















10 YEAR GUARANTEE BACKED BY THE FAMOUS 
MACKLANBURG-DUNCAN NAME! 





There's Mere finer on the Market! 








*  aodibeetedenianal 





full V2" Cremerter 


SE SOLID BRASS FITTINGS 





a 















Extruded of finest 
quality pure virgin Vinyl! 


Fully tested to meet 
Gov’t. Specs. CS 209-57! 


Solid brass full flow 
couplings! 


Available in 4” and 
2” diameters... 25 ft., 50 ft., 
75 ft., and 100 ft. lengths. 


Order now! Take full advantage of quantity discounts 
with Spring Dating! Send for complete details today! 


MACKLANBURG-DUNCAN CO 


_, BOX 1197, OKLAHOMA CITY, OKLA. 
THB 


Want more facts? Circle 114, p. 145 
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New Counter Merchandiser 
Occupies Less Than 
One Square Foot 


For 1959, Wiss offers this counter mer- 
chandiser, requiring less than one square 
foot of space. The unit is FREE with the 


WISS 
PRODUCT NEWS 





Pride of the 
Professional Gardener 


Famous among professional gardeners 
for many years, these Wiss shears have 
been restyled for 1959 and fitted with 
wear-resistant vinyl handle grips. Users 


























purchase of the assortment it contains: 6 
grass shears, 6 pruning shears, and 4 
hedge and shrubbery shears. No. GT-69. 
Retail Value, $55.00; Dealer Cost, $36.74. 


“Grass Master” 
Chrome Plated Shears 

















These attractive new shears cut with 
amazing speed and require about half the 
effort of other shears. Chrome plating 
gives them unusual consumer appeal and 
provides lifetime protection 6f metal. 
Comfortable vinyl handle grips are spe- 
cially moulded to the shape of the hand. 
New blade lock operates with flick of 
finger. No. 1701, $2.98 retail; Dealer 
‘Cost, $2.00. 
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report these are the only kind of grass 
shears that will cut certain types of wiry 
grass. No. 5600-G, $3.25 retail. Dealer 
Cost, $2.17. 


Lazy Man’s Delight 


Wiss calls these its “Backsaver” shears. 
Now restyled with new hollow ground 
narrow blades, these long handle shears 
require less cutting effort than other 





types. New handle latch prevents damage 
to blades; two wheels provide steady 
operation. No. 900, $4.95 retail. Dealer 
Cost: $3.30. 


New 8-Inch “Hy-Power” Pruners 


A new addition to the Wiss line of 
pruning shears. Designed with greater 
hook and blade are for all general prun- 
ing or specialized professional work. 


























Want more facts? Circle 115, p. 145 








Thin, keenly edged blades, hot drop- 
forged, hardened, and tempered construc- 
tion. No. 608, $2.95 retail. Dealer Cost: 
$1.97. 


Hedge Shears 
with Shock Absorber 


These lightweight, perfectly balanced 
“English Pattern” hedge shears are made 














by Wiss for the professional gardener or 
discriminating home user. Unique built- 








WISS PRODUCT NEWS Cont'd. 


in shock absorber prevents fatigue; 
blades are hot drop-forged, hardened, 
tempered, and hollow ground for lasting 
sharpness. One serrated and notched, one 
knife blade. No. 84%-E, $5.75 retail. 
Dealer Cost: $3.83. 


Volume Builder 


For those who seek an economy-priced 
grass shear with quality features, Wiss 
offers these “Quick Trim” shears. Fine 
steel blades are hardened and ground for 
lasting keenness and durability. New 
shock absorber and spring design pro- 
vide easier cutting, eliminate fatigue. No. 


801, $1.98 retail. Dealer Cost: $1.32. 


For the Perfectionist 


There are no finer pruners made than 
these exclusive Wiss draw-cut pruners 
with specially fitted “Comfort Grip” vinyl 
handles. New hook and blade design with 
offset bolt provides extreme power with- 


Rose Growers’ Favorite 


Light and graceful, these Wiss “Hy- 
Power” standard pattern pruners are 
favored for roses and light commercial 
pruning. Easy to handle and carry. The 















































New “Comfort Grip” Pruners 


These seven-inch Wiss “Hy-Power” 
anvil pruners have a cutting capacity far 
exceeding most pruning shears marketed 
today, regardless of size! Extremely 


out crushing or bruising. Thin hook per- 
mits closest precision cutting. Blades are 
hot drop-forged, hardened, tempered, and 
hand edged. One hand closing latch. No. 
808-G, $4.25 retail. Dealer Cost: $2.84. 


The “Landscaper” 


Wiss designed these American Cutler 
Pattern hedge shears with tapered, con- 
cave blades for greater cutting power. 
The blades are made from finest cutlery 


thin blade cuts branches with little 
effort and no bruising. Hot drop-forged, 
hardened, and tempered. No. 607-R, $2.75 
retail. Dealer Cost: $1.84. 


Mobile Floor Display— 
Practically a Department 
in Itself! 


Here is a colorful, self-selling Wiss 
floor display unit that only needs 3'4 x 
11% feet of floor space, yet contains 56 
assorted pairs of hedge, grass, and prun- 























rugged hot-formed construction enables 
easy cutting even at tip of blades—with 
never a trace of distortion! Contoured 
vinyl handle grips and individual boxing 
provide still greater selling attraction. 
Other quality features: Replaceable brass 
anvil, one-hand closing latch. No. 907-G, 
$3.25 retail. Dealer Cost: $2.17. 

















steel, hardened and tempered for endless 
service. Bottom blade serrated and 
notched. No. 8-A, $4.75 retail. Dealer 
Cost: $3.17. 
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ing shears. This compact unit, which rol/s 
anywhere in the store or outside, is of- 
fered FREE with the purchase of the as- 
sortment it contains. Moreover, freight is 
prepaid to the retailer by Wiss. No. 
GT-259, retail value $204.47. Dealer 
Cost: $136.48. 


NOTE: The products shown on these pages are manufactured exclusively by 
J. Wiss & Sons Company, Newark 7, N. J. Please order by number from your jobber, 


Want more facts? Circle 115, p. 145 
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GET YOUR SHARE 
OF 1959's ; 
BIGGEST BUSINESS 


a 














© LOW INVENTORY 
e LOW COST 
© MINIMUM SPACE 


@® MERCHANDISING DISPLAY 


Now you can get a share of the fastest 
growing trade today .. . the big business 
in marine supplies and accessories. Watch 
the boats go by. . . and be sure they buy 
their Marine Cordage from you. This new 
Marine Rope Rack (FREE) contains 100°, 
Polyethylene Braided Yellow Rope, 100°, 
Nylon Braided Rope and Vinyl Coated 
Tiller Cable. All fast moving items. 


The rack is only 24 inches high and takes 
up less than one square foot of counter 


or floor space. Here's a really low cost, 


King Cotton Cordage 


| - - nt ° 105 Duane Street 
Oo entory, easy way to get into the New York 8. New York 
marine rope business. Ask your jobber or 
. : Please send me more information and prices on the 
send in the coupon for more information. | Marine Rope Rack. 


Name 


© JOHN H. GRAHAM & CO. INC. 


. Zone .. rane 


CORDAGE 





‘ 

' 

' 

' 

' 

on 105 Duane Street, New York a ee : 
. ' 
' 

' 

' 

' 

' 

' 
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When she urges... 


he splurges 


And you make bigger, more profitable sales of 


AIR-LITE SCREENING 


Sooner or later, a porch or patio gets tacked on to all those new 
homes. ‘That’s when Fiberglas’ million dollar advertising cam- 
paign pays off for you in sellout after sellout—-at full profits. 
Each sellout nets you a tidy profit of about $73.00. 


Mr. Homeowner knows AIR-LITE FIBERGLAS is the 

longest lasting Screening; easiest to work with: won’t bulge or 
break; laughs at creases. 
Free $16 Bonus: Feature this NRHA Approved Display Rack. 
Yours for only $11.95 with initial order—less than half our cost. 
As a bonus, we’ll add a 50 ft. roll of 26” AIR-LITE FIBERGLAS 
Screening—-a $16 retailer— absolutely Free. See your wholesaler 
or clip coupon for details. 























wholesaler's name 


‘ 
' ' 
| weavers of AIR-LITE FIBERGLAS | 
AIR-LITE Chair Webbing ¢ AIR-LITE Furniture Cloth 
' ' 
' Gentlemen: i 
i 
, Please Rush full information on AIR-LITE FIBERGLAS Screening. 
' i 
! Nome , 
' ’ 
' 
: ' Store Name : 
51 Camden Street Paterson, N., J. 
i Street i 
' , 
! City Zone________ State i 
i , 
' ' 
i 
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THE FIRST SELF-PROPELLED 
ROTARY MOWER WITH A 
FULL-RANGE DISC TYPE DRIVE 
Eliminates speed confinement and gear failure of conven- 
tional transmissions. No transmission gears to shift or strip 
—no confining operation to just one or two speeds. Simple 
control on front of mower provides full range of SIX forward 
walking speeds. Operator can run blade at maximum speed 
and select any of the SIX walking speeds to suit the 


REVOLUTIONARY NEW 
ULTRA-MODERN STYLING— 
THE FIRST COMPLETE BODY 

CHANGE IN ANY ROTARY MOWER! 


FINGERTIP OPERATED FROM 
STOP! 


job at hand! 


CRANKSHAFT DAMAGE 
ENGINEERED OUT! 
Proven FLEXOR BLADE “gives” to absorb shock of impact. 
Unlike ordinary mowers, Homko “gives” at the blade—not 
es at the crankshaft. Exclusively de- 





One easy combi- + Convenient clutch + Recoil engine 
nation control: lever provides sim- : starter mounted 
operates engine ; plest operation..just on handle for 
choke, stop and: lower to move for-* new stand-up 
blade speeds. - ward, raise to stop. - safety starting. 


" ACC tC ttt et CT 
hae 3 ; : ae 

% scot es ey a ie Sa 

> sos SOE ET, OE PR Ce 


signed Flexor Blade has movable 
tips that swing back when strik- 
ing a rock or water pipe, thus ab- 
sorbing shock and permitting 
mower to continue operating. 
Tips snap back into place in- 
Stantly, leaving crankshaft free 
from damage. 


NEW QUICK 

CUTTING HEIGHT 
ADJIUSTMENT— 

NEW EXTRA RANGE! [ 


Nothing to remove...a simple 
lever at each wheel location sets 
correct cutting height in sec- 
onds... from 7%” to 3%”. 








SELF-PROPELLED ROTARY 
MODEL RA-89 


4“ 


Win a Rambler Station 


or one of 29 other valuable prizes in the 


$10,000 HOM 


THB) os FIL Wie):: 


, * 
ite eeitiniaiit 


: Vea 
@ SP ask ous MONTEST 


DISTRIBUTOR HOW YOU QUALIFY! 





tenn eam. MODELS 
JK-59, RM-69 & RF-79 


ro... om 
AW) New! +8 20" 22 


FREE WHEELING ROTARIES 


DELUXE 24" 


RIDING ROTARY 
MODEL AE 180 


NEVW/ DESIGN! 
NEWS POSITIVE BLADE DISCONNECT! 


NEW QUICK CUTTING HEIGHT 
ADJUSTMENT! 


Model 3247 
2¥2 gallon 


——— 


Last | Model 3246 
Mode! PA-258 < e “A 11% gallon 
MULTI-PURPOSE a 4 
MOTOR ARM Model PA-259 Model PA-260 Mode! PA-261 Model PA-262 
powers 5 special- 22” ROTARY 22” ROTARY 9” EDGER- 20” REEL-TYPE Model PA-263 MONCO ‘‘FLAT-TOP”’ 
purpose tools MOWER CHASSIS TILLER CHASSIS TRIMMER CHASSIS MOWER CHASSIS 18” SNOW PLOW CHASSIS STACKING GAS CANS 





Mode! LP-228 18” Model HS-720 20” 


Model LP-230 20” Model PE-99 NEW! Model RT-300 Mode! HS-728 28” Model PS-124 
Mode! RR-140 Model EL-49 SELF-PROPELLED 9” GAS-POWERED 22” ALL-IN-ONE FOLD-AWAY LAWN SWEEPERS 24” SELF-PROPELLED 
30” RIDING REEL-TYPE 18” ELECTRIC ROTARY REEL-TYPE MOWERS EDGER-TRIMMER ROTARY TILLER New Design New Low Cost POWER SWEEPER 


Houikko _..THE FULL LINE, BUILT AND PRICED TO BRING YOU THE FULL PROFIT ON EVERY SALE! 
FIND OUT MORE...WRITE TODAY DEPT. HA 


Manufactured by WESTERN TOOL AND STAMPING COMPANY 


the world’s largest producer of power lawn mowers e 2725 Second Avenue, Des Moines 13, lowa 








ry Priced for 
volume sales. 


Famous, nationally 
Suggested § | S vend advertised Ronson name. 
List i 
39c a = Preferred for faster— 
pt. can e easier lighting. 
R 


@: Clean-burning, 
pleasant odor. 





Quick! Easy-lighting! 


Pleasant Odor! No soot! 
Does not affecs taste of food! 


| 00 not 
Al USE AS CIGARETTE LIGHTER FUEL 


———es 


Outdoor cooking is big business, getting bigger and long outdoor-living season. Now is the time for you to 
more profitable every year. You share these profits when complete your plans by ordering Ronson Fire-Starter 
you buy and promote the products that sell during the Fuel—the Number One brand in the field! 


This year— Stockh, Promote and Sell Ronson Fire-Starter Fuel 


maker of the world’s greatest lighters and electric shavers 
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alking away with 


— the market! 


V#tWroewe FTES 
-— ( i 9p ee s&s 

WALKING 
Tl ll 9 Oe) 


New! Bsronea! 
1959 Model! 
Retails at only 


‘25% 


Backed by manu facturer’s money-back guaranty! 


&. 


Hot sales streaks come in cycles. Years ago, it was 
the adjustable revolving sprinkler ... then came 
the oscillating sprinkler...now... this is the year 
of the walking sprinkler! 


Lafayette’s $25.95 “Stroller” rolls right over com- 
petition to lay mass market profits right at your 
door. Priced right! Styled right! The “‘Stroller’’ is 
loaded with product features unmatched in walking 
sprinklers selling for twice as much! 


Works with 250 ft. hose! 
2 easily adjustable gears. 
Moves 20 or 50 ft. an hour! 


F'restone designed Tracto-Drive 


tires can’t bruise grass! 

Low center of gravity insures 
can't walk off hose! 

Free automatic stop. Can 

be placed anywhere! 


2-in-1 Dual-Reach nozzles! Throws long 
and short spray patterns simultaneously 


to insure complete coverage. 
e Free snap-on coupling. 


Permits instantaneous hose connection. 
In individual “Carry- Away” display case. 





See Lafayette’ s complete line of volume-priced, quality-tested garden equipment. Partial listing here only. Complete — available on request. 


Dial-o-matic 
Sprinkler 


Trig-a-matic 
Nozzle 








Power 
Spray 
Sprinkler 


Whirl-wind 
Sprinkler 








SF 


Fair-Lawn 
Oscillating 
Sprinkler 


ZS 





2 Champion 





f 


Couplings 
Menders 
oe etc. 








Sold through leading wholesalers everywhere! Contact your jobber today or write for further information: 


L 


LAFAYETTE BRASS MANUFACTURING CO., 


Want more facts? Circle 120, p. 145 


ETrre 


INC. @ 409 Lafayette Street, New York 3, N. Y. 
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INSECT SCREENING— 


Aluminum, Bronze, Fiberglas and Galvanized Steel 


HARDWARE CLOTH 


Red Tag says: “*“A name brand like CYCLONE 


/ 


a one (ED Gameae fs | pt be jou 


= : 


« ~ 
. 
a I SS 


> 


ae ano es my fa we 


LAWN FENCE and GATES => 


makes hardware 


easier to sell.”’ 


Cyclone Hardware Products help 
your sales in two ways: 

First, Cyclone Hardware Products are 
fine quality. They are built to look good 
... to give long, dependable service . . . to 
assure you pleased customers who will re- 
turn to your store for more of those same 
fine quality Cyclone Products. 

Second, the USS Label is well known 
and widely recognized as a guide to good 


%) 


ed oo = . 
7 


ee ye 


Cyclone Fence Department 
American Steel & Wire 
Division of 


FLOWER BED BORDER 


products 


merchandise and service. This customer 
acceptance will pay off for you when the 
USS Label appears on all your Cyclone 
Hardware Products. 

So stock up... and display the Red Tag 
Label. Get in touch with your jobber sales- 
man today. He can give yo. i.e complete 
details on all Cyclone Hardware Products, 
plus good tips on merchandising and dis- 
playing these products. 


USS and Cyclone are registered trademarks 


Cyclone Red7ag” Hardware Products 


Aad 


CATCH-ALL BASKETS 


United States Steel 


Cyclone Fence, Waukegan, Ill. - Sales Offices Coast-to-Coast - Pacific Coast Headquarters, Oakland, Calif. - United States Steel Export, New York 
Want more facts? Circle 121, p. 145 
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Gives You... 























elem ote] sale) (—) {—Mialel-t—mailal— 
exclusive sales features 


‘CTalaar-tieial—reme @ler-iina' se 
I 1 aot mam @ TJ ol -Taleor-leliiiay 


NT -aV YEE h’d Mo) Bgl] -trete)-1> 
T-tltlate)-lel tee? V-1°) 4. mele) -) = 
























nd Award for Inform- GARDEN QUEEN ; 
The Society of the (WN f O 


for added Life, greater Performance, superior Appearance 
L. P. A. combined with the finest quality 
raw materials at initial stages of manufac- 
ture means you can talk, sell top-quality 
hose always! Another plus selling factor for 
the famous Mirror Finish Gering lines! 


~ LIFE GERING 
Consumer Products Div. 


THE PUSH IS ON...THE PROFIT IS BIG . 
GET YOUR SHARE --ORDER TODAY! Gering Products, Inc.; Kenilworth, N. J 






p® 

s Guaranteed by % 
Good Housekeeping 
toy - 





Garden Hose + 3-tube Sprinkle 


. “Sif 


A brand for every need — GERING » MERCURY » GARDEN QUEEN » THRIFT LINE + GERING DELUXE REINFORCED 


2 r > ™~ r r\f ’ ry 
aviey: lA Ke \ A it 








Stanley Lawn and 


AN ALL NEW LINE...MATCHED COLOR...MATCHED DESIGN 


* hand prunens 


PA10—$3.25 Retail 
Exclusive spoon shaped top 
handle for comfort and full- 
palm contact. Easy action. 


PA12—$2.15 Retail 

Same as PAI]! with soft-feel 
grips of resilient plastisol 
added in high visibility yel- 


PA11—$1.95 Retail 
A lightweight pruner that fits 
even the smallest hand and Is 
fully chrome plated. 


PS20—$3.25 Retail 

Professional style shear type 
forged from high-carbon 
steel. For close pruning cuts. 


low and blue. 


/ 
/ 


ly 


eo 
LS40—$5.50 Retail <= 
Tapered blade point cuts smallest twig. Hook 
and blade design rolls branches into cut. 


Shrub shea 














HS50—$5.50 Retail 
Exclusive off-center pivot makes possible a 
larger gathering area. Easy cutting action. 








gras and weed cultert 


GW60—$2.75 Retail 
Exclusive swivel head can be adjusted to user’s 
height or for trimming at angle. Replaceable blade. 


GW61—$1.75 Retail 
New blade design with scythe-cut contour (shown). 
GW62—$1.95 Retail Serrated blade. 
Both blades replaceable. 





Want more facts? Circle 123, p. 
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Gras . shears 


GS30—$3.25 Retail F 
Loaded with extra value. New, Z, 
high-angle handle, adjust- ei 
able blade pressure, easy 

draw-cut action. 


GS31—$1.95 Retail 
High-angle handle squeezes 
easily and never bruises 
knuckles. Both blades 

have forged bevels. 


LR80—$3.15 Retail 
Lightweight, spring 
action, 18-tine rake 
has 20” sweep. Hard- 
wood handle and flat- 
spring steel tines. 


Mt ubbery rake 


LR82—$1.65 Retail 

For hard to get at areas. 
74%” sweep extremely ef- 
fective in flower beds, 
around shrubs and hedges. 





Garden Tools == 


MATCHED PACKAGING AND MERCHANDISERS 
THAT HELP YOU SELL THE LINE 














STANLEY 
paowtes AMD gaass surans 


Stanley Pruner and Grass Shear Merchandiser Stanley Grass Cutter Merchandiser 
MD-1019 Retail Value—$50.45 MD-6015 Retail Value—$31.25 
x 


\)) ) ) 


WITH THE HELP OF THIS 
NATIONAL ADVERTISING 


> Hower 
RO » GTOWer 


APRIL AND MAY + MARCH, APRIL, MAY 


I ad } e ¥ ? ? a ’ . 
+ hak 3 a deere, 


e = 
. : 
: 
& 
ok 








© one 
hed . 
“a 


* =<. =>--~ -] ae 
Ma LE y/ Sunset 


APRIL AND MAY MARCH AND APRIL 























j 
j 


- a | ’ er ’ 
| Munday ty © my . , 


2 
The + | . 
Stanley Lawn Rake Stanley Shrubbery Rake oi PE 1 1 
Merchandiser MD-8020 Merchandiser MD-8215 be bm RICHARD a 





Wert + 2 2 Lhd ne 


Retail Value—$63.00 Retail Value—$24.75 te an and rere 
po | , 
Ask your wholesaler now about Stanley Garden — on by 


Tools, or write to Stanley Tools, Division of The | APRIL MARCH, APRIL AND MAY 


Stanley Works, New Britain, Connecticut. 


s> me 
mo y-Ax penal 


AMERICA BUILDS BETTER AN D Lives BETTER WITH STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric tools 
S T A N a t VY + builders and industrial hardware - drapery hardware - door controls - aluminum windows - stampings - springs 
e coatings - strip steel - steel strapping—made in 24 plants in the United States, Canada, England and Germany. 


Rec. U.S. Pat. Orr. 


Want more facts? Circle 123, p. 145 
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Fere’s Visible Evidence that 


MOTO-MOWER' MEANS BUSINESS! 


x ) “= Eye-Catching Display Pieces 
i: % to Draw Prospects Right : 
Into Your Store 


COLORFUL WINDOW BANNERS —Big, inviting 
Moto-Mower window banners ... to stop passersby and 
bring them inside. 


AUTHORIZED DEALER DECAL — Identifies you im- 
731 wee mediately as an Authorized Moto-Mower Dealer, where 
Ooo SIU wee aw we ae. . people can buy with confidence. 





* 


4 


a i 


Colorful Inside Point-of-Sale 
"Salesmen” To Pull Prospects To 
MOTO-MOWERS on your Floor 


PENNANT STREAMERS—Colorful 16-foot pennants 
that can be strung across your window or store to help 
sell Moto-Mower and other garden items. 


WALL POSTERS —A full-line poster that shows all 
Moto-Mower models and lets you point out the features 
of each to the customer. 


FLOOR DISPLAY STAND—New, unusual. Attracts 


customers to Moto-Mower floor models like a magnet. 







mato MOWER 2 Acts as a “silent salesman.” 
HANDLE CARDS—Die-cut to fit the handles of your 
deluxe Moto-Mower floor models . . . providing quick 


sell on features. 


DAY-GLO FEATURE TAGS—Attach to mower handles 
. . » showing prices «nd features. 


Plus Big MOTO-MOWER Key City 
newspaper ads. . . individual co-op advertising ... 
Yellow Page identification . . . “Operator 25"— 
Western Union . . . all of these hard-working sales 
aids FREE to help boost your own sales of the FINEST 
QUALITY LINE OF MOWERS ON THE MARKET! 


SUBSIDIARY OF 
bine DETROIT HARVESTER COMPANY 


RICHMOND, INDIANA 


Want more facts? Circle 124, p. 145 Want more facts? Circle 125, p. 145 -——> 
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‘“More Real Pleasure 


In Every Barbecue” 
HERE’S WHY YOU WILL SELL MORE. ... 


%& OUTSTANDING ROYAL CHEF SELF-SELLING FEATURES! 


® Fold-away legs ® “Sure-Set" grid control 
@ Chrome plated spiral grids ® Heat-saving windshields. 


*& A MODEL AND PRICE FOR EVERYONE! 
® The most complete line — $5.50 to $299.95 
® All price points covered for easy trade-up 


® Full profit for you. 


RUGGED LIFETIME CONSTRUCTION! 


® Bonderized Baked-on enamel finish 
® Welded steel wheels — molded rubber tires. 
® Five year warranty against burnout 


® Sturdy leg construction. 


UNSURPASSED EYE APPEAL — CHOICE OF COLORS! 


® Exciting new ‘“Twilite Blue” ® High Lustre Coppertone 
® Glossy Black — Brilliant Red Trim. 


DELUXE ROUND BRAZIERS_ 
18”, 21”, and 24” sizes from $9.95 to $89.95. Deluxe in 


every respect with sturdiest construction, freshest styling 
and choice of color. 


PATIO GRILLS ECONOMY 
BASIC and MOTORIZED ROUND 


Fast-selling promotional models. Feature-loaded. Luxurious BRAZIERS 


patio grills (not pictured) at $99.95 and $299.95. More quality for your money 


in competitive, fast-moving 
grills. Compare construction 
and features of these 18”, 
24” basic and 24” 


models. 


BARREL 
BRAZIERS 


“BILT-WITH-A-TILT” 


This most versatile de- 
sign in several deluxe 
and economy models 
from $7.95 to $34.95. 
The barrel brazier cooks 
anything from hot dogs 
to roasts with or with- 
out smoke flavoring. 














Lawn and Garden 
HOSE REELS 


Two, new improved models for every need... 
homes, parks, playgrounds, motels, schools, 
hospitals, parking lots, service stations, nurseries. 


® Longer life for any hose as hose on reel is safe from 
abuse... ready to use from 5 ft. to full length. 


No drag...free-reeling and unreeling while the 
water flows. 


Super-rigid twin steel drum discs with deep-ribbed 
steel hose supports. 


Attractive aqua and yellow baked enamel finish. 
Tubular parts are rust-resisting...Bonderized and 
baked enamel steel. 


Easy assembly and operating instructions included. 


Item No. 222 SIDE WINDER 
Cart-type HOSE REEL 


Capacity 150 ft., %” O.D. 

garden hose. Easy rolling on 

wide rubber-tired wheels that 

protect lawn. Complete with 

3 ft. flexible leader hose 

assembly. Reel lifts from stand 

which becomes a sturdy hand y 
truck. Packed one complete 

unit per carton K.D. 

Shipping wt. 17 Ibs. 


Retail Fair Trade Price Ss 495 


Item No. 220 Direct Faucet-mounting HOSE REEL 
Pant atti: been ual Holds 150 ft., 34” O.D. garden hose. Rigid pipe mount 
remeved serves ac holds reel firmly on faucet. Individually cartoned. 
sturdy hand truck. Shipping wt. 6 lbs. Retail Fair Trade Price $695 




















\ ' \ j y = : | 
Reel can be mounted on either Ideal for carrying garbage or Faucet-mounting reel is easily Precision-engineered “Pres- 
upper or lower rungs of cart rubbish cans, luggage, many detached from connector arm SURE” water seal, machined 
at the most convenient height. other heavy articles. for storage by disengaging brass, zinc-plated, gives non- 


FREE Mats, Glossies, Electros available to spring clip. — water-tight, leak-proof 
tie in with Cal-Dak National Advertising! performance. 


Manufacturers of Work-Saving Quality Housewares 


2.00 FOUR FACTORIES: Lancaster, Pa. © Chicago, Ill. © Little Rock, Ark. @ Colton, Calif. 
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4 \ 
. BR22 
"7 
é 
‘ 
‘ 
"4 
‘ 
‘4 


Qty: 12 
Retail: $1.62 


Round Bow 
Rake 


Ul4 


‘ Qty: 12 
Retail: $3.14 





» < UB21 
YY; Qty: 12 


“Uf Retail: $1.07 





Weeding 
Hoe 


S2PW 
Qty: 6 
Retail: $1 .68 





114 tools 


$9124 profit 


Floor merchandiser N/C 


(Slightly more in Zone 2 Western Stat 





Garden 
Hoe fp 
(6%2" blade) 7 
Z 
y 


ABC6 14 
f Qty: 6 
= Retail: $2.10 


F&aG 
Hoe 
(6%2” blade) 


UF6 
Qty: 6 
AY sRetail: $2.58 





4 Tine 
Weeder 


UW4 
Qty: 6 
Retail: $2.64 


Rotary Edger -_ 
and fo 
Trimmer 


GE5 
Qty: 6 
Retail: $4.50 





Dandelion 

Weeder 

DW36 

Qty: 6 A Va 

$1.29 _ Grass 

Fa “Trimmer 
GSGT 
Qty: 6 

Retail: $1 98 


UTE 
Qty: 6 
Retail: $2.2 





S 


Spading — 
Fork L 


TA 
U40S 
A, 
oy Qty: 6 
4 ty 
4 Retail: $3.7 


Long Handle 
Floral 
Spade 


y 


DF6 
Qty: 6 
Retail: $3.92 





Long Handle 
Floral 
Shovel 


v4 


| DF 
“nt Qty: 6 
Retail: $3.56 





Long Handle 
Rd. Point 
Shovel 


O5U2 
Qty: 12 
Retail: $3.27 


es) 


NOW YOU CAN BE COMPETITIVE AT A PROFIT. 
Averaged retail on 114 garden tools (good grade for home use) 
is $2.55. High is $4.50. No one but NO ONE can top you with 
pricing like this! You are competitive. You get volume and turn- 
over at a profit. 


CHROME PLATED FLOOR MERCHANDISER SELLS 
like nothing you have ever known before. Makes garden tools 
sparkle like jewelry. Junk your old painted sheet metal stand. This 
comes free with Wood’s 115PR garden tools assortment. 


ORDER FROM FACTORY. Wood’s 115PR garden tools assort- 
ment (114 tools as shown at left) costs $199.10. Total retail: 
$290.34. Profit: $91.24. Shipped direct to your door, freight paid. 
Billed through your regular hardware wholesaler. Tell us how 
many you want, and the wholesaler you want to invoice you. 











OVER 



























ame Assortment, 
Better Grade! 


For trade that wants the best, order assortment 





S 


TBP 115—same selection of tools, same quan- 
tities as 115PR assortment, but mostly better 
grade. And higher priced. Even so, we included 
a few inexpensive traffic items—a $1.07 brume 
rake, a $1.29 stand-up dandelion weeder, a 
$1.98 grass trimmer—because everyone loves 
a bargain. 













‘li-ion To: WOOD SHOVEL & TOOL CO. 
, 10 
em melas PIQUA, OH - 


ORDER Ship direct, freight paid: 
Price 
Quantity Description Zone 1 Zone 2 





=> RA Small Hand Tools Asst. 


Qs sellers at 50% profit. 





___.. 115PR assortment of 114 tools 36 brilliantly finished small hand tools. Cost $19.08. 
and chrome plated floor merchan- Sell $28.44 at .79c each. Enameled steel counter 
diser @ .......-..----050s $199.10 $205.79 display FREE. Shipped direct, freight paid. Billed 










ae tae oe through your jobber. Order several assortments for 
and chrome plated floor merchan- your hottest store promotions. 
OED fa) ates sb 40 o'abdob acm $245.75 $252.83 Trons- . : 
» Regular planting Spading Cultivator 
_____. RA asst. of 36 small hand tools f ata trowel rare Hoe 
and enameled steel counter f° RT2 f RTT3 RSF4 RCHS 
stand @ Se). ae 2 ae ee $ 19.08 $ 19.08 f Qty: 8 yf Qty: 6 Qty: 6 ae Qty: 3 
Retail: 79¢ Retail: 79¢ Retail: 79¢ Retail: 79¢ 
[ | Include weather proof TRU BLU Gar- f 
; F Hand : 
den Center Banner on strong muslin N/C N/C a ies Weeding Lf iii 
e 
[ | Include ad mats N/C N/C f _RR7 RCE RWH6 RDW9 
) Qty: 3 Qty: 3 Qty: 3 Qty: 4 
e Retail: 79¢ Retail: 79¢ \G Retail: 79¢ ‘ Retail: 79¢ 
INVOICE THROUGH HARDWARE WHOLESALER STATED BELOW y | 











Wholesaler's name 


Address 








SHIP STOCK FREIGHT PAID, DIRECTLY TO...... 


Store Name 





Street & No 





City & State 
Ordered by 








(signature) (title) 


ZONE 


Prices apply to Montana, Wyoming, Colorado, 
New Mexico, El Paso, Texas, and all states to Pe om 
the West thereof. é 





NEW — ALL NEW — AND ONLY FROM UNIVERSAL 


Yo Waray 
- | tli 4 Apna i 


 Strllndpe 











Not one, not two, but five completely new Universal's New Easy-Carry* Series 
sprayers—all based on completely new concepts offers brand new sales appeal in portable 
of user convenience — all at your jobber’s now! sprayer convenience. New oval shape means 


better balance, easier carrying. Revolutionary 
nylon re-coiling hose stretches full five feet, 
automatically re-coils itself. 


Universal's New Stroll’n Spray* Series 
eliminates all lifting, all lugging, all sales-kill- 
ing work from spraying. Rubber-tired wheels 


assure effortless mobility, new pistol-grip dis- Only UNIVERSAL offers you this wide selec- 
charge valve provides hand-fitting comfort. tion of completely new sprayers. Make 1959 a 
Clean, crisp colors and smart, modern styling banner year with this beautiful new line of 
command customer attention ... the choice of modern garden equipment. Place your order 
sizes, types and prices makes the sale! now for immediate delivery! 





*Patent Pending 





MODEL 1300 MODEL 1305 MODEL 353 EASY-CARRY MODEL 1600 MODEL 203 EASY-CARRY 


ECONOMY STROLL'N SPRAY EASY PUMP STROLL'N SPRAY POrtable sprayer has full ail PURPOSE STROLL'N SPRAY portable sprayer has full 
actually sells for less than actually pumps with tow- 3'2-gallon usable ca- with full six-gallon usable 2-gallon usable capacity, 
many ordinary tank spray- ing handle! Just a few pacity, recoiling hose, capacity, oversize wheels with same new features as 
ers! Has full three-gallon = effortless strokes for the hand-fitting pistol-grip ond heavy-duty mountings ‘larger model. Comfortably 
usable capacity. easiest three gallons ever discharge valve, carrying for farm, suburban, com carried by handle grip 


sprayed | strap. mercial uses. 
FREE FOUR-COLOR CATALOG gives full details on all Universal 
sprayers, dusters and allied products. Write us. 


— IVERSAL METAL PRODUCTS COMPANY 
py " 






Canadian Warehouses: Division of Air Control Products, Inc. 
NS LEIGH METAL PRODUCTS LTD., 72 York St., London, Ontario. LEIGH-TORWEL DISTRIBUTORS LTD., 549 Archibald St., St. Boniface, Manitoba 


2259 Union St., Saranac, Mich. 
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can be the star of your store... 


CHOREMASTER said, “Look... where the difference REALLY 
is!” at the National Hardware Show. Thousands of canny dealers 
and distributors did just that. Here are product and promo- 
tion features they're talking about ...using to make extra sales 
and profits... 


EXCLUSIVE PROFIT PLAN SALES-MAKING NEW FEATURES 
CHOOSE minimum quantity or- e Dial-a-Season instant cutting 
der of Mowers, Riders, Tillers or height adjustment 
Tiller/ Mowers. ¢ Improved, Snap-on Safe-T- 
GET e¢ Big Demonstrator Bonus Guard 


e 3 Ads for the Price of 1 e Bigger, Huskier Tiller Tines 

° Plus Regular 50/50 Co-op e CM Control Center ... at the 

. Trade s Finest Warranty | fingertips 

¢ Free Telephone Advertising © 5-Second Till y™M 

e Free Deluxe Dealer Manual ata ws oe) es 

e Mow-Grow Easy Pay Plan . ager oe 

¢ Free Display Stand e Easy Tilling Stabil-Stake 

e Free Display Material e¢ Unconditional 1-Year Warranty 


_ 1 
Request new full-color literature and details on dealer opportunities. 


t 


. YUBA POWER PRODUCTS, '!NC. 


628 EVANS ST., CINCINNATI 4, OHIO ©- 
A. 
JA. . A Subsidiary of 
7 ” YUBA CONSOLIDATED INDUSTRIES, INC. 
‘ao re 
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STOCK NOW FOR 
BIG SPRING 
SELLING SEASON 


When cold weather eases off in 
the Spring, rat bait sales boom. 
It's easy to get your share of 
sales. Just have Diphacin on 
display for 60 days... and 
have a good stock on hand to 
meet demand. You'll be sur- 
prised at the big-volume turn- 
over. 


; (JUST SAY “DIE-FAS-IN”) 


KILLS RATS AND MICE FASTER 











Depo; stimulates demand with these exclusive SEMINAG feature " 


CUSTOMERS LIKE THE FRESH VACUUM PACKING 


Diphacin can't go stale or rancid. It’s vacuum packed in air tight 
tins. Customers like it... and you won't have cut or broken pack- 
ages. 


CAN IS A SELF-FEEDING BAIT STATION 


Just open the can with the key. Press the side in and you 
have a self-feeding bait station. No messy handling. Con- 
venient to use. And can’t spill out of air tight tins in your 
store. 


TEST-MARKETED A FULL YEAR—Proved to be the fastest money-maker 


HIGHEST PROFITS! 


CLIP COUPON—MAIL TODAY FOR FULL DETAILS 


Niagara Chemical Division 
Retail Department 
Wyoming, Ill. 


1 Ib. Cans Pre-Priced $1.69 


4 oz. Cans Pre-Priced 89c 





12-1 Ib. Diphacin Cans 

$20.28 
13.51 

$ 6.77 


Retail for 
Your cost 
Your Frofit 





24-4 oz. Diphacin Cans. 
Packed‘12 in display carton. 
$21.36 
14.27 
$ 7.09 


Retail for 
Your cost 
Your Profit 


Gm GD GED GED GD GD GS Gs 6 62 a ea a) 


Please send me your Diphacin rodenticide catalog sheet and fv:! 
details of your merchandising plan. 
NAME 
COMPANY~_ 
STREET 
CITY 


lam a dealer [_] 











STATE. 
(check one) 


— 
! am a distributor [] 
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OW 
to make a 
roll of fence 
shout 





We do it by dipping each roll of fence into a vat of red paint. 
The fence comes out shouting “RED BRAND®”’ Everyone sees 
the top red wire; everyone knows it identifies RED BRAND. 


Any roll of fence woven with the skill of Keystone craftsmen 
has the urge to shout. It wants to tell users it’s made of the 
finest wire and Galvannealed® for longer service. 


No matter where you display or store RED BRAND, your 
customers know at a glance you sell the best. That’s because 
RED BRAND is the best advertised fence on the market. 
We’re constantly telling your customers why Keystone is the 
best: in leading farm magazines, on radio and television. The 
red top wire is their warranty. 


No wonder RED BRAND is preferred by more farmers in 
leading stock and grain raising counties than any other brand 
. ..1n some cases it’s the favorite by more than 5 to 1. 


You'll find the same strong preference for the barbed wire 
with the bright red barbs. And the steel posts with the red at 
the top... RED TOP® 


Ask yourself the question. Why sell less when you can sell 
more of the best? One trial of RED BRAND will convince you. 


KEYSTONE STEEL & WIRE COMPANY 
Peoria 7, illinois 


Red Brand Fence « Red Brand Barbed Wire « Red Top Steel Posts « Nails 
Baler Wire « Non-Climbable Fence + Keyline® Poultry Netting + Gates 





The only fence line that 
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your customer for the 


Quality, strength and selection . . . these are 
a few of the reasons that everybody who comes 
into your store is a customer for one or more 
of the items in your complete Columbian Cord- 
age line. 


COLUMBIAN STABLIZED 


















NYLON ROPE 


..on woolen reels, with larger 
sizes in coils also. Nylon is a 


COLUMBIAN PICK-ME-UP top-quality rope combining su- 


perb appearance with excep- 





SELF-SERVICE tional tensile strength, natural 

resistance to water and extra 

MERCHANDISER long life. “Stabilization” is a 

patented Columbian process 

Displays rope ready-meas- which prevents fluffing or un- 
ured, ready-cut, ready-to-go. raveling when cut. 












Fe The customer sells himself. 
‘e 4 on For 50 and 100 ft. Columbian 


Manila Rope Coils, with top COLUMBIAN H T * 

















— i KZ shelf for ski rope and other 
r — > | Columbian products in small POLYETHYLENE WATER 


coils or cartons. The Pick-Me- 
ba <e ‘S aaaeaiieaterne SKI-ROPE 


floor—yet takes less than ..in attractive individual dis- 
Se 


play boxes, packed six in a 
master carton. This _high- 
strength water ski-rope floats 
keeps itself out of the way of 
propellers and makes it easier 
to retrieve skiers from the 
water. Minimum shipment, one 


“4 sq. ft. of floor space. 











carton. 
*H.T. — High Tenacity. 







COLUMBIAN ROPE 
Tate TY iii a yams «= COLUMBIAN COLPACK 





, CARTONS 


With this Columbian mer- (25 Ib., 50 Ib., 75 Ib., 100 Ib.) 
chandiser, you sell rope by 
the foot. give the customer 
the exact length he asks for. 
The No. 57 is equipped with 
a simple, accurate measur- 














for Columbian Manila Rope in 
diameters from *," to 4". The 
rope is dispensed through a 
hole in the top of the carton, 


without removing the coil. You MANILA ROPE 
ing device and cutter. You can sell either by the carton —~. — 


make a sale as fast as you 
can cut a rope. And the un- 
used rope remains coiled. 





or by the foot. Colpack per- 
mits you to stock nine popu- a 








lar sizes of Columbian Manila 
Rope while maintaining a 
minimum inventory. 






Auburn "The Cordage City,” N. Y. 
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OF 


*% First in service 


% Foremost in combination lawn 
and garden jobs 


% Finest in the field 


Get ready for a new season with Planet Jr. 
A new season with vast new sales opportuni- 
ties. Sensational new products and great new 
promotions back up your selling in °59. 








New Planetiller’ 





New A-41 Snow Thrower 


Attachment for Super Tuffy® MODEL O 
Big winters and your customers’ de- The New Model O combines ali the 
sire to get rid of snow shoveling “4. best features of a light and easily 
establish the need for this new addi- {* P ig handled but rugged and dependable 
tion to the Planet Jr. line. Stock and nnn A tiller. Lawn and garden enthusiasts c= 
display this great new snow thrower— Ai in your market have long wanted the be, » ap 
see how it sells itself. j ‘i benefits the new Planetiller offers. > 
if Get all the facts; fill in coupon below. 
Get in on this deal now —big snows | (fxs 


coming—big sales ahead 











NEW USES FOR THE POPULAR, WELL-KNOWN PLANET JR. SUPER TUFFY 







It's a walking tractor in the garden 


+ 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


Super Tuffy is the most versa- 
tile power unit ever built. It 
iS acclaimed as the greatest 

lawn and garden work-saver. 


WANT ALL THE FACTS? FILL IN AND MAIL THIS COUPON 


Walt Adams, S.L. Allen & Co., Inc., 3417 N. 5th St., Philadelphia 40, Pa. 
Rush full details on 








Snow Thrower Planetiller Model O Super Tuffy 
It’s a riding tractor on 
Be Sure to Tell the lawn Wonderful con- Meme 
Your Customers vertibility. Instantly changes 
to a riding unit. Makes Address 
the Facts! tough jobs easy. 
City Zone State 
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HELPS GROW HORE GREEN STUFE 


eater 

TON helps you to gr 

ye Bost hose profits with = 

jooking products, attention-ge 7 e 
packaging, and smart mere 


dising aids. 


= 
“BOSTON 


VINYL GARDEN HOSE RUBBER GARDEN HOSE 


Made of 100% Pure Durable. Resists sun, 
Vinyl in two styles: 








BOSTON E 







weather and wear. 





VINVE PLASTIC 
GARDEN HOSE 





Light weight, spar- Seamless rubber tubes. 
Single and double 
braid high-strength 


reinforcement. 


kling transparent, 
and high-gloss, double- 
extruded Opaque. 





ALL BOSTON Viny! Gorden Hose for exceeds the standards 
of the Society of the Plastics Industry, Inc., and beors the 
seal issued by the U S$. Department of Commerce. 






Both lines available in complete range of sizes. Full-Row : , ‘olid bre he! 
couplings throughout. All BOSTON Garden Hose and Sprinklers are 
Msetegen TEE ly guaranteed. 















BOSTON NEW! BOSTON 
Triple-Tube Nylon Reinforced Vinyl Garden Hose 
FLEXIBLE Triple ply nylon tire cord construction. 

For | t life, test burst resistance. 
Ss P =) ' ww K ¥ Ee R or iongest ilfte, greates urst resistance 


Top quality vinyl. 
Made super- flexible to 
lie flat, hug curving terrain. Gives wide, 
gentle spray. Reversible for soaking. Nickel- 
plated brass couplings. 


BOSTON 
HOSE WASHERS 


Live, red rubber. Durable. 
Perfect fit. 







Speedy delivery from our 
warehouses to distributors on 
all orders and re-orders. 


BOSTON WOVEN HOSE & RUBBER COMPANY 
BOSTON 3, MASS. 





-jeh-yge}, 
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There’s profit in fast easy starting with 


AUSON SURE -START 












. nines 


Bette thoes 


“24 Carden. 


Specify Power Products engines 
on your 2-cycle mowers for the 
Same advanced design and qual- 
ity construction. 


~aS ee 
Savson 


yvce.e sne nes 








Wind the Sure-Start handle a few easy turns, foldup the handle and the engine roars 
into life. Here is a sales story you can turn into profit. The power mower with a Sure- 
Start is a mower with a difference. It comes out of the “they’re-all-about-the-same-so- 
how-cheap-can-I-buy-it” class. You get a better mark-up. With Sure-Start, a woman 


can Operate a mower as easily asaman...and whata sales point that can be. Best of 


all Sure-Start assures first-time starting for practically any engine in running condition. 


Sure-Start is a simple, mechanical starter which spins the engine 20% faster and 2 to 
3 times longer than a recoil starter. It is built to last the life of the engine. Tests by a 
famous university indicate life of at least five years. 


Sure-Start starters are available on mowers and other equipment powered by famous 
high quality, heavy duty Lauson engines, or may be added to existing Lauson engines. 
Sure-Start is just one of many advanced design features—such as cast iron cylinder 
liners, full pressure lubrication, ground cams and shafts, long wearing valve guide and 
seat inserts—that have made Lauson the quality leader in small engines since 1896. 


When you order power mowers, specify Lauson 4-cycle engines with Sure-Start. Most 
manufacturers can supply you. 


TECUMSEH PRODUCTS COMPANY 


Builders of 


EE USON-POWER PRODUCTS ENGINES 
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AND NO WONDER—Sauarespray 


offers no wet walks, no waste water 
simply because it is designed to 
WATER IN A PERFECT SQUARE pat- 
wna aud tet «x a. 


price is a real inducement, too... 


only $2.95 each. 


WATERFEEDER * 


A low cost fer- 

tilizer applicator 
® for use with any 
m type watering 
© device including 
3 sprinklers, soak- 
- ers, etc. Garden 
© Hose Connec- 


The list 


model 954 


\ WATERSPIKE® model 553 


\ 


2 Way Sprinkler-Irrigator. 
ideal for watering direct- 
ly to roots of shrubs, 
trees, bushes. Also 
overhead sprinkling 
in exact square 
pattern of 2°x2’ 

to 35’x 35’ 


*K the _— and still the best 
Ct A ES 


WATERFEEDER ® mode! 100 WATERFEED * 


| WATERFEEDER® model 200 


» Designed ex- 
pressly for fer- 

» tilizing through 
© underground 
y sprinkling sys- 
s tems. Uses any 
s type of soluble 
= plant food. Ad- 
= justable control 
; valve regulates 


For sprinkler systems in garden 
areas, sprays exact square pattern 
from 2°x2’ to 35x35’. 


© dissolve or mix- 


ing rate. 


Use with any 
type of water- 
ing or sprin- 
kling device. 
For water feed- 
ing any soluble 
plant food- 
liquid, granu- 
lated, cartridge 
or tableted. 


Concentrated 
high analysis 
water soluble 
cartridge 
type fertiliz- 
ers. Two For- 
mulae. 

Waterfeed 
30-10-10 for 
lawns, leafy 
shrubs, trees. 


TOLTI 
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Waterfeed 
15-40-10 for flowers, 
fruits, vegetables, etc. 


a 2 OR ORS E Oey ee O78 OF 1 EU) 4 


9th and Grayson, 


(One e Baan sh Ranken Buea?) 
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Here’s Why Hardware Dealer, John Pearce,” 


prefers GATES TRUFLEX V-BELTS 
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““| make more profit with the 
Gates Truflex V-Belt line,” 


says John Pearce, owner, Englewood Hardware Co., Englewood, Colo. 


“Gates complete merchandising program adds up to more belt sales, 
easier handling, more satisfied customers — which means a bigger over-all 
V-belt profit for me. Gates Truflex V-belts have been a profitable 
staple item the 14 years I’ve been with the store.” 


Gates Merchandising Program Can Increase Your V-Belt Profits 
The Gates Program is based on years of hardware trade 

experience. Seasonal popularity charts and up-to-date V-belt catalogs help 

you stock the most-called-for belt sizes at all times. There are 

attractive displays, banners and V-belt merchandisers that can turn waste 

space into profit centers. All in all, Gates provides a complete, 

proved plan that results in greater profit for you. 


You can easily change over to high-profit Gates Truflex 
V-belts. You won’t lose a penny on your present stock. Simply contact 
your nearby Gates Truflex Wholesaler today. 





Other Gates 


Hardware Products + The Gates Rubber Company Denver, colorado 


Garden Hose World's Largest Maker of V-Belts 
Kleen-Ezy Door Mats 





TPA-LD1 


Underground Sprinklers 
Washing Machine Hose . = X V 3 E LT 
Turned-Steel Pulleys = 
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Announcing... 

2 great new Sell-Power 
features for 2 great new 
SPRINGFIELD Riders! 





Quality built-by QUICK MFG., Inc. 
3240 East. Main St., Springfield, O. 


THE HOUSE OF POWER 


Springfield 
POWERED LAWN AND 
GARDEN EQUIPMENT 


Springfield walking power 
mowers with Quick- 
Change height adjustment. 


Springfield rotary tillers 
with Balanced Action. 
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_ TRANSMISSION! 


a 
_ WARRANTY. 








There’s a Puritan cord for every purpose! 


Quality cords to meet stiff price competition? Puritan makes them! 
Puritan manufactures the largest variety of cords of any manufacturer 
in the world. With Puritan as your one economical source of supply 
for every type of cord you save on freight ... on handling ...on space 
and time. Fewer orders, larger tonnage and more variety mean 


greater profits for you. 


u 
we | PURITAN CORDAGE MILLS, INC.* 1205 E. WASHINGTON ST. + LOUISVILLE, KY. 


ree SHIPPING POINTS: LOUISVILLE, KY ® ATHENS, GA. © HENDERSONVILLE, N. ¢ ° JEFFERSONTOWN, KY. 
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EXCLUSIVE swlyE, WHEELS 
NEW B&D SALES FEATURE 


Another first from Black & 
Decker—swivel wheels— 
makes the popular Lawn 
Trimmer ‘n’ Edger even 
easier to sell. Exclusive 
new swivel wheels support 
weight of unit, give better 
control, make faster work 
of trimming slopes and 
other awkward spots. 





COMBINATION 
Lawn Trimmer ‘n’ Edger 


Eliminates all hand trimming around trees, under 
fences, against walls, along walks. Quick adjustments 
for double job of trimming or edging. Safety deflector 
plate, shockproof foil-guard handles and instant-release 
trigger switch. Now, new swivel wheels (optional) for 
easiest, neatest trimming ever. Another selling feature: 
Extra blade packed with every unit. 


Blacks Decker. HEAVY-DUTY | Hedge ‘n’ Shrub Trimmer 


A real time saver in yard work. Power to spare 
for the thickest shrubs and hedges. Balanced 
one-hand operation, extra-long blade (13”). 
Shockproof, foil-guard handles adjustable to 
many positions. Here’s a really professional 
trimmer at a home-owner price that makes for 
easy selling. 


w {eee tery © 


.»» AND TO GET 
MORE CUSTOMER 
ATTENTION FOR 
YOUR STORE... 


Free merchandising aids HEDGE TRIMMING ATTACHMENT 


sas other wale fal ay; Fits B&D Power Driver and %" Utility Drills 
of asllehatimiinas i. for close-coupled operation. Ideal for selling to 
terial. Free radio scripts the man with occasional trimming jobs. 


and ad mats. National ads 


in Saturday Evening Post, 
American Home, Look, Me- = & C22 
chanix Illustrated to back 
Up your sales eieste. Dept. H-502, Towson 4, Md., World's Largest Maker of Electric Tools 
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GARDEN PRODUCTS 


SELL tmemsevves 


nichols 


ALUMINUM 


Flower, Folic 


TRADE MARK 


NEW eor THIS GARDEN SEASON 


F 12” wide Flower Fabric FOR GRACE- 
= FUL “New Orleans’ STYLE ORNA- 
MENTAL COLUMNS 


36” wide Flower Fabric FOR PRIVACY 
SCREENS FOR YARDS, PATIOS AND 
PORCHES 


F-3 


“en Of  tifuns o 
$" Guaranteed by = 
Good Housekeeping 


A 
2°F as Aoveatist(d rat 


F-8 
4” Width 
FOR REGULAR 
TRELLISES 


F-3 
12" Width 36” Width 
FOR COLUMNS FOR OUTDOOR 
PRIVACY 


ALL IN 8 FEET 


BEAUTIFUL ‘‘Lustre-Brite’’ FINISH 
RUSTPROOF — lasts indefinitely 
PACKED IN TRAFFIC STOPPING DISPLAY CARTONS 


COMPLETE WITH ALL HARDWARE AND INSTALLATION 
INSTRUCTIONS 


LENGTH 


PACKAGING AND ORDERING INFORMATION 





FINISH 





Lustre-Brite r 12” 
Lustre-Brite P 24” 





























Lustre- Brite ] 7 36” 





Order your stock now for early spring sales from your favorite jobber 


a 


ALUMINUM 
grass stop 


THE WORLD'S MOST COMPLETE LINE 
NOW IN 7 POPULAR SIZES 


LASTS INDEFINITELY 
SAFETY EDGE 


THE ONLY GRASS STOP GUARANTEED 
BY GOOD HOUSEKEEPING MAGAZINE 


RUSTPROOF 


4” x 24 feet 
For regular grass 


2 G- 
3” x 24 feet — For 3" x 40 feet — For 
shallow rooted grass shallow rooted grass 


G-66 
6” x 40 feet — For 
deeper rooted grass 


G- 
8” x 40 feet — For 
deeper rooted grass 
and gardenettes 


NEW THRIFT QUALITY 


G-1, 4” x 40 Feet 


4” x 40 feet 
For regular grass 


PACKAGING AND ORDERING DATA 





COILS wt. 

oan Les 
P 

CTN =n 


A REAL 
TRAFFIC BUILDER 





























oo 
ri 4 = Nn © i Ss WIRE & ALUMINUM CO., Davenport, lowa 
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Dealer's Guide to B.F.Goodrich 
garden hose for 1959 


Here is the 1959 line of B.F.Goodrich garden 
hose. Use this guide to order from your 
B.F.Goodrich distributor now. All prices 
shown are for 50-foot lengths. 
B.F.Goodrich garden hose will be fea- 
tured in the NRHA'’s big Hardware Week 
promotion this spring, and there are plenty 


"GARDENERS $4 195 KING SIZE $995 
ENER’ 


Consumer price 


oMOEN CUD S75 CARDEN CLUE $AQ5 


Consumer price Consumer price 


of local sales helps for you. Among these are 
the B.F.Goodrich lawn-care merchandising 
rack. The National Retail Hardware Assn. has 
approved and helped design this rack. Made 
of tubular steel, holds up to 200 Ibs. Holds 
hose and other items, too. Light, weighs only 
22 lbs. Low price! 


CRYSTAL 


SRISTAL, $795 


Consumer price 


pe 990 


Consumer price 


Siraen wens DOO 


Consumer price 


ome e? Saag 


’ green opaque 
Consumer price 


Ridbber 


MAXECON 


EON $4750 MANE $4995 


SIGNAL 
Ve" black 
Consumer price 


Pee AD 


B.E.Goodrich garden hose 
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Just order a minimum of $99.95 worth of Plymouth 
Rope and—presto!—the ReelRak’s in your store! 

ReelRak works like magic! Easy to get. Easy to 
load. A real robot salesman. Developed by Plymouth 
to help you sell rope. And we mean SELL. 

Another bonus: you get FREE with this initial 
order a carton of three 100-foot connected spools of 
¥¢-inch Ship Brand Manila. That’s not all. If 
your rope purchases total up to as little as $200 
within 15 months after your initial order, the 


ReelRak automatically becomes your property. 


PLYMOUTH ! 


The ReelRak is easy to set up, load and 





maintain. Rear portion (for SalesRak spools) can 
be folded into the back of the rack if spools are not 
wanted. Properly displayed, it does a store-wide 
job—yet is only 3%4 feet tall. Get yours! Place your 
order now. Get in touch with the Plymouth 


Sales Office nearest you: 


Boston: 296 State St., Phone CApital 7-1134 

New Orleans: P. O. Box 10215, Phone VErnon 5-7243 
Chicago: 323 West Polk St., Phone HArrison 7-6238 

San Francisco: 70 Sacramento St., Phone GArfield 1-4709 
New York: 366 Madison Ave., Phone YUkon 6-9230 
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PLYMOUTH CORDAGE COMPANY ¢ 


Want more facts? Circle 143, p. 145 
HARDWARE AGE, February 12, 1959 © 59 





















SELL LAWN PURPOSE... 


Whitney’s PROVEN eo 


“PURPOSE PAK” #—= 


increases profit 
per sale! 


Whitney’s “Purpose Pak” is a proven mer- 
chandising unit. It steps a homeowner up to 
the more profitable mixtures that give him 
the kind of a lawn he wants! 


The two case pak with its full color seed se- ent Re 
lector display piece set up into an attractive, 
informative floor display. Whitney’s three 
“Lawn Purpose” formulas are included in 1 
and 5 pound sizes. 


It makes buying easy for the customer... and 
selling easy and more profitable for you! 


WHITNE As 





MIRACLE GREEN Call your Whitney Distributor or write the office nearest you. 
L ony Whitney Seed Co., Inc. Rudy Patrick Seed Co. Albert Dickinson Co. 


Buffalo 5, N. Y. Kansas City 1, Mo. Chicago 90, Ill. 


Want more facts? Circle 144, p. 145 
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PARKER 75T# DIAMOND ANNIVERSARY ACHIEVEMENT 


Now! A lawn sweeper for every sweeping need! 
the most complete lawn sweeper line in the world! 


j ~~, 


é@ 





Counter-clockwise: 
Parkerette, 20 and 28° widths; 
Springfield, 28° width; 
Homemaster, gasoline-powered 
ElectroSweep, electrically 
powered; Suburbanite, 28” 
width; Pelican lawn cart. 


With the addition of the Estate Master (not shown) and Suburbanite 
... Parker now offers the world’s most complete line of lawn 


sweepers. Sell Parker—the profit line for ’59. 


ART LINKLETTER pre-sells Parker lawn sweepers to your 
customers on the combined CBS radio and television networks. 





Yas i¢ 


Fe) 
wes 


o2 









House House Popular Guncet Flower Popular Sports 
Beautiful and Garden Gardening Grower Mechanics Illustrated 
\\// 
PARKER SWEEPER COMPANY + BOX 720 + SPRINGFIELD, OHIO © 
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SQUARE 
ROTATING 
SPRINKLER 


star of the 


Green Spot 


Leading off the 59 line-up of GREEN SPOT sprink- 
lers is a new rotating sprinkler that waters a square! 
Retailing at only $2.95, this amazing GREEN SPOT 
sprinkler waters squares from 2’ x 2’ up to 35’ x 35’ 
and operates on water pressures from very low to 
high. It has anodized aluminum fins, a brass spray 
head and a tough “HIGH-IMPACT” base. It’s a 
sensational buy . . . a big-profit item 

Ask your wholesaler or Scovill salesman about this 
new square Sprinkler, about the new Push-Button 
Oscillating Sprinkler, and the rotating and impulse- 
type sprinklers. To retail from $2.95 to $9.95. See 


SCOVILL MANUFACTURING 


K 


COMPANY, WATERBURY, CONNECTICUT e 


—— 





Introducing 
a square 
rotating sprinkler! 


"29 line of big-profit 


prinklers 


also the handsome, new Pistol-Grip Nozzle, the new 
“Y’’ Connector (to retail for only 60¢), the new Shut- 
Off Valve (retail, 98¢) and the many other profitable 
sprinklers, nozzles and hose repair items in the °59 


GREEN SPOT line. Ask him now! 


The GREEN SPOT line is also available in Canada 
at slightly higher prices. 


-_ Spt ovine 


ALSO MAKERS OF ALUMINUM LAWN EDGING 
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PRICED FORVOLU ME!» 











Here are the brushes, the displays and the 
special prices you need to move more 
brushes across your counters...for more 
profitable volume. 








CAR: HOM 


WASHING BRUSH 





Wily Als TOM ATi-e 





we eo 
A 
> Guaranteed by © 
Good Housekeeping 
on > 





NO. 5657 
ALL-PLASTIC 
SCRUB BRUSH 
All plastic—lasts longer, 
selis faster. White bris- 
tles, polystyrene block. 
Packed 1 dozen in dis- 
play shipper, equally as- 
sorted red, turquoise, 
yellow. Shipping weight: 
3% Ibs. per dozen. 
Regular retail $1.00. 


Special for 
Hardware ¢ 
Week 
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No. 5712 SPINNING-SUDSING CAR & HOME WASHER 
In colorful display box! The brush of a dozen uses, 
already set-up to sell in its eye-catching display. With 
spinning head, sudser and handy shut-off valve. Packed 
half dozen to display shipper; handles included. Ship- 


ping weight: 18 Ibs. per dozen. $6.95 weers 498 


Special for Hardware Week 


No. 5637 SPINNING CAR & HOME WASHER Spinning 
head; handy shut-off valve. Comes in display shipper. 
Regular $4.49 retail. Special for Hardware Week $2.98. 
“STANDARD” CAR & HOME WASHER Handy shut-off 
valve. Comes in display shipper. Regular $2.39 retail. 

Special for Hardware Week $1.98. 


NO. 5664S 

VEGETABLE & 

HAND BRUSH 
TWO-FOR-ONE SALE! 
Double value, double 
volume, double profits. 
Lightweight, all poly- 
ethylene vegetable and 
hand brushes. Packed 3 
dozen. sets of 2 brushes 
banded together. Ship- 
ping weight: 4% Ibs. per 
dozen. 


Regularly 29¢ each. 


227" 


Hardware 
Week 





\ 
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EMPIRE BRUSHES, INC., PORT CHESTER, NEW YORK ALL YOUR BRUSHES FROM ONE DEPENDABLE SOURCE 
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WHAT’S BEST FOR YOUR CUSTOMERS—IS BEST FOR YOU 


SELL PENN 


From the blades up—the finest of 
precision grass-cutting machines! 





NEW LIGHT-WEIGHT, LOW-COST REEL! " NEW LOW ROTARY PRICE! 






4 RECOMMENDED 
RECOMMENDED a ; RETAIL PRICE 
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Model 28218—18” Cut 


EXETER 175 Pennsylvania quality features. 


1.75 HP Briggs & Stratton motor 


Model 66218B—18” Rotary 


AVALON Typical Pennsylvania quality, 


2.00 HP Briggs & Stratton motor 


*Prices slightly higher in the Far West. 














SYLVANIA ! 


Your reputation depends on the quality of the in lawn mowers. Add to this reputation the sup- 
products you sell. The sure way to keep it is with port of a nationwide network of service stations 
trouble-free, top quality merchandise—not with —a Pennsylvania “extra” that price goods can’t 
flimsy, low-quality price goods. Since 1877, offer. You’ll see why it will pay you to put Penn- 
Pennsylvania has been the most respected name sylvania to work for you in 1959. 


ONLY PENNSYLVANIA GIVES YOU THESE FIVE GREAT MOWERS, TOO! 
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REELRIDER 


Model 42221D 
21” Riding Mower 


DELUXE 


Model 40221C (5 blade) 
Model 407221C (7 blade low cut) 


LAWNDALE 


Model 69221A 
21” Riding Rotary Mower 
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NATIONALLY-ADVERTISED 
PENNSYLVANIA 
—THE MOST RESPECTED 
NAME IN LAWN MOWERS 
—SINCE 1877! 


PENNSYLVANIA LAWN MOWER DIVISION 
AMERICAN CHAIN & CABLE CO., INC. 
BRIDGEPORT, CONN. - Plant: EXETER, PA. 
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GREAT AMERICAN 


15”, 17” or 19” size 


TRIMMER AND EDGER 
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A big bargain in a Special 8” anvil type pruning 
shear with the quality of the other well known 
Seymour Smith pruners. Replaceable cutlery steel 
blade assures easy cutting. Unbreakable pressed 
steel handles finished in baked enamel. 

Price only $1.69 list. 


Packed: 12 to display carton, already 
set up for the dealer (as illustrated). 
Counter space required only 4” x 4”. 





YOUR PROFIT - 333% 


These shears are designed for Special Spring 
Promotion Sales or for Hardware Week. They 
are priced so that you receive your full 33'4% 
discount. They are offered for a limited time 
only and will be discontinued after the spring 
selling season. 


GRASS “’ 
SHEARS 
No. 07 


PRICE 








A Special promotional grass shear made with hard- 
ened steel blades and unbreakable pressed steel 
handles finished in baked enamel. Extremely easy 
action. Efficient, serviceable shear at a sale price. 
Price only 99c list. 


Packed: 12 shears to display carton, 
already set up for the dealer (as illus- 


trated). Counter space required only 
7 a7. 





Quality Tools 


PRICE 


No. 09 
ST 69 list | 










SrYMOUR SMITH TRAFFIC BUILDERS 
for Soring Framotions 


’ PRUNING 4 
SHEARS ~* 





PRUNING 
SHEARS 


EASY CUTING 
ANVIL TYPE 








Since 1850 








SEYMOUR SMITH & SON, INC. - Main St. 
Sales Reps: John H. Graham & Co. Inc., 105 Duane St 
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, Oakville, Conn. 


. New York 8, N, Y, 
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REYNOLDS ALUMINUM 
LAWNSCAPE TRIM 






Rotied 
£ . 
fer Safety 


















Lawnscape Trim is a big item—with a big markup! 
Reynolds line of seven different sizes now makes it possible 
for you to fill any customer’s need. Smaller sizes in con- 
venient ‘“‘take-home” rolls promote “take-with” sales, sug- 
gest related garden items. Longer rolls can be cut with 
scissors to any desired lengths for a variety of installations. 
Reynolds Aluminum Lawnscape Trim is strong, rustfree, 
lasts indefinitely. Rolled edges make it more desirable for Watch Reynolds new TV shows 
easy installation and complete safety. Order today through “Walt Disney Presents” 
your distributor, or write Reynolds Metals Company, and “‘All Star Golf’ 
Richmond 18, Virginia. every week on ABC-TV. 
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REYNOLDS = ALUMINUM 
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Both styles available 
in full range of sizes 


Gleaming, jewel-like high gloss finishes 
catch the eye. Lightweight, easy-to- 
handle. All Biltrite Vinyl Garden Hose 
are so durable they are unconditionally 
guaranteed. Far exceed standards of 
the Society of the Plastics Industry, 
Inc. and bear this seal issued by the 
U.S. Dept. of Commerce. All couplings 
full-flow solid brass. Bright, 
multi-colored packaging makes selling 
easier, too. 











For your many customers who demand 





the special qualities of rubber . . 


BILTRITE RUBBER HOSE 


Extremely durable live rubber, re- 
inforced with high tensile cord. 
Full range of sizes and colors. 








New! BILTRITE 
Nylon Reinforced Vinyl Garden Hose 


e Nylon tire cord reinforced 3 ply construction. 


e Superior burst resistance and greater dura- 
bility. 


% 7 vv rn 
LVERICAN BILTRI 
A a a A A | 





BILTRITE TRIPLE-TUBE 
FLEXIBLE SPRINKLERS 
Finest quality vinyl; gives wide, 
gentle spray, always lies flat, re- 
versible for soaking. Nickel-plated 
solid brass fittings. 


TE RUBBER COMPANY 





CHELSEA 50, MASS. 
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prestige builder 


“Cadillac” of the power mower field! 


“Stand - N - Start’’ Natra- 
Grip handles are offered 


on most models. Enables 
you tO operate mower 
from start to finish while 
standing comfortably. 


The E-Z-Duzit instant 
cutting height adjustment 
offers minimum operating 


effort. Optional equip- 
ment on some models. 


Dixie’s patented safety 
blade adapter acts as a 
slip clutch and prevents 
the blade from coming 
off regardless of what it 
may hit. 





— 


to BOOM Lawn Mower Sales! 


20 MODELS — ROTARIES, REELS, SELF-PROPELLED, 
18 TO 24 INCH CUTS — TO SELL AS LOW AS $49.95 WITH FULL MARK-UP 


DIXIE Here is the finest power mower 
money can buy. High horse- 
power engines, mounted on dur- 
able cast aluminum bases, give Dixie plenty of zip 
and go. Offer your customers Dixie and you are offer- 
ing them prestige . . . you are offering them the 












— $outhland Mowers 
gives youZgreat lines for’59 
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GARDEN PRIDE Garden Pride Mowers — 
surefire sales getters — 
look and operate like 
much more expensive mowers. All Garden Prides are 
sturdily designed to match quality with the best. Yet, all 
are priced to please even the most thrifty customer. Gar- 
den Pride will quickly become your quality price leader. 


quality—economy 


Dealers throughout the country are now learning 
what Southerners have long known: There's no 
greater line of mowers anywhere than 


Southland’s DIXIE and GARDEN PRIDE! 


Southland’s DIXIE line is your prestige builder, 
while GARDEN PRIDE offers your customers 
true quality at economical prices. 


CLIP THIS COUPON NOW FOR GREATER PROFITS! 


.-.---'-"—_— SS a eee 


| SOUTHLAND MOWER COMPANY, SELMA, ALA. | 


| » Gentlemen: 





. Please send me complete material including price list on DIXIE | 
: and GARDEN PRIDE Mowers. i 
: eee orientate caraaaratiiaatitalcasiasiaicasiniliiiimimieis | 
a a —— | 
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e It’s free, in full-color, 
and covers insects, diseases 
and weeds 


e Sells your full line of 
garden chemicals 


e Sells more products 
to each customer 


e Lengthens your season, 
keeps your customers 
coming back 


e Recommended by experts 











Why the new, 12-page Du Pont 


Garden Clinic Guide is a powerful 
Sales builder for you in ’59 


The Du Pont Garden Clinic Guide was an outstand- 
ing promotional success last year... helped make 
more sales wherever it was used... 
even bigger and better for 1959! 
This year’s ‘‘Guide’’ has 12 pages in full-color 
packed with easy-to-read information on the correct 
way to control garden insects, weeds and diseases. It 
will be read by over a million influential gardening 
customers in ‘‘Flower Grower’’—and free copies will 


and now it is 


be available to you for distribution to your customers. 
The 1959 ‘‘Guide”’ is more complete than ever be- 





fore... with the addition of five new products with 
great sales appeal to the Garden Chemicals Line: 


Du Pont “‘Manzate”’ maneb fungicide . . . Du Pont 
Combination Garden Spray . .. Du Pont Crabgrass 


Killer... Du Pont Chickweed Killer. ..and Du Pont 
Garden Flip-Duster. 

Take advantage of the sales-building help of the 
new Garden Clinic Guide; stock the complete line 
that carries the Du Pont trademark—a trademark 
that means outstanding value to your customers 
and more profits to you! 


@UPIND GaRDEN CHEMICALS 


REG. U.S. PaT. OFF. 


BETTER THINGS FOR BETTER LIVING... 


- THROUGH CHEMISTRY 
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A “must” for power mower 
| owners and a 
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item for you... 


GumouT PMO is a special solvent 


that quickly removes gum and var- WELD Carbureror 





nish deposits from power mower and tWel system 
* s fuel system gum> 

carburetors, Added to gas, GUMOUT. A coed we 
PMO makes mowers easy to start | 
and helps them deliver full power in Advertised in Reader’s Digest, 

' ae | Saturday Evening Post, Pop- 
heavy going. It is recommended by ular Mechanics, Outdoor Life 
manufacturers of power mowers. and other national magazines. 


You will find that Gumout PMO is 
a fast moving, high-profit item in 
your garden section. THERE IS NOTH- 
ING LIKE GumMouT PMO. 


Handy self-service display carton 
helps boost sales of Gumout PMO. 
Be sure to give it counter-space in 
your garden section. It will pay off 


for you. 


Wen, 


Order GuMout from your hardware distributor 
or write 


GUMOUT DIVISION 


PENNSYLVANIA REFINING CO. 
2680 Lisbon Road, Cleveland 4, Ohio 
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00 tee this one! 


It’s a Sherman Sprinkler*, of course! 






The eye-appealing design stops traffic, . 
the superb workmanship sells, and the 
outstanding performance satisfies. 


Youd do batten wth FUGA RPUAPI-OS years beat | 


write for 1959 catalog HS9 


"Model 2-S-1 shown 
retails at $13.95; 
Model M-1 $10.95; 
Model J-1 $8.95 


the NEW Lox) 
WAVE SPRINKLERS (Sent 






“4-PAC” 


H. B. SHERMAN MANUFACTURING COMPANY 


Battle Creek, Michigan 
Want more facts? Circle 155, p. 145 
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{ AND NOW 

OFFERS YOU AN 
OUTSTANDING 
OPPORTUNITY 


FOR THE 
; DIRECT-DEALER FRANCHISE 


WITH A FUTURE! 
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THE 
MERCHANDISING 
POWER OF 
OUTBOARD MARINE 
CORPORATION <3 
IS NOW 


FOCUSED ON 
MIDLAND 
GARDEN 
EQUIPMENT 


(its newest subsidiary) 


Sell this new companion to world-famous 
JOHNSON, EVINRUDE and 
BUCCANEER Outboard Motors, 
LAWN-BOY Power Mowers, CUSHMAN 
Commercial and Industrial Vehicles 

and PIONEER Chain Saws! 





OUTBOARD MARINE CORPORATION 
IS IN THE GARDEN EQUIPMENT 
FIELD TO BE ITS LEADER 


Garden tractors and power mowers fit logically 
and naturally into Outboard Marine’s group of 
time-tested, quality-proven products. Our ex- 
perience and leadership in engineering and man- 
ufacturing, merchandising and advertising fa- 
mous products eminently qualifies us to attain 
our goal: gaining and keeping the lead in Amer- 
ica’s garden-equipment field. 


YOU WILL SELL AN OUTSTANDING, 
RESPECTED PRODUCT 

Not an untried newcomer, but a sound, quality- 
engineered line built by a respected firm with 
over 48 years’ experience in garden equipment. 
You can meet each member of this outstanding 
line on Page 4 of this insert. 


YOU GET THE BACKING OF A 
VIGOROUS CORPORATION 


Dynamic Outboard Marine offers the Midland 
line — and you — the vast capital resources of 
a world leader in power equipment. You’ll profit 
from exciting product design and engineering ad- 
vances . . . top manufacturing capabilities .. . 
and excellent quality control of our product. 


YOU WILL ENJOY PROMPT PARTS- 
REPAIR SERVICE 

Outboard Marine offers you a nation-wide parts 
and repair service network. The entire parts- 
service organization of Outboard Marine will 
back every Midland product you sell. 


AGGRESSIVE MERCHANDISING 

WILL HELP YOU SELL 

Vigorous promotion and merchandising have 
characterized the operations of Johnson . . . Evin- 
rude ... Buccaneer... Lawn-Boy . . . Cushman 
... and Pioneer. You, too, will be supported by 
powerful promotion . . . top merchandising aids 
and co-op advertising allowances . . . plus the 
added advantage of all Outboard Marine adver- 
tising, tieing-in Midland with the other famous 
OMC products. 


YOU PROFIT WITH A PROTECTED 
TERRITORY 


We're selling direct-to-dealer with protected 
franchises. You can compete favorably in your 
own selling area, and enjoy all the many advan- 
tages this efficient distribution system provides. 


YOU GET A WARRANTY WITH TEETH 


Midland Garden Equipment will be sold on a full 
90-day warranty beginning on the first day of 
use. You benefit from a warranty that means 
something because it’s backed by one of Amer- 
ica’s large corporations. 


OUTBOARD MARINE IS NO STRANGER 
TO SUCCESS 


As you know, we lead the world in outboard 
motors and power mowers... and we are rapid- 
ly approaching leadership among chain saw man- 
ufacturers. The same engineering skill and mar- 
keting know-how that built these notable sales 
successes is now directed to Midland equipment. 


THIS IS YOUR OUTSTANDING OPPORTUNITY TO GET IN 
ON THE GROUND FLOOR...AND GROW WITH MIDLAND 


Midiand Products will be designed, 
engineered, and merchandised in the 
same imaginative, aggressive, and 
successful manner that other Outboard 
Marine Products have enjoyed. We 
have a formula for success...and we 
will use it to promote Midland to the top. 


ACT NOW 
MAIL THIS 
COUPON ! 








BIG-TRACTOR STAMINA FOR BIG-MARGIN 
PROFIT MIDLAND 7 HP RIDER 


Wait till your customers see 
this! Here’s big-tractor power 
at budget price . . . stamina 
that obeys a gentle touch . . 
‘“auto-steering’”’ ease ...smooth, 
effortless shifting . . . and a 
host of dependable, efficient 
attachments that save cus- 
tomers time and energy 952 
weeks a year. 


WK 
AWW 


@ Starts Automatically -12-volt electric starter-generator and headlights 
available at slight extra cost e Implements Raise Effortlessly @ Stops Fast for 
Safety— and locks for parking on steep slopes e Full-Geared Differential — 
on-a-dime turns without turf-scuffing 


THE MIDLAND 
—— oo 


SELF-PROPELLED POWER 
PLANT MIDLAND 4 HP 
Super Rotary Tiller-Mower 


Your customers will appreciate 

superlative tilling . . . perfect 

balance for handling ease 

slicing, non-winding tines coat qual- 

ity heat-treated steel . peak 

performance 1n all types of soil. 

But that’s not all! This unit 

mows lawns, too! Using a 26” 

Rotary Mower attachment, your 

customer can groom his grass 

to velvety smoothness — and do 

it in a hurry! 

e@ Forward, Neutral, Reverse Gears at Your Fingertips e Semi-Pneumatic Tires 
Tread Lightly On Fine Lawns @ Full-Geared Transmission for Nen-Slip Turns 


RUGGED RELIABILITY AT LOWEST 
COST MIDLAND 16’ Rotary Tiller 


Just right for the customer who wants responsive 
power and high performance in a low-cost pack- 
age. Soil-tested for top performance in all areas 
of the country. Slicing, non-winding tines, care- 
fully crafted of qual- 
ity heat-treated steel 

. rotate at just the 
right speed to knead 
the soil, not pulver- 
ize it. 
@ Tillage Depths to 6” @ Recoil Starter 
@ Fingertip Controls @ Disengaging Clutch 
e@ ‘‘Hush, Hush’’ Muffler 
e@ Enclosed Transmission e Rugged 2% hp. Engine 


HUSKY HORSEPOWER FOR HEAVY 
CHORES MIDLAND 7 HP 
Self-Propelied Tiller-Tractor 


Talk about competitive sell- 
ing advantages! Here’s a 
brawny tiller-tractor that 
can lick even toughest jobs 
or become docile as a kit- 
ten with just a touch of 
your finger. It’s a rugged 
performer that can till, 
plow snow, mow lawns, or 
perform any of a dozen 
other chores. 


@ Convenient Hand Controls e Full-Geared Differential 


@ Lever-Selected Gearshift 


SURE PERFORMERS WITH SALES 
POWER MIDLAND ROTARY 
MOWERS 

Your customers enjoy smooth, 
even cuts and “in-close” trim- 
ming... plus features like these: 
adjustable wheels to vary cutting 
heights; adjustable handles for 
tall or short operators, easier 
storage; rugged, yet light- weight 
construction. 


@ 2% hp. 21” Model MPB1 
@ 2 hp. 21” Model 19MH 
@ 2 hp. 18” Model 89MH 


THE MIDLAND COMPANY aeussicisenyv of QUTBOARD MARINE 
MAKERS OF JOHNSON, EVINRUDE AND BUCCANEER OUTBOARD MOTORS, LAWN-BOY POWER MOWERS, CUSHMAN COMMERCIAL AND INDUSTRIAL VEHICLES, AND PIONEER CHAIN SAWS 


THE MIDLAND COMPANY 
1200 S. Rawson Ave., Dept. 259 
South Milwaukee, Wisconsin 


Gentlemen: The outstanding opportunity you offer on 
direct-dealer Midland franchises sounds good to me. Please 
send me more information. 


NAME 
COMPANY 
ADDRESS 


aa 





NOW 
ITS UP 10 YOU! 


You know what we offer. You know we intend to 
make Midland Garden Equipment the leader in the 
field. NOW send us this handy coupon for more 
information on how you can avail yourself of this 
outstanding profit opportunity. 


Printed in U.S.A. 
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LAWN AND GARDEN MERCHANDISING GUIDE 


For MORE TRAFFIC 
For MORE SALES 


MASS 
MERCHANDISING 


OF OUTDOOR LINES 
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Have you overlooked the secret of success of your chain 
competition? Much of this success is based on mass 


merchandising. This Guide shows you have to use. . . 


Mass Merchandising .. . 


For more lawn, garden profits 


by James M. Dixon, associate editor 


How long has it been since you visited one of your big chain 
competitors for fresh ideas on merchandising? 

Whether you drop in on Sears, Wards, or any other large chain 
operation, there’s one thing you can’t help noticing: They always 
seem to have plenty of stock and plenty of selection. 

Here lies the secret of luring traffic. Briefly, it is called mass 
merchandising. 

How does this mass merchandising apply to lawn and garden 
lines? 

Mass merchandising entices customers with visions of great quan- 
tity and selection. Mass merchandising means shelves filled to over- 
flowing. Yet it does not mean a staggering inventory. How can 
this be? 

Behind the scenes, mass merchandising means a studied choice 
of limited stocks, faster stock handling, less stock in back rooms, 
and more stock on front displays. 

And mass merchandising must begin in advance of the season. 
Your chain competitor won’t be caught short of lawn and garden 
goods when the season starts shortly (some are ready right now!) 
They know you can’t mass merchandise from an empty wagon, and 
they know the tremendous importance of being ready early. 

How about you? Are you filling your wagon with the basic items 
that account for the bulk of lawn and garden sales? Are you pes- 
tering your wholesaler for early deliveries? Or are you waiting 
for the first balmy days to stock up? 

Your work is cut out for you this season, more than ever. 

More than half of some 7000 highway garden centers now stock 
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from fewer items 


and promote lawn and garden hardware. 

More drug, gasoline, and grocery chains will 
sell power mowers and other major equipment 
this year than ever before. Often these outlets 
use important lawn and garden items as leader 
prices to build traffic, hoping to regain profit 
on their regular lines. Such competition is 
swelling at every turn. 

This Lawn and Garden Merchandising Guide 
is devoted to the subject of mass merchandis- 
ing. It asks: What makes mass merchandising 
tick? It explores the mechanics of mass mer- 
chandising, and finds ways to more lawn and 
garden profits. 

There is a wonderful lawn and garden mar- 
ket this year, for many reasons. 

Population has reached 176 million. 

A million more workers will have jobs this 
spring, over last year. 

There will be 1.5 million marriages and new 
households begun. 

The whole economy is on a firm rebound from 
the 1957-58 recession. 

How effective will mass merchandising be in 
getting you a bigger share of this healthy 
market? 

There are endless examples of mass mer- 
chandising’s effectiveness, but take a simple 


item such as charcoal. Mass merchandising is 
credited with booming sales of bagged char- 
coal into a $20 million-a-year retail business. 
Most of it is sold in stores like yours. Most 
stores carry only one brand. The stores that 
have really profited are the ones that kept the 
front counters jammed. 

In chain store catalogs and showrooms you 
see the “good, better, best” type of slogan that 
identifies a range of quality for every type 
of customer. 


Why carry more than you need? 


While no one would suggest that you trim 
all assortments down to three or four of an 
item, it’s obvious that if your multi-billion 
dollar competition can get along with four or 
five types of most items, you don’t need to 
stock 10 models. 

Your average lawn and garden customer 
need not be confronted with 10 varieties of 
each staple item to make a decision to buy. 
He’ll waste time. You’ll waste time, and you 
will have to carry a burdensome inventory that 
will play havoe with turnover and profit. 

Of course, the theory behind mass merchan- 
dising covers much more than narrowed as- 
sortments, however wise the selection. 

Customers must never be reminded that you 
have trimmed the choice in lawn and garden 
lines. Customers like to think that they are 
getting the widest possible selections. Within 
reason, they are entitled to this courtesy. 

Here is where good display and control of 
stock, advertising, and salesmanship take on 
great importance. These are the subjects in 
this Guide. 

In addition, this Guide examines credit sell- 
ing, market potential, and product knowledge 
for a fully rounded picture. These are the sub- 
jects you should study for a more profitable 
lawn and garden selling season in the seven 
months ahead. 


Spring fever's almost here 


The lawn and garden market now beginning 
will prove to you that the recession is over 
While no real boom year is evident, 1959 will 
undoubtedly be a year of vigorous prosperity 
to counterbalance last year’s dip. Lawn and 
garden sales should set the pace for all other 
departments in 1959. 

Some 41 million gardeners have already been 
out into their yards to pace off new hedges and 
floral beds. Millions of other folks are starting 
to think about a new barbecue, sawbuck set, 
or where to put a patio. 

In less than another month, we'll all have 
spring fever. 

Will you be ready for a sudden rush of lawn 
and garden customers soon, or will you let com- 
petition set the pace and skim off the cream? 
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How to use mass merchandising 


Stock fast moving numbers in quantity, keep the merchandise out 


on the sale floor, don’t tolerate holes in your displays and 


mass merchandising will produce traffic, sales, and profits 


When a prosperous Mid-Western dealer was 
asked his opinion of mass merchandising, he 
said: 

“Early last year I visited a chain store that 
specializes in outdoor lines, and I learned some- 
thing I’ll never forget. 

“At first glance over this store’s displays, I 
swallowed and thought, ‘my gosh, what an in- 
ventory.’ There was a solid wa'l, maybe 40 feet 
long, banked with long handled tools, garden 
hose, sprinklers, and the like. There were many 
gondolas, jam-packed with stock. Looked like 
a $10,000 inventory, and the place was thick 
with active customers,” the dealer said. 

He continued, “But then I started taking a 
closer look and asking questions. Here’s what 
I learned. 

“There was a fairly heavy inventory, all 
right, but it was nearly all on the sales floor. 
Only bulky or unsightly items were in back 
stock. 

“What looked like about a dozen varieties 
each of long handled steel tools turned out to 
be four or five kinds at most, set up in double 
rows of about six each on hangers. 

“In brief,” the dealer concluded, “this big 
chain competitor had little more capital tied up 
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in stock than I did, but through limiting as- 
sortments, and keeping front displays packed 
and sometimes duplicated, he made my show- 
room look second rate.” 

Moral? 

There are many ways to fill a wagon. 

The chain competitor has learned how to put 
mass merchandising to work making a profit. 

A visit to your nearest food supermarket, 
whose space is 90 percent display and 10 per- 
cent stock and offices, will prove the point. 
Stockrooms are becoming obsolete. 

Mass merchandising is vital to a fast turn- 
over business for several reasons: 


@ Customers want to serve themselves quickly 
but they resent choosing from a narrowed selec- 
tion of stock. Mass merchandising disguises 
thinned assortments. 


@ In mass merchandising the bulk of stock is 
brought to the sales floor. It never ages in 
stockrooms. It is handled only once in the store. 


@ Mass merchandising is an invitation to cus- 
tomers to help themselves. It leads to more 
impulse sales and more tie-in sales. 








This is mass merchandising . . . outdoor style 


@ Mass merchandising means visual stock con- 
trol, and most stocks in one location for one- 
shot checking. 


@ Mass merchandising shows up slow moving 
merchandise quickly. 


The concept of mass merchandising is based 
upon four general rules. The rules must be 
followed until they become habit. 

These are the rules: 


(1) Limit your staple selections. 


Find out which four or five models of each of 
the large selection of items you stock are bring- 
ing the bulk of sales. Usually some 80 percent 
of volume comes from far less than half the 
items in stock. 


(2) Modernize displays or buy new fixtures. 


If you’re going to follow the rules of mass 
merchandising, and keep most of your stock on 
the sales floor, you’ll need modern displays. 
Open, deep displays hold more. Closed bins, 
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Levreault Hardware, South Hadley Falls, Mass. 


cabinets and drawers are largely space wasters. 
Customers won’t buy what they can’t see and 
handle. 


(3) Watch low stocks and reorders. 


The chains feature master check-off lists for 
reorders. In effect, your want book fills the 
same need. Besides daily want book entries, 
regular visual or written checks must be main- 
tained and orders must be written in reasonable 
quantities for fast processing. 

If you reduce the number of items from 10 
to four or five, it becomes critical to run out of 
any of them. 


(4) Entorce housekeeping and price marking. 


Mass merchandising cannot work if displays 
are dirty or half empty, or missing price tickets. 
Traffic is discouraged. Clerks are needed to 
complete every sale. 

The minute your shelves show gaps, or dis- 
plays appear dirty, customers begin to notice 
that you’re carrying limited assortments. The 
spell cast by mass merchandising is broken. 
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11% sales gain: your 1959 goal 


The lawn care, outdoor living market is roaring right into the 


booming 1960s. Now is the time to promote yourself into a share of 


this market. Here is a breakdown on how to set up your inventory 


Few markets have the immediate growth as- 
surance of lawn and garden lines. 

If you stock the right staple lines and pro- 
mote competitively this spring you will sell 
more lawn and garden merchandise than ever 
before. Aim for an 11 percent sales gain. This 
is a fact, rooted in these vital statistics: 


@® Our population has passed 176 million, up 
3 million over last year. 

@® There were 1,400,000 marriages last year, 
adding new households to the national scene. 
There will be 52 million households by the end 
of this year. 

@ Family income rose by 4 percent last year, 
bringing average family income to more than 
$5000 a year. With an active economy and in- 
flation, the figure will climb again in 1959. 

@® The total lawn and garden market has 
zoomed into the $3 billion-plus range, and is 
due to climb. The reason? About 41 million 
active gardeners pursuing the leading hobby 
in this country. 

@ Well over a million new homes went up in 
1958. And the figure will top 1.2 million this 
vear. The majority of them will have lawns 
each requiring several hundreds of dollars in 
initial lawn care. 
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@ All of the big business barometers: steel, 
now at 2 million tons a week; new car sales, 
may climb by 1-114 million cars this year; retail 
sales, up 5-10 percent in the last quarter of 
1958 point to confident buying this spring. 

@ Even in an off year, gardeners seldom neg- 
lect their lawns and plantings. 


By sheer weight of numbers of people and 
favorable business factors, your lawn and gar- 
den section ought to be busier than ever before. 

But will it? 

Will you have enough of the right staple lines 
in stock? 

Will they be priced and promoted competi- 
tively? 

The right lines in proportion to sales, based 
on national sales by product classification, are: 
tools, hose, and hardware accessories; mowers; 
seeds, fertilizers, and nursery stock; barbecues 
and outdoor furniture; and charcoal, insecti- 
cides, and fungicides. 

If you had $5000 to invest in stock here is 
the way your order would break down: 

@ $2000 for tools, hose, and hardware acces- 
sories. 

@ $1000 for mowers (with at least $900 in 
power mowers). 





This is mass merchandising .. . 


@ $1000 for seeds, fertilizers, and nursery 
stock.* 

@ $350 for barbecues. 

@ $350 for outdoor furniture and patio sup- 
plies. 

@ $300 for charcoal, and insecticides and fun- 
gicides. 


Of course, as the lawn and garden market 
expands, so does competition for it. 

For example, there were less than 1000 gar- 
den centers as recently as 1956. Today, some 
7000 stores have garden center signs above 
their doors. 

Most of these stores once sold only seeds and 
nursery stocks. They were no real threat to 
dealers like you. Today, the breakdown for 
garden center stores reads like this: 

@ 59 percent sell power equipment. 

72 percent sell patio and barbecue needs. 
41 percent sell outdoor furniture. 

47 percent sell housewares. 

38 percent sell hardware. 


*On a national scale, these are the broad averages, but much of 
the total volume recorded in nursery stocks goes to garden center 
stores. If you don't feature nursery items, this money would 
be spread over tools, mowers, and other lines. 





Hechinger Hardware & Lumber, Rockville, Md. 


Next year, the figures will be higher and 
there will be more garden center stores. 

In addition to highway stores, your competi- 
tion this year will be the chains and assorted 
promoters such as drug stores and gas sta- 
tions. Power mowers will again be their chief 
commodity. 

No one can tell you how to promote in the 
face of cut-price competition. It is a highly 
individual problem. 

Many dealers have learned to sell their 
stores’ services and product knowledge as an 
equalizer for bargain prices. 

Other dealers feature leader prices on a few 
items in each major line to build traffic. They 
hope to use product knowledge and salesman- 
ship to upgrade the customer. If you’re good at 
this, some short-profit leaders are good traffic 
makers. 

But 100 times zero is still zero. You've got to 
clear a healthy profit on a majority of sales to 
counterbalance profitless traffic items. You 
must become a specialist in upgrading and 
tie-in selling. Otherwise, you will wind up 
selling bargain goods and little else. 

As a rule, even in a fast growing market, 
hardware dealers cannot hope to compete 
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This is mass merchandising, outdoors... 


Frank's Hardware, 


11% sales gain: your 1959 goal going into the roaring 1960s market 


against rock bottom prices. The emphasis has 
to be placed elsewhere. 

Girding now for a growing lawn and garden 
market takes on added importance with each 
passing day. The booming 1960’s are just 
around the corner. 

The bumper crop of war babies is reaching 
marrying age. The 1960’s should see more new 
households formed each year than ever before. 
More than a million new households a year is 
estimated for the early 60’s. 

New households mean new homes and new 
gardens, and a wide array of lawn and garden 
merchandise. Economists predict that our pres- 
ent rate of a million-plus new homes a year 
will leap to 1.7 million annually in the booming 
60’s. 

Competition will be just as keen in the 60’s 
as it is now. And the young folks who’ll be 
newly married in a few years are forming buy- 
ing habits and opinions right now. Now is the 
time to key promotions to this segment of the 
market. It will pay big dividends later. 
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(Continued ) 


How about you? 

What market are you aiming for in ads and 
promotions? 

Do you want to learn more about your ever- 
changing trade? 

Get into your car some morning, and invest 
a few hours in driving around your trading 
area. It may prove a revelation. 

Get the feel of your market. 

See the kinds of homes and lawns your cus- 
tomers maintain. 

Check on outlying competition for fresh 
slants on merchandising. 

Keep your mailing lists up to date by joining 
a group such as the Welcome Wagon. Ask cus- 
tomers for their opinions about your store and 
your lawn and garden selections. Find out why 
some customers walk out without buying. Spend 
more time on the sales floor. 

Above all, don’t sit and wait for new lawn 
and garden business. It’s there, surely, but it 
has to be wooed and won. You’ll never get it by 
accident. 





Laurel, 
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You sell more with revolving credit 


Here is how you can take the same time and expenses used on 30-day 


charge accounts, put them into revolving credit accounts and boost 


profits with a service charge, bring in more traffic, upgrade sales 


Are you losing money on 30-day charge ac- 
counts? 

Thousands of dealers are. 

About four dealers out of every 10 have 
credit for lawn and garden customers. 

Some offer 30-60-90 day accounts or straight 
time payments. Others are using the newest, 
most profitable system: revolving credit. Still 
others, likely a majority, are using time-hon- 
ored 30-day charge accounts for the conveni- 
ence of their trade. 

Most 30-day accounts are costly, for a num- 
ber of reasons: 

@® A heavy rate of delinquency, involving re- 
minders and extra bookkeeping. 

® No profit on the regular service or on over- 
due balances. 

@® Costly clerical help and mail expense. 

Dealers who feature 30-day charge accounts 
have come to expect a certain percentage of 


late and partial payments. They would rather 


grin and bear it rather than anger their slow- 
pay customers with follow-ups and collection 
letters. 

These are the dealers who can most quickly, 
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simply, and economically convert to revolving 
credit in time for spring selling. 

If you depend on 30-day accounts for spring 
lawn and garden business, consider the big ex- 
tra profit that a change to revolving credit can 
bring you, and at virtually no added expense in 
starting or maintaining the system: 

@® From % to 1% percent per month extra in 
profitable service charges on all unpaid bal- 
ances. 

@ More sales, and higher unit sales. Revolving 
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This is mass merchandising .. . 


credit loosens customer resistance to higher 
prices and bigger sales checks. 

@® More credit customers. There are many cus- 
tomers who don’t want 30-day accounts, but 
would welcome revolving credit time pay budget 
help. 

Look at revolving credit in a cold, practical 
light. 

If you have 30-day accounts you have a full 
or part-time clerk keeping books and mailing 
statements. She represents some $2000 or more 
a year in expense. You can switch to revolving 
credit with the same girl, time, and equipment 
and expense, and start making a profit on each 
account. 

All expenses: mailing, check writing, sup- 
plies, and general maintenance, remain about 
the same. Clerks who write up credit accounts 
do the same amount of work as with 30-day 
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Hechinger Hardware & Lumber, Rockville, Md. 


Your only additional responsibility 
with revolving credit lies in capital invested 
for a generally longer period of time. 

What does it take to get started? 

You need a few ground rules that the staff 
must understand thoroughly: service charge 
per month, how much ceiling to put on each 
balance, how many months to complete pay- 
ment. 

Most dealers charge at least 4% percent per 
month in service charges. Many dealers get 
1 percent per month on unpaid balances. Deal- 
ers are finding there’s little resistance to 1% 
percent per month. A majority of customers 
never bother to figure out the service charge. 

As for what ceiling to put on purchases, 
most dealers ask customers how much they can 
comfortably afford to repay a month, and mul- 
tiply this figure by 12 months for a limit. 


charges. 
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You sell more with revolving credit 
(Continued ) 


If customers have a boost in income later, or 
find they can afford bigger payments, increase 
the ceiling on accounts. 

Of course, each time a customer makes a pay- 
ment and reduces his balance, he automatically 
has added to his spendable balance. 

Many dealers periodically review customer 
payments and select names of accounts toward 
which considerable repayment has been made. 
Then they mail a reminder to such a customer 
saying: “Your credit is good for additional re- 
volving charges of $..... at once.” 

To say that this builds immediate traffic is 
putting it mildly. 

Most dealers like accounts of $50 or less paid 
off in six months or less. Accounts in the $100 
range get 12 months to repay. The time limit 
on repayments depends on how long you want 


Make a special mailing to all present 30-day 
accounts. Concentrate on accounts that are usu- 
ally delinquent. They are your best prospects. 
Spell out the revolving credit program in de- 
tail. 

Naturally there will be some customers who 
won’t be interested in switching from 30-day 
charge to revolving credit. They like 30-day 
accounts. It’s wise to let them keep it that way. 
But you will probably find many customers, 
usually a majority, who will welcome the fi- 
nancial relief revolving credit brings them. 
They’ll want to switch over right away. Others 
will decide to change as time passes. 

Those who have current balances will have to 
transfer the account into a revolving credit 
balance, and start paying a service charge each 
month. 

There are two charts to help you start using 
revolving credit to boost sales. 


Post this chart on cash register and around 
store and windows where customers can see it. p 
It lets customers get an idea of your revolv- 
ing credit terms, and how much they can 
afford to charge and stay within their bud- 
gets. It is a silent salesman for revolving > 
credit. Reprints of this chart are available. 


to tie up capital. 

After you set your ground rules for revolving 
credit, print them in a circular or newspaper 
ad that announces the starting date for the 
program. Include an application blank for new 
accounts. 





Why it pays to promote revolving credit 


How much profit is there in revolving credit? Here's a quick review of the profit possibilities 
on a limited number of average balances, ranging from $50-$100 by the month and by 
the year. Compare your 30-day accounts with these figures. Estimate how much profit 


you're missing by offering only straight 30-day accounts. 


Service charges 


14 percent 1 percent 11, percent 
Average balance in account—$50 
I a $0.25 $0.50 $0.75 
Nee ew Deis $3.00 $6.00 $9.00 
30 $50 accounts bring in yearly profit of .................. $90.00 $180.00 $270.00 
Average balance in account—$75 
EE LE ee $0.38 $0.75 $1.13 
EO a ee ee $4.56 $9.00 $13.56 
30 $75 accounts bring in yearly profit of ................. $136.80 $270.00 $406.80 
Average balance in account—$100 
NG... cece ebedbuweweweceosecececs $0.50 $1.00 $1.50 
ES ee ee $6.00 $12.00 $18.00 
30 $100 accounts bring in yearly profit of ................ $180.00 $360.00 $520.00 
The 90 accounts above bring you a bonus yearly profit of. . $406.80 $810.00 $1196.80 


88 «© HARDWARE AGE, February 12, 1959 

















Your credit is good! 


Find the amount of credit you want in the left hand column, then see how much 
to allow in your budget for repayment. Take from 2 to 12 months to repay.* 


How much do you 
want to charge? 
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*Plus small monthly service charge 


HARDWARE AGE, February 12, 1959 © 89 








HARDWARE AGE 


Lawn and Garden 


Merchandising Guide 











3 ways to use mass merchandising 


in your advertising 


Planned advertising gets across the mass merchandise appeal 


to a broad cross-section of new customers. Here are suggested 


advertisements for a complete selling season promotion 


People, as individuals, are at- 
tracted to crowds. 

People, as prospective customers, 
are drawn to stores where deep 
stocks of merchandise are available. 

Mass merchandising’s purpose is 
to give the 
stocks. 

Your advertising can help pro- 
ject the appeal of mass merchan- 
dising. The methods through which 
this can be accomplished are subtle 
but effective. It will be to your 
advantage to adapt them to your 
lawn and garden promotional pro- 
gram this spring. 

To analyze these methods intelli- 
gently, three sample advertisements 
have been created for this article. 
They demonstrate three successful 
selling approaches. Reference will 
be made to these ads to point out 
other workable ideas for your lawn 
and garden merchandising effort. 


impression of deep 
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The first of these advertisements 
is purely institutional. It should be 
used at the beginning of the spring 
season in your buying area. 

In this ad, the indication of mass 
displays of merchandise is effec- 
tively achieved by inserting a 
photograph of one of your most at- 
tractive outdoor-merchandise dis- 
play areas. This photo can be as 
large as you care to make it. The 
picture in our sample ad has been 
kept small in order that it can be 
supplemented by the large type in- 
viting your prospects to make your 
store their headquarters for lawn 
and garden supplies. 

If you have hesitated to use 
photographs in your newspaper ads 
in the past, you have been passing 
up a wonderful opportunity to fea- 
ture various departments and mer- 
chandise groups. 

Photographs have several advan- 


tages over other methods of re- 
producing merchandise in adver- 
tisements. One of the most impor- 
tant is the opportunity to per- 
sonalize your ad with a picture of 
your store interior. 

Displays can be created specifi- 
cally for photo reproduction. Your 
photographer should use every 
lighting and camera-angle trick at 
his disposal to make them look as 
interesting as possible. 

While we have used a general 
photograph for an institutional ad, 
this same method can be used to 
show group displays of lawn-mow- 
ers, barbecue equipment, lawn fur- 
niture, and so on. These are logi- 
cal groupings of merchandise for 
a series of ads to be used during 
your spring promotional season. 

Photographs need not be_ ex- 
pensive. While the cost will vary 
somewhat in proportion to the size 
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HAND AND POWER LAWN MOWERS, ALL TYPES OF FENCING, 
FENCE POSTS, READY-MIX CONCRETE, FLOWER BED 
BORDER, BARBECUE GRILLS AND SUPPLIBS.... 


AND MANY OTHER “OUTDOOR LIVING’ ITEMS. 


PARK BEHIND THE STORE 


OPEN THURSDAYS ‘TIL 9 


137 W. MAIN ST. 





COMPLETE SELECTIONS OF LAWN AND GARDEN SUPPLIES 





Start your mass merchandising ad program with institutional ads that sell 
your store as headquarters for every type of lawn and garden item. 


of your community, cost can be 
kept to a minimum if you plan the 
shots you want to take, then have 
the whole job done at the same 
time. 

An engraving for newspaper re- 
production is not expensive. Your 
local engraver will work with you 
on this. 

Once you have the picture and 





the plates, they can be used over 
and over again without additional 
photographic or engraving expense. 

The second method of creating 
a reputation for having a_ well- 
stocked store is to use manufac- 
turers’ newspaper mats in groups 
as illustrations. 

The sample advertisement shown 
features a selection in power lawn 


mowers. By playing up one par- 
ticular item of merchandise, fre- 
quently a special offer, surrounded 
by a number of illustrations of 
other models, the reader will recog- 
nize that he will choose from a 
good selection. 

If manufacturers created mass 
merchandising newspaper mats 
containing a grouping of their 
models in one illustration, your 
problem would be simple. However, 
mats are usually furnished as sin- 
gle units to allow flexibility in lay- 
out and selection. But there is no 
trick in assembling separate mats 
to give the impression of a mass 
grouping. Your newspaper repre- 
sentative will lend you a hand if 
you have a technical problem on 
this. 

While power mowers are used as 
a feature in this sample ad, this 
same technique can be used to good 
advantage on any number of other 
products where there is a desire to 
create an impression of quantity in 
stock and selection. 

The third type of mass merchan- 
dising ad, illustrated by the layout 
featuring barbecue grilles, utilizes 
a selection of items in various 
price ranges to indicate a wide 
selection. 


A price for each purse 


This method is effective, since it 
offers models or qualities that ap- 
peal to various budgets. Also, if a 
customer needs only a minimum of 
use from an item, he is frequently 
willing to settle for less than best- 
quality. 

However, care must be used 
never to imply that less expensive 
quality models are inferior, nor 
that the customer could not afford 
the higher priced items. 

Your ad must be impersonal 
from that standpoint, and merely 
offer several choices, each worth 
every penny of the selling price. 

In reviewing the value of the 
three types of ads discussed, it 
should be kept in mind that all of 
the methods are interchangeable. 

An effective ad can contain 
variations of all three suggestions, 
plus the usual single price, single 
item displays. 

Regardless of the type of ad you 
use, other components can point up 
the ‘‘complete selection” theme, as 
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3 ways to use mass merchandising in your advertising 


illustrated in the samples. Use the 
expression frequently. 

Here are some considerations for 
your spring merchandising pro- 
gram of outdoor-living products in 
general. 

For greater effectiveness, plan 
to promote this campaign in four 
phases. 

First should be the institutional 
theme to establish your store as 
lawn and garden merchandise head- 
quarters, from the customer’s ini- 
tial clean-up of his yard in the 
spring to the final stage where the 
customer relaxes and enjoys the 
benefits of the earlier working 
period. 


Your ads sow seeds too 


Your institutional ad should in- 
clude some prices if it appears fair- 
ly close to the time when purchases 
will be made. Specials may be of- 
fered. But be sure to include at 
least a mention of many of the 
items that will be purchased right 
through the spring and summer 
season. At this stage, you are do- 
ing a bit of “seeding” yourself. 

As the weather improves and the 
outdoor-folk begin to stir in earn- 
est, run ads offering the items for 
this phase. This is the time to pro- 
mote shovels and hoes, fencing and 
flower bed edging, ready-mix ce- 
ment, shelf hardware and for the 
outdoor do-it-yourself fan, paints, 
work gloves, seeds, and garden 
books. 

If you have a rental service, 
don’t neglect advertising it. 

Offer free consultation and ad- 
vice. 

Encourage prospective custom- 
ers to visit your store to get ac- 
quainted. 

This might be called the cultivat- 
ing phase of your promotion. 

The third phase is the custom- 
er’s lawn and garden working 
phase, and will probably extend 
over the longest period of time. 
Many of the items featured will be 
similar to your second ad, but now 
is the time to feature any specials 
you have on garden hose, sprin- 
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(Continued ) 


klers, soakers, trellises, lawn edg- 
ers, and so on. 

Repeat your do-it-yourself items: 
hand and power tools, wood stains, 
screening, grass clippers, etc. 


It will also be a good idea to re- 
peat rental offers. 

The fourth stage of your promo- 
tion can be called the customer’s 
leisure time stage. The customer’s 
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PARK BEHIND THE STORE 


137 W. MAIN ST. 





‘HARDWARE OPEN THURSDAYS ‘TIL 9 
COMPLETE SELECTIONS OF LAWN AND GARDEN SUPPLIES 





As you get into the season, you build mass appeal through mixing price 
specials and staples in broad selection, with varying prices for every budget. 








yard work is finished except for 
normal maintenance. The custom- 
er is now interested in enjoying 
the fruits of his labor. 

Outdoor living now takes hold 
in earnest. Barbecue equipment 
becomes a major necessity, with its 
related fire-starters, charcoal and 
miscellaneous implements. 

Backyard games will be in full 


swing, and will require floodlights, 
insect repelling lamps, patio furni- 
ture, serving trays, beverage sets, 
and similar items. 

Throughout your newspaper ad- 
vertising program, use lots of il- 
lustrations. 

Write to manufacturers for 
newspaper mats as far as possible 
in advance of the season. Ask sales 








SEE BROWN'S FIRST...FOR COMPLETE STOCKS OF 
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Sell the ‘‘good-better-best'' idea with several price choices on each item. Use 
manutacturers’ ad mats for a quality ad. Put plenty of selling facts in your copy. 


representative to send them if he 
contacts you personally. 

Let your wholesaler know that 
you are interested in doing a good 
job for both of you. Ask for his co- 
operation. 

Speaking of cooperation, remem- 
ber to get all of the cooperative 
advertising assistance you can. 
Stretch your advertising dollar as 
far as possible. 

Cooperative help is extended by 
many manufacturers of big ticket 
outdoor items such as power mow- 
ers, patio furniture, and barbecue 
equipment. Many of the factories 
making lesser items frequently 
contribute in a small way. Every 
dollar helps you to advertise more, 
and every extra ad means extra 
business. 


Have a plan, follow it 


Plan your program now, then 
follow your plan. 

In newspapers, place your ads 
where they will appeal to the man 
of the house when they contain the 
work-a-day items. 

When the trend is towards the 
lawn furniture and entertaining 
aspect, you will get better response 
if you place space in the women’s 
pages. 

Since most outdoor work is done 
on weekends, it will be productive 
if your ad appears just prior to 
that period. The same theory holds 
good for radio, television, or house- 
to-house advertising. 

Be sure to check with your local 
newspaper to see if they will print 
copies of your ads, usually done at 
nominal cost. These circulars, or 
flyers, can be distributed through- 
out your trade territory, mailed to 
customers or prospects, or used as 
package inserts in your store. 

If your budget is large enough 
to allow you to use some radio sup- 
port for newspaper advertising, be 
sure to work with your station rep- 
resentatives to get the best possi- 
ble package available on spot an- 
nouncements. 

By purchasing “run of schedule” 
commercials, which are assigned at 
the discretion of the station, the 
cost can be kept low. 

If you are fortunate enough to 
be able to use television, you have 
a really ready-made medium for 
pushing the complete-stock theme. 
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Stock control avoids outs 


Mass merchandising succeeds when stock is controlled so there is 


higher turnover with fewer items on massive display up-front. 


Stocks can be controlled with full counts against maximum-minimums 


When mass merchandising pays off, there are 
two reasons why: 

@ Massive displays of fewer items keep turn- 
over at a high rate. 

@ Up-front stocks are simply, visually con- 
trolled to curb ruinous outs. 

This sounds simpler than it is for the average 
lawn and garden departments, for there are 
hundreds of items in a variety of sizes. Each 
item and size is important, or it doesn’t belong 
in a mass merchandise setup. 

When you trim assortments of rakes from 10 
models to four, it is critical when any one of 
them runs low or out of stock. 

Orders have to be flashed to wholesalers for 
immediate delivery. 

Purchase quantities have to be heavier than 
in the past when you stocked many assorted 
models. 

Since most mass-merchandised lawn and 
garden departments carry 90 percent of their 
inventory on sales floor displays, stock control 
becomes a daily chore. When displays thin out, 
there is no warehouse to turn to. Low stocks 
have to be caught before they become outs. 

Whether you write an order memo each time 
you notice lows, have each salesman use the 
want book daily, or count all stocks at frequent 
intervals, your first concern in mass merchan- 
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These are representative of maximum-minimum 
price tickets now being supplied to dealers by 
various wholesalers as an aid to stock control. 
If your wholesaler can't supply you, design your 


own and have your printer make them. They cost 
little. 





dising has to be keeping on top of the mer- 
chandise. 

In the supermarkets and chain drug stores, 
managers check off needed items almost daily 
from complete master control lists. Orders then 
are filled from nearby central warehouses. 

In your store, the problem is not as immedi- 
ate. You don’t have to cope with the volume or 
turnover of a supermarket. But your control 
methods and shipping are not as convenient as 
in a supermarket, so the two things equal out to 
about the same amount of work to keep stock 
levels up to par. 

Visual controls and want books are hardware 
dealers’ most common means of controlling 
lawn and garden stocks in a mass merchan- 
dised, self service setup. 

Visual controls mean more than an occasional 
peak to see what’s selling. Also, want books are 
useless unless they are used regularly in noting 
lows and outs and hurrying orders to suppliers. 

Visual controls must be based on a maximum- 
minimum system. 

What dealer can tell whether 30 cans of rose 
dust is a lot or too little in the middle of June? 
He has to have a guide in reordering. 


It is a simple formula 


The maximum-minimum theory is a simple 
one, used for years by major department and 
chain stores. It works this way: 

Each price ticket on each bin or sample car- 


ries a maximum and minimum stock figure, be- 
sides stock numbers and other information. If 
the maximum and minimum figures on the rose 
dust just mentioned are 60-24, the dealer knows 
that 24 is a danger point minimum. He’s got 
to reorder at once, or start losing sales soon. 

How much to reorder? 

The maximum figure of 60 guides this. With 
30 on hand, and a maximum of 60, the reorder 
ought to be around 24 pieces. 

Maximum-minimum figures are based on past 
performance. In setting up these figures for 
each item, a store manager will cull his own 
experience and the experiences of his salesmen 
to establish reasonable amounts. These high- 
low figures are regularly adjusted to meet 
changing demand. None are static. 

How long a period do maximum-minimum 
figures cover? 

Usually, dealers set high and low points on 
a one-month basis. If rose dust sells at a rate 
of more than 48 cans a month, the maximum 
figure is about 60. The low point should repre- 
sent sales in a period of one-half the time cov- 
ered by the high point. In this case it’s two 
weeks, or sales of 24 pieces. 

As for want books, they can be printed forms, 
available from most supply houses, or they can 
be home-made out of plain paper. HARDWARE 
AGE supplies Pocket Want Cards to fill this 
need, and the HA ecard has several advantages 
over regular want books (see illustration). 


Avoid outs: use 
Pocket Want Cards 


Pocket Want Cards provide you with the 
easiest way yet to control outs and avoid lost 
sales without having to resort to a full-time 
stock control system. 

Pocket Want Cards work hand-in-glove with 





HARDWARE AGE 
Pocket Want Card 


You can’t sell it, unless it’s in stock. Write 
down here al! outs, low stocks and special 
requests. Give size, color, model, etc. Take 
a new card each morning. Turn card in each 
evening. 








(use back of card, if you need more space) 











your Want Book, but at the same time remove 
the one big drawback to relying strictly on your 
Want Book to control stocks. 

The drawback with the Want Book is that 
when the store is busy, salesmen do not take 
the time to write outs in the book. So the item 
doesn’t get listed. 

Pocket Want Cards overcome this problem. 
They fit into shirt or jacket pockets so sales- 
men can carry them on the floor. Each card 
has space on both sides to write down outs, 
shorts, or special requests the minute they are 
discovered. 

Each evening all salesmen put their cards on 
the store manager’s desk where they can be 
copied into the Want Book. Each morning 
salesmen pick up a new card. 

More than 225,000 Pocket Want Cards are 
already in use. 


Order them by sending a check to Pocket 
Want Cards, HARDWARE AGE, Chestnut & 56th 
Sts., Philadelphia 39, Pa. Cost is 90 cards for 
$1; 600 cards for $5 postpaid. 
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How to sell more power mowers 


Mowers are difficult to display in mass so advertising takes on added 


importance. Here is an HA Directory on cooperative advertising money 


from manufacturers to help you stretch your own advertising dollars 


Display room for power mowers generally is 
limited. Dealers many times can display, at 
most, only several mowers of each model 
stocked. For this reason, the fact that lawn 
and garden lines sell best when mass merchan- 
dised cannot be applied too well to power mow- 
ers. 

How can you compensate for lack of display 
space? 

Many dealers make up the lack of display 
space by using the mass merchandise principle 
in advertising. These dealers feature mowers 
in newspaper ads, broadsides, envelope stuffers. 

Advertising, however, costs money. The 
usual 2 percent ad budget figure, based on ex- 
pected gross sales, may not be enough to use 
all the ad methods you want to use. 

There are ways to stretch your ad budget. 
HARDWARE AGE has asked mower manufacturers 
about co-operative advertising money available 
for their dealers. 

The HA Co-Op Directory which follows was 
compiled from answers given by these manu- 
facturers. These answers were checked back 
to make the Directory as complete as possible 
up to press time. 

You can use this Directory in budgeting your 
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advertising. You can stretch your own ad 
money by combining it with co-operative money 
to reach more prospects more often during the 
selling season ahead. 


What to promote? 


While retail price will be the main sales ap- 
peal of ads of many competitors again this 
year, you'll find that ads stressing service, 
safety, quality, and trade-ins will produce traf- 
fic. 

Remember, millions of stripped-down bargain 
mowers have been sold in recent years. Many 
were delivered in crates. Few carried service 
guarantees. These mowers are wearing out in 
ever increasing numbers. 

Remember, the Lawn Mower Institute pre- 
dicts that of the 3.5 million unit sales in 1959, 
about 2 million (6 out of 10) will be replace- 
ment sales. 

You'll find plenty of customers this year who 
will be more interested in a quality, guaranteed 
mower than in a bargain price. Most customers 
can be stung with a bad buy only once. 

If you service mowers, take trade-ins, and 
have credit or layaway terms, feature these 
important sales appeals in every ad. They’re 
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This is mass merchandising . . . 
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in amass merchandised department 


every bit as important as price to a big seg- 
ment of your trade. Tie-in ads with national 
sales campaigns of branded mowers. 

Make use of ad mats and display materials 
manufacturers supply through your wholesaler. 

If you can buy and sell at a price, there’s no 
denying that this will build traffic. But there 
is no doubt that service and quality features 
play an equal role, especially in the replace- 
ment market. 

Your best promoting is to stress top-notch 
product that’s nationally advertised and backed 
by warrantees, a service plan, a mower that’s 
been removed from the crate and is ready to 
cut grass, and the integrity of your store. 


When to promote? 


Many dealers have already run their first ads 
in spite of winter and snow. Most of these deal- 
ers used layaway plans to get sales started (see 
HA, Jan. 15, pp. 64-65). 

A majority of your chain competitors fea- 
tured power mowers in late-winter sales cata- 
logs. Many more will roll out their big promo- 
tional guns at the end of this month. 

How about you? 

Will you make the mistake of waiting for 
warm weather to promote? 

Have you a revolving credit or layaway plan 
to ease the strain on budgets? 


scattered, and cheaper are broadside mailings, 
circulars and bill enclosures to mailing list and 
charge customers. 

In small cities, TV has proved to be an excel- 
lent promotional medium at reasonable cost. In 
larger areas, radio has been effective for some 
dealers and manufacturers. 

Classified ads sell a lot of merchandise. 

Grouped dealer ads, such an Hardware Asso- 
ciliates (Cleveland) and Ace and Cotter (Chi- 
cago), have proven effective and have sold mer- 
chandise at low cost to dealers. 





How about mowers in 1959? 


Here are some facts about your 


mower market this year. 


These facts 


are based on numerous trade reports 


to HARDWARE AGE. 


@ Total mower sales will rise about 5 
percent this year, to 3.5 million units. 


@ Power mowers will outsell 


mowers, 11 to l. 


hand 


@ Rotary mowers will account for more 
than 90 percent of all mower sales. 

@® Sales of riding mowers more than 
doubled last year, and may do better 


this year. 


@ Self propelled mower sales increased 
again last year, to 350,000 units, to 
take more than 10 percent of total 
market. Looks even better this year. 


Both are desirable, and certain to boost sales 
this early in the season. 


How to promote? : 
Turn page for HA Co-op Ad Directory for mowers 
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Newspaper ads are a good medium for get- 
ting saturation coverage. Quite effective, less 
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key to tie-in sales 


When you mass merchandise lawn and garden lines you’re assured 


Mass merchandising: 


of a boost in tie-in sales. Shelves must be kept full 





When you shop your mass-merchandised 
chain competitors for selling ideas you'll find 
two things: 

@ Shelves are kept full at all cost, and related 
items are in a logical, side-by-side arrange- 
ment. 

@ Cash registers regularly record a higher rate 
of unit sales than the average hardware store. 

The average chain store is aiming for a 4 to 
5 time stock turnover on a much more limited 
stock selection than is found in your store. 
Chain stores usually get this turnover through 
pounding away at the related sales technique 
and through having consumer credit that makes 
bigger sales possible. 

Full shelves and the right kind of display 
perform related sales magic. 

Watch a typical customer in a chain store. 

He’s usually in a hurry. 

He steps up to the garden seed section, eyes 
the shelves and signs for a minute, then im- 
pulsively reaches for a 5-pound bag of seed 
labeled “special.” 

That’s $2.79. 

He starts toward the register, then his eye 
catches a sign that says, “Seeds die before they 
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and related items must be grouped to encourage impulse buying 


sprout without water. Special on garden hose 
and fittings.” 

Next thing the customer knows, he has a 50 
foot hose around one arm, and a nozzle in his 
hand. 

Now he heads to the checkout counter. But, 
there is a small mountain of fertilizer in the 
middle of the aisle, and he remembers how 
parched his ground is. He heads for the cash 
register, but not to check out. 

He needs a cart to put his purchases in. 

His $2.79 sale has zoomed well above $10, 
and not a clerk has said a word. 

With clerk service, backed by product knowl- 
edge, the man could easily spend $20 or more. 

Typical? 

You bet it is, in a properly mass-merchan- 
dised department. 

An important contributor to profit in the 
chain stores is a fabulous rate of impulse sales. 
From 50 to 70 percent of all sales in chain 
stores are made on impulse. This is the direct 
result of mass merchandising and tie-in sales. 

From mass merchandising comes: More im- 
pulse sales than planned sales, an average rate 
of four or more stock turns a year, less total 







stock, less clerk service, and a bigger unit sale 
because of tie-ins. 

The average hardware store may make 20 
percent of its total sales through impulse. This 
isn’t guesswork. A survey of the National Car- 
bon Co. last year proved it. See HA, Nov. 20, 
1958, p. 52. 

Most tie-in sales are impulse sales, unless 
you have exceptional salesmen. When impulse 
sales are off, volume and profit take a nose dive. 

While mass merchandising is not a cure-all 
for low poor sales volume, it’s bound to im- 
prove a dealer’s average unit sale. 

The lawn and garden department in Store A 
moves stock around to improve its mass mer- 
chandising appeal. Formerly, Store A’s average 
unit sale for lawn and garden needs was $4.22. 
The average unit sale rises overnight to $5.90, 
and climbs steadily. There are endless ex- 
amples of increases in average unit sales. 

What happens to bring about this sizable 
sales gain? 

Store A had old fixtures with deep bins, many 
drawers, and enclosed bases. Most stock was 
kept underneath or in back stockrooms. A clerk 
was needed to complete each sale. 
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This is mass merchandising . . . 


When Store A got tired of being clobbered in 
lawn and garden departments by nearby com- 
petition, it made these changes: 

@ Cleared all shelves and made them deeper; 
added adjustable glass bins. 

@ Removed all drawers, and converted drawer 
space to open shelves. 

@ Took fronts off of base cabinets, creating 
more open shelf space. 

@ Attached metal runners to hold price tickets 
on each shelf front edge. 

@ Repainted al! fixtures. 

@ Covered bare walls and waste areas with 
sheets of perforated paneling. 

Time? A week or so of part-time work, for 
a 25 ft wall section and three 3 x 6 ft cabinet 
base displays. 

Cost? Labor of store help (everyone pitched 
in in off moments), and less than $50 for paint, 
wood, glass, and hardware. 

This is no isolated case.* It’s happening all 
around you in stores where dealers cannot af- 
ford to buy new fixturing. It can happen in 
your store, when you start thinking in terms 
of mass merchandising. 


*Store name upon request. 
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Mass merchandising multiplies tie-in sales 
(Continued ) 


How can you use open areas that are avail- 
able from revamping old display units? Here 
is an important aspect in the theory of mass 
merchandising. 

Mass merchandising means MASS. It means 
full shelves that give the look of abundance. 
You get this through bringing backup stock up 
front on display. Where gaps appear, you du- 
plicate items. 

Merchandise goes right from receiving and 


marking to display shelves. Only bulk items 
are kept in stockrooms. Shelves are kept full, 
at all times and at all cost. Hand to mouth or- 
dering of too many similar items must be re- 
duced to sizable quantities of a selected few 
basic staples. Your 72-piece shipments of 10 
models of rakes now become 24-pieces each of 
three models. 

Mass merchandising succeeds only when you 
make permanent neighbors out of key items. 





To sell more related gardening items MASS MERCHANDISE ‘em 


Here is your check list for basic gardening items that will account for the bulk 
of your sales in a MASS MERCHANDISING setup. Use this listing as a running 
check of staple-staple items. List your minimum (low point) stock figure on the 
blank line next to each item. Make reorders automatic when you reach this figure. 
Also use this chart as a guide to displaying related items together on the same 
shelves for extra tie-in sales. 


Gardening tools—small: mowers-power-reel type, - hedge shear, 
—— —— in.* 8 in. 


—- — in. 


—— all-purpose trowel 


—— transplanting trowel —— ladies 6 in. 


—— spading fork mowers-power-rotary, 


electric 
— weeding hoe heen in. pruning saw, 
— 14 in. 
—— 18 in. 


hand edger 


—— cultivator naan in. 
—— hand rake ae in. 
grass catchers 
lawn rakes—bamboo, 
—— 18 in. 
—— 24 in. 

30 in. 
lawn brooms—steel, 
— 18 tooth 
—— 24 tooth 
dandelion diggers 


Gardening tools—large: power edger 


—— rakes, bow and floral trimmer and edger 
—— forks, 


—— 4-tine 


spreader, 
—— 15 in. 
—— 18 in. 
30 in. 


wheel barrow 


—— spading 
—— D handle 
—— hoes 


— shovels, grass hooks garden cart 
—— round point grass whips 
— square point grass shears, 


ella — push type and accessories 
ram type 

—— D-handle, 14 in. 

—  D-handle, 16 in. 


—— long handled 


—— spring action garden hose-transparent 


—— long handled plastic, 
—— 25 ft 
pruners, —_— 50 ft 


—— 175 ft 


garden hose-opaque plastic, 


lawn sweeper 


—— 9 in. 
. , —— 81% in. anvil pattern 
Lawn grooming equipment ; it 
—— ladies 6 in. oF f 
- mowers—hand, 25 ft 
—— tree type eg 
- 16 In. 50 ft 


—— 18 in. * Fill in sizes you stock. 75 ft 
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There should be a place for everything, and 
everything in its place. Hose nozzles stay in 
the bins nearest stacks of hose. So do hose 
washers, clamps, connectors, menders, and 
sprinklers. 

Strict consistency is the big idea behind 
permanent profits from mass merchandising. 
You make rules about stock location, full bins, 
and clear price marking. You see that every 
one adheres to the rules. 


Displays must get regular attention to be 
kept full. You must buy and receive orders on 
a schedule. You must have low-point signals 
and active want books that let you order before 
you’ve run out of basic staples. Clear pricing 
and good signs are a must. 

If you display items on a related basis and 
keep your bins full, customers will help them- 
selves, and your average unit sale will climb 
overnight. 





—— hose washers 
—— hose clamps 


— — hose menders, 


— sprayers, 
— 8 oz glass jar 


— 14 oz sprayer 


—— garden hose-rubber, 
—— 25 ft 
50 ft 
—— sprinkler hose, three tube 
—— soaker sprinkler 
—— hose reels, 
—— 125 ft 
—— 100 ft 
—— hose nozzles, 
—— pistol grip 
—— adjustable 
— fan type 
lawn sprinklers, 
2 arm 
o arm 
ring shaped 
square oscillating 
bar oscillating 


— traveling 


hose couplings, 


—— \% in. 
Ye IN. 
—— % in. 
— hose connectors, 
goose neck 


slamese 


in. 
in. 
in. 


flower packets, minimum 
assortment 
vegetable packets, minimum 
assortment 
vegetables in bulk, minimum 
weight each 
lawn seed—sunny, 
1-lb 
5-lb 
10-lb 


25-lb 


—— lawn seed—shady, 


1-lb 
5-lb 
10-lb 
25-lIb 


- clover seed, 1-lb 


Insecticides and sprayers 


DDT, liquid 
spray mist, dispenser 
spray, finger-type dispenser 
spray, nicotine 
dusting sulphur 
rotenone 
chlorane dust 
vegetable dust 
rose dust 
weed spray, 

— 8 0Z 

———— ot 


1 qt continuous 
— 2 qt continuous 
—— 1%, qt tank 
fertilizers, 
—— 1-lb 
—— 65-lb 
10-lb 
25-lIb 
50-lb 


Related tie-in staples 


mower oil 
blade files 
plant markers 
plant ties 
garden gloves, 

—— men 

— ladies 
plant stakes 
flower and grass borders 
knee pads 
sprinkling cans 
steel flower boxes 
rubbish burners 
gasoline can 
garden trellis 
garden fencing 
fence-trellis paint 
assorted flower bulbs, 
minimum quantity 
growing plants—vegetable, 
minimum quantity 
growing plants—flower, 
minimum quantity 


HARDWARE AGE, February 12, 1959 © 103 





HARDWARE AGE 


Lawn and Garden 


Verchandisinge Guide 








How to make a sales clinic pay 


How to get more traffic for a mass merchandised lawn 


and garden department: Promote a lawn and garden clinic. 


Even the best merchandised lawn and garden 
department needs new customers to thrive. Noth- 
ing really happens until the cash register starts 
to chime. 

The effort that goes into a modern mass mer- 
chandising setup should be backed with equal 
effort in promotions to build initial traffic. One 
of the best promotions to serve this need is a 
lawn and garden clinic. 

Three things form the backbone of a successful 
clinic: 

@ Time, to plan and follow through. 
@® Space, for demonstrations, stock, and crowds. 
@ Help, from suppliers and the press. 

If you have time to plan and space for a clinic, 
and help you can count on, few events will build 
traffic like a lawn care clinic. These clinics, to 
your trade, mean ideas in action. They mean ex- 
citement, prizes, and a day’s outing, as well as 
a chance to watch experts solve lawn and garden 
problems. 

Clinics can fail. They will fail, if you don’t 
take steps to make them foolproof. 

Here are basic rules to follow in planning a 
sales-making clinic, but first, one rule that out- 
shines all others: 

Make your clinic a major effort without short- 
cuts or short-sighted economies. Plan to devote 
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time, money, and effort to reap a reward of many 
new customers and, maybe, the biggest days’ 
sales you’ve ever had. 

A successful clinic is... 


(1) Planned at least a month in advance. 


@ All forms of promotion are considered: dis- 
play and classified ads, mailers, bill enclosures, 


. — 


LAWN AnD GARDEN 1 
CLINIC 

















radio, etc., based on a budget of 2 to 4 percent 
of planned sales for the period of the clinic. 


@ Your needs (ad mats, live demonstrators, 
films, displays, samples) are discussed with 
wholesalers. You ask wholesalers to get manu- 
facturers to help. 


@ You select and contract for a site: lot next 
door or meeting hall that has ground adjacent. 
You'll need a few thousand square feet of dis- 
play, stock, and demonstration room. 


@ You have a store meeting to get salesmen 
interested and to get their ideas for a more suc- 
cessful clinic. 


(2) Organized in detail. 


@ Ask your suppliers to tell you how much 
help you can count on, select two or three days 
for your clinic. Don’t wait for hot weather, and 
don’t choose holiday weekends, such as Easter 
weekend. 


@ A timetable for each day of clinic should be 
arranged. You’ll have demonstrators, speakers, 
contests, and prizes. 


@ Ask for each supplier’s commitment in writ- 
ing, so that there won’t be any misunderstanding. 


@ Keep a checklist of things you need, and 
how quickly they are being supplied: ad mats, 
ad layouts, envelope stuffers and flyers, signs, 
samples, speakers, prizes, demonstrators. 


@ Keep the local press up to date. Get your 
share of free publicity. Invite guests to officiate 
as speakers or contest judges. If the mayor 





This is mass merchandising's promotional payoff . . . 


draws the first prize winner’s name out of a 
hat, you’ll be showered with free publicity. 


@ List items to be featured in the clinic, either 
in ads or on display: mowers, tools, chemicals, 
pesticides, for example. Make sure you have 
enough, in stock or due in, to handle a surge in 
sales. 


(3) Promoted heavily. 


® Run first promotion, small newspaper ads or 
flyers that are commonly known as teasers, at 
least a week in advance of your clinic. Hang up 
store and window signs to build up advance in- 
terest. Major ads should run a few days before 
clinic starts. 


@ Have layout and ad mats ready well in ad- 
vance. Late ad changes can be costly. Have you 
asked for co-op ad money? It’s available if you 
go after it. (See pp. 98-99.) 


@ Review your list of activities. Have some- 
thing set to happen at regular intervals during 
the clinic: a rose expert as your 10 a.m. speaker, 
a prize drawing at 11:30; live demonstrations 
or films each hour. Keep customers hanging on 
all day if you can. Speakers are usually avail- 
able through local garden clubs, garden maga- 
zines, the county farm agency, or the local press. 
List speakers and activities in your ads and 
you'll get traffic from many miles away. 


@ Be certain to send early announcements to 
every garden club within a 25-mile radius. Your 
newspaper can supply a listing of them. How 
about a contest for floral arrangements? 


@ You and your salesmen should talk up the 
coming clinic with every customer contact, espe- 
cially with women customers. 
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Your best sales builders: 
product knowledge 


incentives 


Mass merchandising means fuller displays of fewer items in 


each line. With fewer numbers in stock, intimate knowledge of 


the background of each item is more important than ever. 


There are no short cuts to lawn and garden 
product knowledge. 

Lawn and garden lines have a heavy techni- 
cal background that has to be learned by sales- 
men to increase sales. 

It’s difficult to make salesmen out of order 
takers. The turning point is product knowledge, 
especially in lawn and garden lines. 

First, your salesmen have to have the desire 
and ability to improve their selling habits. 
Then, there must be an incentive to encourage 
this desire. 

If you hire listless people to sell in your lawn 
and garden section, it will prove difficult to 
train them in product knowledge. It’s difficult 
to inject energy where none exists. 

Step 1: to improve salesmanship through prod- 
uct knowledge begin with people who can be 
trained. 

Step 2: offer an incentive. 

What reward do you hold up before salesmen 
who outsell other salesmen? 

Is it a 1 percent commission, “spiffs,” a gross 
sales bonus, or random rewards? 

Or is it no reward? 

Do you believe an average person should work 


106 © HARDWARE AGE, February 12, 1959 





up a lather trying to outsell all others around 
him, when it means nothing in return? 

When a salesman has the incentive to sel! 
more, his interest in learning more about the 
products on your shelves will perk up, immedi- 
ately and considerably. He’ll start a serious 
study of manufacturers’ fact tags, labels, and 
product brochures. He’ll be an eager listener 
whenever a supplier salesman calls to explain 
a new product. 

This salesman will devote spare moments to 
handling and testing new items. He will gladly 
go to the extra trouble required to learn more 
about his stock. 

Too many merchants, in every line of busi- 
ness, have hoped that a modern display setup 
using mass merchandising techniques would 
solve all of their problems. They’ve looked for- 
ward to reducing sales staffs and sales training. 

“The merchandise will sell itself,’ they say. 

This can never be true in a hardware store’s 
lawn and garden department. 

In a food store, a pound of butter, unchanged 
for 20 years, needs no salesmanship. But in- 
novations in power equipment, various plant 
foods and chemicals, and hundreds of changing 











This is mass merchandising .. . 


garden tools always have and always will need 
the human touch to complete sales. 

It’s true that more sales volume usually re- 
sults in the switchover to a mass merchandising 
display, without the need for extra saleshelp. 
But it would be folly to assume that because 
you invest dollars in a more modern display you 
‘an cut your sales staff in half. 

A garden hose used to be a simple item to 
stock and sell in stores like yours. One grade, 
two sizes, and some few fittings were all that 
was required. Today, there are complex lengths, 
diameters, fittings, sprinklers, and construction 
materials, in addition to wholly new types of 
hose, soakers and sprinklers. 

There are dozens of fertilizers and soil con- 
ditioners. There are hundreds of plant foods, 
pesticides, and multi-purposed chemicals. Each 
is necessary and each is different. Salesmen 
who don’t know what they are, what they will 
do, sell only by chance. 


There are some customers with the know-how 
to serve themselves and be on their way. But 
a majority of customers are steadily tackling 
new lawn problems, or trying to solve old prob- 
lems in new ways. Here’s where product knowl- 
edge is needed to turn your clerks into sales- 
men. 

Facts are sales clinchers. Customers expect 
your salesmen to have the facts. 





Incentive plans that 


build product knowledge 


Here are some sales and product 
knowledge boosters used by many 
hardware dealers to increase incen- 
tive among salesmen. Look them 
over. They may be the cheapest way 
you'll find to get salesmen interested 
in learning more about products. 


Plan A 


$5 weekly bonus to top salesman, for 
specific products, departments, or gross 
sales. 


Plan B 


50¢ bonus on every sale of $20 or more. 
Pay monthly. Have clerks initial regis- 
ter tape or charge slips to keep account 
of bonus. 


Plan © 


Sliding rate of commission on sales: $! 
to $20 sale pays 1°, commission; $21 
to $50 sale pays 1!/,°, commission; 
sale over $50 pays 2°/, commission. 
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Rate your LGSP* 


—can you score more than 120 points? 


Here’s a quick quiz to help you determine where you’re heading in 
lawn and garden lines. Take a few minutes to rate yourself. Check off 


yes or no for each question. See scoreboard below. 


Yes No 
(1) Majority of my customers have a lawn or garden. [] [] 
(2) Majority of my trade has water under pressure. [] [ ] 
(3) There is lively local competition for best looking lawns. ] [] 
(4) T carry a reasonable assortment of all major outdoor lines. a ] 
(5) I keep at least two weeks supply of staple items on hand throughout the season. ] a 
(6) My sales improve each year. [ ] [ ] 
(7) I set up displays (store and window) before March 31. [J [] 
(8) I keep sales records of each major section. [ ] [] 
(9) I meet competitive prices where services are similar. [ ] [] 
(10) My average unit sale exceeds $4. [] [| 
(11) My lawn and garden stock turns at least twice during the season. a [J 
(12) I advertise in some way at least once a month. [] [] 
(13) I use a want book regularly to reduce walkouts. [] [] 
(14) I service mowers. [] [] 
(15) I rent rollers, tillers, sprayers, etc. [] [] 
(16) I count basic staples at least once a month. [] [J 
(17) I have a lawn and garden ad in the yellow pages of the phone book. a [] 
(18) I distribute all new product literature for salesmen to study. [] [ ] 
(19) I try to use most manufacturers’ display aids. [] [J 
(20) I try to get supplier salesmen to run sales meetings. a a 


Hiow lo score: 


Rate each yes answer as 10 points. No’s count nothing. 

If you score 150 or more, you’re doing about all you can. Business should be good. 

If you score between 130-150, sales ought to be on a steady upgrade each year. 

If you score 100-130, you’re doing a good job, but there is room for improvement. Where? See 
your own no’s. 

If you score 70-100, you have a potential, but you had better get busy before competition takes 
away all of your business. 

If you score under 70, you could probably get a better return on your invested capital in some 
other line of merchandise. 


*LGSP — Lawn and garden sales potential. 


Want more facts? Circle 157, p. 145 








Best boost for a boom year your housewares ever had! 


Complete new Decoware lines 
to satisfy every shopper you serve! 
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And exciting Decoware’ advertising 
in these leading home publications 
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Decoware’s got it in ‘59! The look, the 
push, the profit and punch! So display 


it big, and sell it better than ever before. 

















Build mass displays to merchandise 








the hottest new line in years—Decoware! 





DECOWARE BUILDS BIG HOUSEWARE SALES—WITH THE BRIGHT NEW LOOK THAT LEADS THE REST IN ‘59! 





Want more facts/ Gircie 15/7, p. 145 





To satisfy the demands of your hi-quality buyer 









ee 
Look at the exciting new elegance of OWN, 
DISTINGUISHE 
in beautiful, practical 


New Décor sells that elegant smoothy, the modern shopper 
you serve in your store! Gleaming bright, satin smooth — 
here’s sparkling chrome capped by copper, rich as cream, 
and modern as modern art! Treat yourself to a bigger slice 
of houseware profits — with Décor, the set with the sales 
elegance built-in! And pep up the power of your houseware 
displays — call or write Continental for your complete 
Décor order today! 


Best boost for a boom year your housewares ever had —key your sales-displays to Decoware’s 


big national advertising program in ‘59! 















To sell the shopper who buys quality at medium prices 
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Tall, trim and terrific! 
the brand new 


Continental LINE 


in beautiful, practical 
As soon as they see it, you sell it—beautifully RCOWA?E.. 
crafted ivory-white metal, trimmed and topped 
with glowing copper—that’s the Continental LANE 
of “59 Decoware! Designed to be as 
modern as the shopper you serve, this is the set 
for a fast sales pace, So keep your 
sales-peak rising all year long—call or write 


Continental for the complete Continental VANE right away! 


Best boost for a boom year your housewares ever had—key your sales-displays to 


Decoware’s big national advertising program in 59! 












To meet your budget-minded market 


there’s more 


blic Magic 


for sales _- 


in beautiful, practical - 
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Every bright display of Decoware is a lesson 
in how to make your housewares sell. There’s 
finer design in every Decoware item, and 
greater demand for the Decoware name! So 
order all the Decoware lines for a brighter 
profit picture this year! 


Best boost for a boom year your housewares ever 





had — key your sales-displays to Decoware’s 
big national advertising program in ‘59! 


)) 


CONTINENTAL ‘Cc CAN COMPANY 


Eastern Division: 530 Fifth Ave., New York 36 
Central Division: 135 So.La Salle St., Chicago 3 
Pacific Division: Russ Building, San Francisco 4 








Decoware s big national advertising program ino oD, 


One in a series 


JOE LASKY, widely known as an authority on the distribution of home furnishings, has 
agreed to permit Revere to present a series of his observations of today's housewares 
distribution picture. No armchair theoretician, Joe's files bulge with some 6,000 idea. cards 
built up through many years of “shoe leather” surveying of distributors and retailers 
during his career with Fairchild Publications 

We know you will appreciate them, and invite your request for reprints. 


A declaration of dependence 
upon Wholesalers 


...500 “partners in distribution” provide mighty necessary services to more than 
40,000 retail outlets selling Revere Ware in the U. S. and Canada. 


| yrs time there’s a major economic upheaval followed 
by rising material and labor costs, it’s natural that a 
lot of attention should be paid to the matter of lower cost 
methods of distribution. Very often, envious looks at the 
wholesaler’s share of the distribution dollar bring up the 
question . . . “Should we sell (or buy) direct and eliminate 


the wholesaler?” 
a 


This thinking is about as deep as a fast, once-over shave. 
Some firms act fast . . . then have lots of leisure to repent 
hasty decisions. Anyone with long experience in the trade 
can tell you how often this has come up... and about the 
chaos resulting from thoughtless decisions to eliminate 
wholesalers. 


NO BASIC CHANGE IN DISTRIBUTION METHODS HAS 
YET BEEN DEVISED THAT ELIMINATES THE FUNDA- 
MENTAL VALUE OF THE WHOLESALER’S FUNCTION. 


Even if you were to “eliminate” the wholesaler, the 
need for his functions would remain. 


Somebody must buy the thousands of different items carried 


by the wholesaler, from hundreds of manu- 
facturers. 


Somebody must unpack, warehouse and price these items. 


Somebody must assemble the small quantities of widely 
varied items needed and ordered by the whole- 
salers’ customers in that area, every business day 
(quite a few are single item orders). 


Somebody must deliver all these items, day after day — and 
make special trips with “rush specials.” 





Somebody has to visit all these stores — the smallest dealer 
as well as the largest department store—to check 
the stocks and fill in needed items. 


Somebody has to visit every retailer regularly, helping him 
with his displays, item arrangements; telling about 
coming promotions, new ideas, etc. etc. WHO 
has a better incentive than his most important 
supplier? 


Somebody has to provide Credit...often far beyond normal 
terms (only possible when the seller knows his 
area, his customers and their needs intimately). 


Somebody has to do all this at VERY LOW COST. It’s a 
matter of record that every time an attempt is 
made to replace the wholesaler, sky-high costs, 
‘way above the wholesaler’s, defeat the plan! 


We could keep on indefinitely with quite a list of addi- 
tional solid services. That's the wholesaler-—solid, basic 
—like bread-and-butter. 


Retailers and manufacturers alike would be in real 
trouble if they had to buy and sell direct—especially for 
their daily needs in connection with today’s low-inventory, 
breadth-without-depth, higher-turnover operations! 


The Revere Ware wholesaler “partners in distribution” 
make it possible for more than 40,000 retail outlets to sell 
ever-increasingly-wanted Revere Ware in every part of the 
United States and Canada. 


No other nation has achieved our standard of living 
because no other nation has developed such facilities for 
mass production avd mass distribution. The wholesaler may 
justly be proud of his contribution to this achievement. 


REVERE COPPER AND BRASS INCORPORATED 
Rome Manufacturing Company Division 
Rome, New York - Clinton, Illinois - Riverside, Calif. 
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Pacific Division: Russ Building, San Francisco 4 





ccorutey PFRAMPERS 


INTERCHANGEABLE Jice-/) PANELS [ 


Fabulous panel assortment gives consumer the largest, 
high fashion selection ever created . . . like magic! 











You can display 54 HAMPERS 
in the same place now used by THREE 


You stock only a minimum number of frames, yet offer a choice of 54 different hampers 
to satisfy every need. Gives you a warehouse supply without costly inventory. 360° air 
fresh ventilation . . . snag-proof interiors . . . strongest hamper made .. . kick proof, 
scuff proof, won’t chip; crack, vear or peel. 





Textured and Jeweled Designs, never before known! 
Decorator or are aglow with jeweled sequins . . . 
butterflies . . . gold traceries. . ulptured effects .. . in 
exciting pre- -tested colors. High PROFIT news for you! 


~_ QUAKER'S , 
a . Ie TRAY TABLES 
a. PA CRAFTED OF MIRACLE MATERIALS 
» Gold-Meshed FIBER-GLASS 


ws IN Guaranteed Practically Indestructible 


New as tomorrow! Designs of breathtaking beauty! Feather- 

light . . . heat and weatherproof . . . for indoor and outdoor 

N/A use... won’t chip, scratch or dent ... its beauty can’t be marred! 
—_— SEE-THRU CRYSTALENE 


New .. . exclusive transparent-as-glass trays that shimmer 





with gold! Non-tarnishable golden frames . . . Quaker has 
PATENT #2851166 covers sets created the ultimate in high fashion to SKYROCKET your 
where one table on casters is PROFITS! 


serving cart and self-storage 


tt, Angee A Set for every budget... A Style for every decor 
QUAKER'S 


Add-Ov SHELVING and ROOM DIVIDERS 


CREATES CUSTOM ARRANGEMENTS...STURDY AS FINE FURNITURE 


Mw Cail / Four Sections that INTERLOCK 


In Long—Low and Step Combinations 





Square brass columns smartly 


support shelves of walnut, 

mahogany or ebony finish. 

Sturdy solid “‘interlocking’”’ = 
assembly can’t sway. High EJ 

bottom shelf for tall books and 


art objects. Watch your sales 
SNOWBALL as customers 
create new modern arrange- 
ments for home and office. 


HI-BASIC HI-ADD-ON LO-BASIC LO-ADD-ON 














Get the EXTRA Profits that 
QUAKER Products make possible! 


Contact: QUAKER INDUSTRIES ¢ Kenosha, Wis. 
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SELL COOKWARE ? 


Alcoa Tells America... 


ALUMINUMS EVEN BETTER 
FOR EVEN COOKING! 


Bois 
One > 44} 


4 


A ae 2 Ml my et) 


~ 


*Another Aicoa Market-Maker sty March & a 


Millions will see it . . . millions more will hear it .. . 
Alcoa’s nationwide message to the homemakers of 
America: ““Aluminum’s Even Better for Even Cooking!”’ 


On Alcoa Theatre (NBC-TV Network, alternate Mon- 
days, 9:30 p.m. EST) . . . four hard-hitting commercials, 
going home to 18,800,000 viewers with aluminum’s 
even-heating, even-cooking story. 


On Alcoa Presents (ABC-TV Network, every Tuesday, 
10:00 p.m. EST) . . . seven more cookware commercials, 
presented on one of the nation’s newest, most dramatic 
television series to an audience of more than 17,000,000. 


On Network Radio . . . reaching an estimated 3,000,000 
listeners with multiple sales messages on aluminum 
cookware. 


*MARKET-MAKER symbol- 
izes Aluminum Company of 
America’s year-round sales- 
stimulating programs for manu- 
facturers and retailers of alu- 
minum products. Watch for 
other ‘‘Market-Maker’’ pro- 
motions of FURNITURE e 
HARDWARE e GIFTWARES 
e BOATS, MOTORS AND 
ACCESSORIES e SPORTING 
GOODS e MAJOR APPLI- 
ANCES e RESIDENTIAL 
BUILDING PRODUCTS 


Make it pay... Send for free display! 

Tie in with Alcoa’s sales-making theme, “ALUMi- 

NUM’S EVEN BETTER FOR EVEN COOKING!” 
. feature it in your own advertising and promotions 
. and send for your free display kit today! 


iY 7 


~ a 
8 OUT OF 10 BUYERS Guide 
KNOW THIS LABEL... | =| to the 
IT’S THE BRAND BEHIND ALUMINUM | Best in 
THE BRANDS THEY BUY | ne Aluminum 


Value 
aOR i pO Say TGS 


If you are a retailer, ask your suppliers of aluminum cookware to affix Alcoa 
labels to their merchandise at the factory. 


If you are a manufacturer, write us or contact your nearest Alcoa sales office 
for details on the simple agreement that entitles you to full labeling privileges. 


Aluminum Company of America 
1626-B Alcoa Building 
Pittsburgh 19, Pa. 


Send me your Free Kit of Display Material, featuring Cookware made of 
Aluminum for use in my store during March-April. 


Store Name 
Address 


City State 
Ordered by | Title 
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HARDWARE 
CIAL ! 


_ ts”, 
Fy aS eee a a 


bra tae 


ROE 
ak 


Se —— 


MODEL NO. 6OM 
with magnetic lid-lifter 


Boost your Hardware Week Sales 


... with Dazey! Standard model LEADER can opener 
with all these top-quality features ... regularly $3.95 ...., 
now only $2.95 during Hardware Week! 


@ New improved design 

@ Grease-sealed cutting wheel 

® Magnetic lid-lifter 

® White, yellow or red baked 
enamel finish 


All Dazey products are guaranteed, in writing, 
free of defects in workmanship and material. 


Available for a limited time only! 
NO. SP60M Be sure to order No. SP60M from 
Self-selling display pack- your distributor now! 
age. 3 white, 2 yellow, 1 
red. Dealer cost: $11.82 Be sure 
it's a> 


a 


MANUFACTURED BY THE DAZEY CORPORATION, ST. LOUIS 7, MO. 
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REPEAT OF BR | GGEKR ! 
OONMNON ANEW CIORS . 
Pe BETTER! 
“FACTORY RUN” B ° 


ID HAVV \T! Killarney 
ON ONUCONE MS Wi: Savings Up To 52% 


Westfield 


Pineland \ 


16-Pc. Solid 


Q.95 


Reg. $20.80 


= Co 16-Pc. Patterns 
Patrician 4 il : 1 2 95 


Solid Color . Reg. $25.00 


Boontonware’s “Factory Run” promotions were Boonton Patrician Solid Color 
sell-outs in ’57 and ’58! Now 3 ways bigger for a honey: — sewing 
~ ° ° ° our ace settings 
’59, with the sensational new Patterns intro- , . 
duced in the fall, the elite of Boontonware’s Solid SB0ontonware Patterns — 
; ‘ Single 4-pc. place setting 
Colors, and the most-wanted Service Pieces! Sell Four place settings 
dinnerware according to your customers’ pref- : , 
Slaeee aleaslial dl a a Boontonware Service Pieces — A big traffic 
erences — either single 4-pe. place settings 01 builder, giving you the regular 40% plus an extra bonus profit! 
16-pe. sets. The more they buy, the more they A proven promotion backed by a complete merchandising program! 
save, and the more you profit! And you make GUARANTEED AGAINST BREAKAGE 
even more! It’s a proven fact that service piece 
sales go with place setting sales. Each such sale conton Ware’ 
gives you 40% plus an extra bonus profit! A finest of all melamine dinnerware 
tried-and-proven promotion! BOONTON MOLDING CO., BOONTON, N. J. 
Want more facts? Circle 162, p. 145 
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““FLIP-TITE’’ WEATHERPROOF RECEPTACLES — 


Separate, spring-hinged 
covers seal each outlet for 
greatest protection. Avail- 
able in nine different styles 
to answer every customer 
need: single and duplex uni- 
versal plates; single and 
duplex receptacles, both 2- 
and 3-wire; single pole and 
3-way switches. 


ot ready for 
“sf Cpring 


SL PROAT PRODUCERS 


NN rubber and plastic ... in black and bright 

red. Molded-on caps and connectors provide 
sealed weatherproofing. Packaged for attrac- 
tive counter display. Available in two and 
three conductor types — in a full range of 
wire sizes and lengths. 


Springtime begins the outdoor living season... when 
your customers will be looking for Royal “Flip-Tite” 
outdoor devices and “Powr-Kord” heavy-duty exten- 
sions. Display this popular combination and capital- 
ize on the big demand for weatherproof electrical 
cords and devices .. . for connecting lawn mowers, 
hedge clippers, outdoor barbecues, porch lights, and 
the countless other electrical necessities of modern 
living. 


Stock up today, from your nearby Royal wholesaler 
... Or write for Catalogs 3-55-3, 3-55-03, and 2-03-7 
and give us your wholesaler’s name. 


- 


ROYAL ELECTRIC CORPORATION 


AN ASSOCIATE OF an associate of International Telephone and Telegraph Corporation 


ms i PAWTUCKET RHODE ISLAND 


Manufacturers of WIRE © CABLE © CORD SETS © FUSES *© WIRING DEVICES 
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The man who liked to break windows 


7 MAN was a real humanitarian. Yet h: 


just loved to hear that crash, clatter, tinkle 


and clink! You know why? Because a broken 
pane of ordinary window glass gave him an ex- 
cuse to install PENNVERNON in its place. He wanted 
everyone to enjoy PENNVERNON’s smooth, un- 
marred finish, remarkable transparency and clear, 
true vision that make it more than just window 


glass. 


You can be a friend to everybody, too. All 


|p Paints * Glass * Chemicals 
Gi 


you have to do is sell PENNVERNON to your 
customers as replacement window glass. They'll 
certainly appreciate it. 

For “window glass at its best,” get in touch with 
your nearest Pittsburgh branch or distributor. 
Pittsburgh Plate Glass Company, 632 Fort 
Duquesne Boulevard, Pittsburgh 22, Pennsylvania. 


PENNVERNON”* 


...not just window glass 


Brushes * Plastics * Fiber Glass 


PITTSBURGH PLATE GLASS COMPANY 


In Canada: Canadian Pittsburgh Industries Limited 
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PORTABLE 2) 2()|/ i{I(( 


CAN OPENE 


with Exclusive Retractable Legs 


Joins the 


Yar con 


BIG 100,000 
CONSUMER CONTEST 














eon Neng CE Rene. 
7 
- 











Tt). | Ud) 





“ALCOA THEATRE” 
° NBC-TV 
jan. 26, pate : 
Feb. 23, at 


3 
jai. 20, Feb. 9, 
Feb. 17 and Mar. 3 











Plus.- 


2-Color 


...in the Nation's 
ae | NEWSPAPER TOP 50 
4 PAGES| MARKETS 
Sy 


™™ . 
Can-O-Matic Bi casy in with THE LINE MORE PEOPLE PUT THEIR MONEY ON 











— 
EXCLUSIVE! and Alcoa Wrap 


are both featured in 
Retractable legs million-dollar promotion 
for tall cans of the ALCOA contest 


Get in touch with your distributor or write .. . 


RI VA L MF G. C 0. 4 KA N SA S Cl TY 2 9, M 0. CAN-0-MAT ® 1CE-0-MATIC ® PROTECT-0-MATICT™ KITCHENEERT™ 
Rival Mfg. Co. of Canada, Ltd., Montreal Most Beautiful Portable Electric FOOD SLICERS Combination Salad 
Can Opener Made ice Crusher Electric and Manual Maker & Meat Grinder 
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SANDPAPER “SUPERMARKET” 
100 


COMPACT! 


Takes less than a square 
foot of counter space. 18” 
high, 1114” deep, 10” wide. 


FOUR ASSORTMENTS! 


K-1 Deal pictured contains 
one sleeve each of very fine, 
fine, medium, coarse, very 
coarse ‘‘Production”’ Paper 
and one sleeve each of super 
fine, extra fine, very fine 
‘‘Wetordry’’ Tri-M-ite 
Paper. Three other K-Deals 
are available with various 
assortments of flint, garnet, 
emery cloth, and ‘‘Wetor- 
dry’’ Tri-M-ite Paper. 


COLORFUL! 


Bright green and yellow 
lacquer finish. 


Sts your sales 2576! 


3M 3M ¥ 
ss Production & 


Wetordry 


_ Sandpaper STURDY! 


FOR FASTER, EASIER SANDING! Solidly constructed of 34” 


Fi yt Pe.| WETORDRY TRI-M-ITE PAPER VF 


ETI PRODUCTION FINISHING PAPER 
me : ha 


OFEN COAT 


PRODUCTION PAPER 
pA 








po-oo oon 


Representative. 


----------- 


FREE crit cue! 


Tells at a glance which type of 
paper is best for each job. Mail 
coupon for your free Grit Guide, 
available through your 3M 





basswood with 14” Masonite 
shelves. 


eTOPPER! 


Brings your sandpaper 
stock out in open. Complete 
simplified grit assortment. 
Sliding shelves let custom- 
ers serve themselves. 


*“‘Wetordry’”’, ““Tri-M-ite’’ and 
**Production”’ Paper are reg- 
istered trademarks of the 3M 
Co., St. Paul 6, Minnesota. 


~--------------4 


Minnesota Mining and Manufacturing Company 
900 Bush Avenue 42-5E, St. Paul 6, Minnesota Dept. LV-29 


Store 





By 





Address 





Zone _State 








RE EL ae 





Miienesora [Yfinine ano [Vfanuracturinc company 


coe WHERE RESEARCH IS THE KEY TO TOMORROW 
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FROM GENERAL ELECTRIC! 


: 
7 best dV 
t Bull | Were 


/ 


CMALLER =: Wea 


NOW MORE 


BRIGHT ER > ye mene 


ALL-OVER ) 








WHITER 2: (Ogee 


aND nce 


o 


Nw LAMPS at! 
LIGHT 7 BEFO 
wea auLBS SWoULONT . tis ean * 
WERE 1 pac uke ths © new GE > 5m more . TY, 


nt than two 60's = rent 5 uf 
, Ne a G* bonus Hh white” 
+ a 
t it’s peaut! itully . tet 
t . : 
m Ff 
, 4 shadows- | 
f ’ . =i 
jets 3 hy 
; % 
; 


This new SNS a ‘ 
in regu 
art 
spon be av TE on 
too. NOW | nor ‘wat $i 
today. Handy — 


Most Important 


ag iC 
on ECTR 
Cn nt ce El 





POWERFUL ADVERTISING SUPPORT! 2-page spread above announces this 
new bulb in LOOK, March 17th and LIFE, March 23rd. Also to be advertised by: 


GODFREY—CBS Radio PAAR—NBC-TV SATURDAY EVENING POST 
GARROWAY— NBC-TV 2/75 SUNDAY PAPERS BETTER HOMES & GARDENS 
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SEE WHY 7RUE /EMPER. 
FISHING RODS SELL FASTER 


New Tip Combines 
HOLLOGLASS FOR ACTION 
SOLID GLASS FOR POWER 








Bi a*) me -leele)-iaee tll elilel-s 


fel mm) *lialallal> mie am —1-t) ae @r-t-lalale 
low. 2° eho ood o Mile lal am: lendiola y 


$Q95 
/ | 


It'S easy to excite 

customers with this 
7 ‘Ol=)\\an el -t- On lees olor gele 

fn olelal—-jaq0leidle)aham ll ell—\-leidlela 
is Holloglass for fast action 
—butt section is solid glass 
for casting power. Improves 
a, beginner’s casts and con- 
firms the expert’s skill. Also 


—- / ~ -y 
shes ti ict eli sil eels mer) > 1088 10) oP 


EMPER. 


New ‘Speedlock’ Handle 
SEATS REEL QUICKER 
THAN EVER—CAN’T JAM 





True Temper ‘Eagle’ 
= Telite mi Cii- tt mi —1- than @t-t_idlale ME. Jele 
No. 3593—5 SL action 


$Q95 


Patented ‘Speed- 

lock’ reel seat, is 

improved. Locks reel 

ojala lal-)4-laleh sm-leelele) dali’, 

and won't freeze, cor- 
rode or jam. Secret isa 
al=\\ am ilel-ige|l- tam elle lale|—-iaugeler 
no) €= ta lel- tee me) alm aelel-) aml af ile)ilal=s 
si ale mm Ol- ti Gm er- tial elemeelelel—ii—mr- ki 


w So Rolo mr- tale mel oF 


ai] AMERICAN TACKLE DIVISION 


(3 Your basic line — your money line 
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N EWS! A Great 
W pe bene Neg oo 
PLWEAL, SWieAl VAL re ND. Hardware 


Sell boat hardware... 


profit big from the booming boat market! 


Figure it out for yoursel 

Not only shore, river an 

too, where Doats are trailer-n 

to eal dal-mecdde)' sia) camaleiaale\—1 

they want! The 14 

items by Presto 

quality speciaity 1V . 
dazziing-designed . economy-priced ll a 
of cast bronze with an eye-catching, sea-resistant, 
coated chrome-plated finish. Individu ally packaged 
screws in exclusive, transparent Pres Pac t 
sales appeal! Order and profit today! 


“BOAT = 


ieee ya Sea CENTER 


“ Taare 
y v¥ 


M-400 INTRODUCTORY DEAL! 


List Price $138.90 
Your Cost 83.34 


YOUR PROFIT $55.56 





MARINE HARDWARE 


Tee MARINERS CHOICE 
Write today to Len Harris for full information. 


Presto Marine Products Division, Presto Lock Company FREE Self Service Display Unit 


Main Office and Plant: 100 Outwater Lane, Garfield, N. J. : 
Direct New York Wire, CHickering 4-0043 Keep track of complete inventory at a glance 
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—~ QUICK SERVICE 


'z .- aie Ta Poncnage 
+ as 





I. LEONARD SPRECHER, owner 
of Sprecher’s Sons Hardware. 


A MODERN, ITEMIZING NATIONAL CHECK-OUT SYSTEM speeds 
service to customers and enforces accurate records. 


A NATIONAL SYSTEM provides transaction and depart- 
mental control for I. G. Sprecher’s Sons Hardware. 


“Our C@lalional Cash-and-Charge System 


saves us 2,100 a year... 


pays for itself every 2 months.”’ —I. G. Sprecher’s Sons Hardware 


Ephrata, Pa. 


“Our hardware store is enjoying the 
biggest change and improvement in its 
89 years of retailing,” writes I. Leonard 
Sprecher, owner, I. G. Sprecher’s 
Hardware. “And this is due in great 
measure to the many efficient services 
provided by our new National Cash- 
and-Charge System 

“We operate a self-service operation 
and our National handles all transac- 
tions (both cash and charge) at the 
check-out counter. Since our National 


System automatically records both 
cash and charge purchases, we have 
complete control over all sales, and 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


have virtually eliminated losses from 
misplaced or forgotten charge slips. 
Furthermore, our National saves us a 
lot of valuable time since it posts 
charge customers’ accounts at the same 
time the transactions occur. 

“A thorough analysis of our business 
has proved that our National Cash- 
and-Charge System saves us $2,100 a 
year... pays for itself every 12 months.” 


Vomard drocber 


Owner, 


1. G. Sprecher’s Sons Hardware 


1039 OFFICES IN 121 COUNTRIES * 75 YEARS OF HELPING BUSINESS SAVE MONEY 
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Your hardware business, too, can enjoy 
the increased efficiency and economy 
made possible by a National System. 
Nationals pay for themselves quickly 
through savings, then continue to re- 
turn a regular yearly profit. National's 
world-wide service organization will 
protect this profit. Ask us about the 
National Maintenance Plan. (See the 
yellow pages of your phone <=™ 
book.) 





*“TRADE MARK REG. U.S. PAT. OFF. 





CASH REGISTERS + ADDING MACHINES 
ACCOUNTING MACHINES 


ncr paper (No Carson Reauired) 
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MAKE BIGGER PROFITS 
IN PAINT SUNDRIES 


Lh Lo led am DI-> €-1) mt ad mele le lets— 


the only complete line of painting and maintenance 
iccessories... delivered to you from one nearby source. 
> profit 
customers mean rapid turnover. 


DEXALL BRUSH CLEANER=renews any brus 


' | 
1e and ({ 


aked NITH ere piant 


DEXALE sth eer the most effective, fast-working 
¥-to-use Dieach mie nest furniture refinishing. 
DEXALL HOLD: VTE GLUE—an all-purpose white glue of 
treme! trengeth. Dries clear, won't stain - 
2 ‘ ilies v. ; aleliat- g-lelelis relate! 
S }uUeeZe ©) 041 -mr-} ©) ©) iL er- 8 Ge) f ' d 
ecorating needs 


DEXALL PATCHING PASTE—read Pe on 
Spackling mpound. Applies easie« “ 
DEXALL TACK RAG-—aids fine painting. One wipe picks | ih == =— 


‘ ort | ‘ . ; | 
TU] oeelia @e-lale mmol) )-) om Oh-1-mme)'.-1 ar ale mney" 








DEAN. “STAIN saree: ais 2 geal tale other 
ne aye anc q St 1S Pro Vi good bas , 
‘ 


fo) ap iisitiammeerh 


VERALL Bs llietol cia eLUi le me-y-)alellel-am- lle meen 


nad varnished surfaces 


»s hours of sanding time 


DEXNL WOOD PATCH—actual wood in easy-to-use, 


nshrinking paste form...in tubes 


1 cans. Six colors 


DEXALL SUPER CEMENT —nitrocellilos type cement. 


akes waterproof bond on wood, metal, glass, china, 
leather, plastic and paper 


DEXALL CE VAiIN ie COMPOUND—for wood or metal 


sash. Remains elastic, will not crack. 


DEXALL CAULKING COMPOUND-—tough, elastic, 


long-lasting seal. Knife and gun grades 


DEXALL CAULKING GUN—heavy gauge, all-steel 


construction. Fits any metal or fiber cartridge 


SELF-SERVICE 


YOU SAVE MONEY...YOU SAVE TIME..-WITH DEXALL MERCHANDISER! 


A single nearby source keeps your low inventory requirements at This complete Dexall depart- 
peak efficiency. Place one order. . . save on freight costs! ment requires only four square 

feet of floor space. Will build 

sales and profits .. . fast. ..in 

DESHLER PRODUCTS CO., Deshler, Ohio your store. Write now for details. 


distributed by The Sherwin-Williams Co., Cleveland 
Acme Quality Paints, Inc., Detroit * John Lucas & Co., Inc., Philadelphia 
W. W. Lawrence & Co., Pittsburgh * The Martin-Senour Co., Chicago 
The Lowe Bros. Co., Dayton * Rogers Paint Products, Inc., Detroit 
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WOOSTER does more to help 
you Sell more of everything you sell! 













You'll build traffic...increase brush 
sales...sell more paint with 


€txploded-Tip 
Brushes 


The World’s MOST COPIED BRUSH! 


i 4 A 
Picks up more paint...releases it more evenly ...spreads it Less chance for Tr 

















more smoothly. The one brush you can recommend for 100% brush marks because 
satisfactory results with all types of paint and varnish. Exploded- 
Tip brushes continue to paint long after ordinary brushes are EVERY TIP 
worn out. They bring customers back . . . help you sell more paint 
and sundries. 











NEW! wooster’s pDoUBLE- 
SELECTA BRUSH MERCHANDISER 


A smart, colorful, permanent-type merchandiser. Displays 
two complete brush selections in all popular sizes. Two 
revolving sections for easy self-service. Takes only one sq. 
ft. of counter space. Get it free with brush selections at the 
regular price. Cuts sales time... builds impulse sales. 








two PROVEN sates BUILDERS... { ware panpy 
— SELECTION 


New best 
seller in white 
bristle brushes 


ee | 
7 Seay ) ~ ‘toe E 








EXPLODED-TIP MART PURE BRISTLE MART Choice soft white bristle in a brush made to 
Well-organized, twin displays. Each holds a selection of the 14 high quality consumer specifications. Com- 
most called-for brushes. Use side-by-side, back-to-back, or stack petitively priced and displayed in beautiful, 
them. Takes little space ...use area below for other items. Get colorful counter merchandiser. Five most 
displays free with brushes at regular price. popuiag sizca. Diapeny tree 


THE WoosTER BRUSH COMPANY - WOOSTER, OHIO 
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atlial-weicaclimutelas.? 


only 


Sages 


complete with rip guide, 
circle cutter, 45° tilting 
base plate, and 7 blade 
complement of the right 
blade for every job... 
nothing else to buy! 


 — ‘ 


SPECIFICATIONS: 


Motor: 110V 6 amp AC-DC. Length: 8”. Width: 7 
Height: 7%". Unit weight: 6% Ibs. Shipping weight: 
814 Ibs. Packed: one unit per carton. Strokes per 
minute: 3400. Length of stroke: 1”. 


Model 909 


f-F- halt gt -— 


Talelh=) cat- | mmeit-t-t-))i ler: oe 
conventional saw grip; cutting 
blade im line of sight; auxiliary grip 
knob; beautifully balanced; light 
vc-110 10) @mm-Jpnlele) damm aelalaliale mamolele) Mme) e)-1e- 1c 


UL listed under 
tion; 


Take Par- lee) 4a-y- a mel(-y-le-meelOl-) ahigelan Mi lal-me) 
on Ub Oana ale l-)qmmonelan eae) mmm cate lel -)amr-)) a) coun 
powerful 4% H.P: motor; 3 wire 8 ft. 
cord with adaptor; heavy duty roller 
Flare mel iihtom el -1-Lalale te 


Cuts all metals—alu- 
minum, brass, copper, 
steel—from thin gauge 


Cleverly designed 
circle gauge to cut 
curves and perfect 


Cuts pipe and thin 
wall up to two inches 


Cuts fine pattern work 
in most any material; 


Cuts 2x4,4x4,6x6. 
4 x 4 at a 45° angle in 


its curved foot plate 
enables it to start its 


in diameter amazingly Masonite, metals, 
tiles, Formica, wall- 


board, plastics, etc. 


seconds. own inside cut any- 


where you want. 


to 4%” thick. circles easily. fast. 
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Bley -t—m A" f-) Adal iale mm: Wat-tii-lgeme-t-h ae 


Do; More Than A Circular Saw Does! 


Does many things a band saw 
or nibbler will do— and many 
things that, until now, only 

a chain saw could do. No other | 
portable electric-saw can cut 

a 6” hoard or a 6” log, 

yet cut any pattern, too! Cuts all 


metals up to '4” steel & 2” pipe. 


%.. 


Pa\ 


a 
PRODUCTS, INC. 
Cuts thin gauge sheet Will easily cut logs up With knife bladeitcuts Equipped with an 


metal and sheet steel to 6" diameter. styrofoam, foam rub- easily adjusted rip 5810 Northwest Highway 
easily, quickly and in ber, paper, cardboard, guide for accuracy 
any pattern. rubber, leather and all and dependable align- Chicago 31, Ill. 

materials cut with knife. ment. 
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ILCO “UNIVERSAL” 


with parallel arms 
FOR INSTALLATION ON RECESSED SIDE OF DOOR WITHOUT BRACKETS 


This closer packs a 3-way sales punch. It elimi- 

nates headroom interference: it is safely out of 

the way when the door is opened. Its installa- 

tion is neater, less obtrusive — no brackets are 

required. And finally, it is completely depend-, 
able. 

Available for parallel arm installation with non- 

holder arm, with 135° holder arm, and with 

180° holder arm. 





To cash in on Fall and Winter door closer sales... 


BE SURE YOUR CLOSER STOCK IS 


or wave 





ILCO “UNIVERSAL” 


FOR RIGHT OR LEFT HAND INSTALLATIONS WITHOUT CHANGE 





Here’s the closer that licks normal installation 
problems. It’s ready for mounting as is... 
without any mechanical change .. . on right or 
left hand doors. No more “‘ wrong handed’”’ in- 
stallations. 


All ILCO “UNIVERSAL” closers are uncondition- 
ally guaranteed for 2 years (except when mis- 
applied or abused), have a rugged, leak-proof 
construction, an extra powered helical coil 
spring and a heavy, forged steel, one-piece 
shaft and crank which eliminates breakage. 


__ Whe steaight line tosatisfied customers. steady profits a 


Want more facts? Circle 175, p. 145 
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Ap ® 
enfeclion PRESENTS THE 


FORWARD TREND. ww space Heatine 


IN OIL. HEATERS 


Two CORONETS, 50,000 
and 65,000 Btu, with built-in 
circulator blower. Five other 
models from 38,000 to 79,000 
Btu, one with Perfection’s 
patented Regulaire blower 
control. Six models have ex- 
clusive “Midget Pilot” that 
cuts fuel bills 30 to 50%. 









































IN WALL FURNACES 





New models! New styling! New low prices! 
Now, in Perfection’s giant new line of space 
heaters, there’s a model to close every sale. 
Prices to beat your toughest competitor. 
Style and comfort to please your toughest 
customer. Leader of the line, in both gas 
and oil, is the brilliant new CORONET —a 
crowning achievement in space heater de- 
sign that’s years ahead in every way. For 
happier customers, and more of ’em, join 
Perfection’s Forward Trend today. 


IN GAS HEATERS 


Six all-new Circulator models 
and six all-new Radiants; 
vented or unvented of 
22,000 to 65,000 Btu. The 
CORONET, with built-in 
master controls, is available 
as either a Circulator or Ra- 
diant. All are designed for use 
with natural or LP gas. 








Get full details on Per- 
fection’s new ‘“‘Direc- 
tor’’, best looking, 
easiest installed wall 
furnace anywhere. 
Available in gas, 70,000 
Btu input, or oil, 65,000 
Btu output. Smart lou- 
vered styling. Com- 
pletely automatic. 
Controls are all factory 
wired and assembled. 











| 








IN PORTABLE HEATERS L 









De ee ee ee eee eee eee 


BE A PERFECTIONIST! ATTACH COUPON TO YOUR LETTERHEAD AND MAIL 
TO PERFECTION INDUSTRIES, CLEVELAND 10, OHIO 


Please send without obligation full details on your new line of 














space heaters and a Perfection dealership. 
NAME 
STREET mu oe RESIN in RR 
CITY __STATE_ vine ineitalissiniiniaalaaitieaiiaia 





© ; 
A Parkction INDUSTRIES, DIVISION OF HuUPE 
_eyrilian. 

CLEVELAND, OHIO — WAYNESBORO, GEORGIA 


| COMPANY euikstamaiteh 
l 
| 


eee quem que queme ques que ques Gees Gum Ge Ge GE GES Ge Gu 
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STRONG, STRAIGHT SHANKS 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


rey ’ sot +, re rae r at 
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> “Only Noah could make 
more money than you...with 
Barnes Sump Pumps!” 


Wherever there’s water, there’s plenty 
of profit in Barnes Sump Pump sales. 
Deluxe and economy pedestal models 
and a new lightweight submersible de- 
liver up to 3100 GPH. Heavy-duty in- 
dustrial sumps, too, with capacities to 
4800 GPH, lifts to 25 feet. Want to find 
the silver linings in the rainclouds in 
your parts? Just write old Jim Hulse 
before the next downpour. 


ae aka 


BARNES MANUFACTURING CO. 
MANSFIELD, OHIO 


Dept. E-29 


2. REAR oe eet bes | 


Po ee 








a +. * 
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Simple program helps you sell 
insecticides and more spray equip 
to more customers per hour! 











Feature Push 
hose all-purpose 


Sprayers insecticides 





They make spraying easy! Anybody ...containing malathion. Recommend 
can use ’em. Customers will use more any malathion insecticide with con- 
chemicals, spray more often. fidence, cut inventories at same time. 


Want more facts? Circle 179, p. 145 
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Its easy to 
... prevent bug damage 


on 
i — Ni 


OW to do it | 
eaf 


Ps "8Wilbes indyy, ) mal d th On 


Send for this FREE a 
question-answering display hneanel 


Write: American Cyanamid Company, 
Agricultural Division, Dept. GS, 


Saves you hours of selling time. Shows bugs New York 20, New York. 


and bug damage in full color. Pockets for: hose 


sprayer or dust gun; any malathion insecti- 
cide; full color leaflets. 


Piease send display and supply of leaflets, 


Name 





Street 








MALATHION 


INSECTICIDES EO Ne ok ROME ee NE 
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ACTUAL SIZE 
PRICE MARKS 


ee bed BB 


HOS 


111 
222 
333 
4ae 
9.955 
666 
177 
888 


= 


12$¢ 


LAYOUT NO. 


K-46 


4 BAND 








NEW Garvey price markers for 


61.98 DRUG 


11111 
22222 
55595 
A4AAd 
5595> 
66666 
aa oS i ¢ 
88888 
99999 
10000 
ll. .2¢ 
12/¢$¢ 
G — ++ [y 


LAYOUT NO. 


XC-25 


5 BAND 


HARDWARE 
VARIETY 
STORES 


@ Two new models from which to choose, 
@ Four, five, six and multiple band layouts, 
@ Coding layouts with letter bands. 

@ Band layouts interchangeable. 


@ Band layouts shown are two of many 
stock assembly layouts available. 


@ Special Garvey Price Markers made 
to specifications. 


@ Easier, better, safer pricing. 


@ Clear, sharp, easy-to-read price marks 
on bags, boxes, bottles, 
cans, metal, glass, paper, plastic. 


@ Automatic, self-inking, all-metal. 
Will not break under hardest usage. 


@ Simplify price marking of all hard-to-mark 
merchandise, reduce price marking 
costs and stimulate consumer buying. 


WRITE FOR COMPLETE GARVEY CATALOGUE 
OF PRICE MARKING EQUIPMENT, 
INKS AND OTHER SUPPLIES. 


GARVEY CORPORATION 
4379 DUNCAN AVE. « ST. LOUIS 10, MO. 
Eastern Sales Office: Pacific Coast Sales Office: Regional Sales Office: / 


44 WARREN STREET 5464 ALHAMBRA AVE. 3126 BREMEN AVENUE 
NEW YORK 7, NEW YORK LOS ANGELES 32, CALIF. COLUMBUS 24, OHIO 


ERE Oe Se OE REN ON OF OE Bi FIO LOTION OE RRae ie 
/ 
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FASTEST SELLING 


NEW PROFIT 


LINE FOR YOU! 


¢ There’s a tidal wave of new business in boating... 
Get your share 


Every boat needs hardware and accessories 


® Boat Owners are your customers right now 


¢ ALLAN MARINE HARDWARE .. . The 
Complete Line . . . Designed, pack- 
aged and displayed “TO SELL’ 


Be the first hardware 
store in your area to 
become an 

ALLAN MARINE 
HARDWARE DEALER 


60 Page Catalog 


WRITE TO: MARINE.INC. 


200 FRANK ROAD, 
HICKSVILLE, N. Y. 


Division of ALLAN MFG. CO. World’s Largest Manufacturer of Rod Mountings 
Want more facts? Circle 181, p. 145 
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Myers ‘‘Fire-cured’’ Epoxy tanks 
are best. Here’s why: 


Fits any Installation 


All Myers Epoxy tanks feature universal 
tapping. One tank fits all pump installa- 
tions, regardless of type, make or size. 


Double Protected 


High bake, tough epoxy coatings are super- 
bonded to heavy gauge steel. . . inside and 
outside the tank. Tanks are double-protect- 
ed against premature “rusting out” due to 
damp installation sites and highly corro- 
sive water. Myers Epoxy tanks look better 
... last years longer. 


Time-tested 


Epoxy is the same tough durable coating 
that protects Myers power sprayer tanks 
from damage by highly corrosive spray 
chemicals. Years of actual field experience 


have proved the superior protective quality 
of epoxy coating. 


Here’s a profit-making extra that adds real punch and customer 


appeal to your 1959 profit-program. Contact your Myers distributor 
today for full details and prices or write: 


ee ee : | Myers} 
| The F. E. Myers & Sro. Co. 


ASHLAND, OHIO KITCHENER, ONTARIO 


Be Bae oe ee 








Built with the dependable perfection you expect from Myers. 
Want more facts? Circle 182, p. 145 
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Buying Check List 


of new hardware items 


Keep up to date. Check the new items and 
selling aids in following pages and keep 
posted on new ideas for making money. 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 145, and mail. 


HARDWARE AGE BUYING CHECK LIST 


Here is a quick Check List of items described in the following pages 


Hoe with serrated edge 
Self-chalking line reels 
Compact sprinkler display 
16 in. paring knife bar 
Electric outlet system kits 
Vertical-action grass shear 
Painting glove displays 
Lightweight lopping shears 
Rug shampooing applicator 
Four electronics pliers 
Carded pull, cabinet catch 
Automatic coffeemaker 
Unbreakable drywall hammer 
Streamlined rotary mower 
Paint remover display pack 
Tools to open stuck windows 
Counter display steel tapes 
Masonry repair product kit 
Casserole candle warmer 
Economy line of hammers 
Children's exercise horse 

2 wild bird seed foods 
Aluminum cornstick pans 
Pouring spouts for drums 
Promotional line of brooms 
Sash cord in 3-color bag 
Bubble-packed hose nozzle 
Vacuum bottle stoppers 
Rubber drainboard and mat 
Spray gun display carton 


Two woodworkers’ vises 
Maple closet pole sockets 
Portable food-drink mixer 
Calk for cold weather use 
Dual screwdriver-drill unit 
Popular price tackle box 
Triple ice-crusher unit 
Six mailbox styles added 
insulated beverage server 
Razor-sharp kitchen knife 
Garden hose spray nozzle 
3 riding tractor models 
8-piece orange juice set 
Brass-finished table legs 
Gadget to germproof rugs 
Outdoor furniture cloth 
Saddie style folding stool 
Light autoloading .22 rifle 
35 in. promotional rifle 
Pin and stud-setting tool 
Parallel ground adapter 
Convertible high chair 
Paint supply display deal 
Display carton for tapes 
Chamois-like cleaning item 
Toilet seat merchandisers 
9 inch radial arm saw 
All-purpose utility shed 
Colorful chair reweb kits 
Stainless steel spray gun 
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HARDWARE AGE BUYING CHECK LIST 


CO 





BUYING CHECK LIST 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


Item 1 


Hoe with serrated edge 


True Temper’s new garden hoe 
has a serrated edge for easier dig- 


ging and faster hoeing. Four sharp 
points per inch of width penetrate 
the ground easier. A _ socket pat- 
tern, thin, tapered blade has a fire- 
hardened spring neck ash handle. 
Comes in 6% x 2% in. and 7 x 2% 
in. blade widths. True Temper 
Corp., Dept. HA, 1623 Euclid Ave., 
Cleveland 15, Ohio. 


Item 2 


Self-chalking line reels 


This new self-chalking line reel 
in 50 and 100 ft lengths is called the 


Stanley Chalk-O- Matic. Die-cast 
aluminum sections prevent leakage. 
With handle locked in closed posi- 
tion a balanced plumb bob is form- 
ed. The filler cap is attached to the 
line to prevent loss. A one-piece 
felt gasket serves as wiper and 
sealer assuring uniform chalk coat- 
ing. A wire rack merchandiser con- 
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tains ten 50-ft reels, five 100-ft 
reels, six packages each of red, 
white and blue chalk and a replace- 
ment line unit. Retail value is 
$29.80. Stanley Works, Dept. HA, 
111 Elm St., New Britain, Conn. 


Item 3 


Compact sprinkler display 
Sherman’s 4-Pac display helps 
build sprinkler business by empha- 
sizing the Flik-Quik 3-way control 
in illustrated panels. Compact 16 
x 21 x 18 in. size fits windows or 
counters. Merchandise contained in 
the display is worth more than $42 
retail and includes one model 2-S-1, 


one model M-1 and two J-1 models. 
H. B. Sherman Mfg. Co., Dept. HA, 
22 Barney St., Battle Creek, Mich. 


Item 4 
16 in. paring knife bar 


Only 16 in. of counter space is 
needed to display 7 doz paring 
knives in this white plastic con- 


tainer with separations for the 
various styles. Below each is an il- 
lustration of the knife belonging 
there with its name and stock num- 
ber for easy restocking. The par- 
ing knife bar has a total retail 
value of $49.56. Each knife retails 
for 59¢. Ekco Products Co., Dept. 
H.A., 1949 N. Cicero Ave., Chicago 
39, Ill. 


Item 5 


Electric outlet system kits 


Now the Snapit Inter-link multi- 
ple electric outlet system is avail- 
able in complete 6 and 12 ft kits. 
The kits feature an all-direction 
swivel cap and flexible link sec- 
tions in 3, 5, and 11 ft sections. 
This electric outlet system starts 
from existing wall outlets and per- 
mits the user to add outlets wher- 
ever needed. Each kit is packed in 


4 
; 
| 
{ 


a colorful counter display box and 
bears the approval seal of Under- 
writers’ Laboratories, Inc. Cable 
Electric Products Co., Dept. HA, 
234 Daboll St., Providence 7, R. I. 


Item 6 


Vertical-action grass shear 


Here’s a new high quality, verti- 
cal-action grass shear. This shear 
has draw-cut action blades that cut 
quickly and smoothly. A _ tilted 
moveable blade offers maximum 
cutting surface with minimum ef- 
fort. Contoured handles provide 
comfortable grip and extra finger 
clearance. A_ pivot compression 





ITEM NUMBER ON FREE POSTCARD, P. 145 


spring provides evenly distributed 
tension for easy operation. The 
grass shear of high carbon steel is 
12% in. long with approximately a 
5 in. cutting length. Comes in an 
individual shelf box. Disston Div.. 
H. K. Porter Co., Dept. HA, Ta- 
cony, Philadelphia 35, Pa. 


Item 7 


Painting glove displays 
Two special displays are offered 
to introduce the new lightweight 


Nimble Fingers gloves for paint- 
ing. Glove offer No. 395 (Shown) 
has 3 doz pairs in assorted sizes 
with a self service, counter-top 
glove rack and display card. A 
profit of $7.65 is possible on this 
display which retails for $21.24. 
Glove display No. 906 with 2 doz 
pairs of gloves in an eye-catching, 
cardboard display box offers a 
$5.10 profit. Glove displays are 
given with orders for either deal. 
These gloves retail for 59¢ a pair. 
Pioneer Rubber Co., Dept. HA. 196 
Tiffin Rd., Willard, Ohio. 


Item 8 


Lightweight lopping shears 


Amateur and professional gar- 
deners will want these Snap-Cut 
lopping shears. They will cut 
branches up to 1% in. diameter. 
The lopper features high alloy met- 
al handles that are strength-tested 
and forced on so they won’t loosen. 
Comfortable nonslip grips and re- 


placeable cutlery steel cutting 
blades are features of this light- 
weight, anvil type shear. Shears 
have a fast, easy cutting action 
that customers can try out on a 
9/16 in. card-mounted dowel. Sey- 
mour Smith & Son, Inc., Dept. HA, 
31410 Main St., Oakville, Conn. 


Item 9 


Rug shampooing applicator 


Here’s a lightweight rug sham- 
pooing applicator for home cleaning 


rugs and carpets. The Glamorene 
Rug Shampoo’er features a foam 
control that eliminates trigger 
feed difficulties and uneven clean- 


ing results. Comes in pink, blue 
and yellow. It has a 52 oz tank 
mounted on a sponge roller with 
double rows of long polyethelene 
bristles. Retails for $7.98 in a take- 
home kit with a upholstery sponge 
applicator and a pint of Glamorene 
Shampoo. Glamorene, Inc., Dept. 
HA, 175 Entine Rd., Clifton, N. J. 


Item 10 


Four electronics pliers 


Four new Channellock pliers for 
electronics work of all kinds fea- 
ture slender long-reach jaws and 
handles, precision-matched jaws 
and points and hand-honed hard- 
ened cutting edges. These pliers, 
forged from high grade, heat- 
treated steel, have easy-to-handle 
blue plastic-coated grips. The line 
includes a flat-nose plier, a diagonal 
cutter with wire-stripping notch, 


THAN NEL LOCK: 


ELECTRONICS Piiees 


a round-nose plier and a long 
reach end cutter. Champion DeAr- 
ment Tool Co., Dept. HA, 1306 S. 
Main St., Meadville, Pa. 


Item 11 


Carded pull, cabinet catch 


A swept wing pull and a spring 
roller cabinet catch have been added 
to Prestige’s carded cabinet hard- 


= =. 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 145 


ware lire. The swept wing pull 
blends with contemporary or pro- 
vincial decor in triple plate, pol- 
ished chrome and polished brass 
finishes. The spring roller cabinet 
catch features a hinged action re- 
silient roller which closes softly 
and firmly, and is installed quickly. 
It is available in Krome-Brite 
finish with strike for lip doors and 
strike for undershelf or flush doors. 
Prestige Hardware Corp., Dept. 
HA, 4353 Valley Blvd., Los Angeles 
82, Calif. 


Item 12 


Automatic coffeemaker 


Here’s a three-to-eight cup auto- 
matic coffeemaker that can be 


washed like any non-electric utensil 
because the heating element and 
thermostatic controls are complete- 
ly sealed in. Brewing time is cut 
30 percent due to the new 600 watt 
element, plus a larger tube and new 
basket design. Automatic tempera- 
ture control keeps brewed coffee 
warm until served. Construction is 
chrome plate over solid copper. The 
suggested price is $19.95 Landers, 
Frary and Clark, Dept. HA, New 
Britain, Conn. 


Item 13 


Unbreakable drywall hammer 
One-piece head-handle unbreak- 
able construction of fine tool steel 
is a selling point in this new dry- 
wall hammer. An everlasting viny]- 
nylon cushion grip absorbs shock 
and can’t come off, loosen or wear 
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out. This hammer can be used 
right against the ceiling as the 
blade angle allows for clearance. 
Crowned scored face makes correct 
dimple to recess nail head without 
breaking face paper and board. 
Weight of head is about 11 oz and 
overall length of hammer is 13% 
in. Lists at $6.50. Estwing Mfg. 
Co., Dept. HA, 9th and Harrison 
Ave., Rockford, Ill. 


Item 14 


Streamlined rotary mower 


This riding rotary mower is the 
all new Homko Lawnmobile capa- 
ble of mowing an acre or more in 


an hour. It has a 4% hp, 4-cycle 
engine with recoil starter. Exclu- 
Sive disc-type drive mechanism 
eliminates gears and provides easy 
single- lever operation. Fingertip 
throttle allows easy selection of 
blade speeds. A special blade avoids 
impact with solid objects. The cut- 
ting units can be adjusted quickly 
to heights from 1% to 3 in. from 
the ground. Hitching mulcher 


comes with machine at no extra 
cost. Western Tool and Stamping 
Co., Dept. HA, 2725 Second Ave., 
Des Moines 18, Iowa. 


Item 15 


Paint remover display pack 


Kwik paint removers are avail- 
able in bright new cartons for 
counter display. The carton, de- 
signed to catch the customers eye, 
has a pocket in the back panel to 


hold a supply of literature that 
helps sell the product. The carton 
and literature are available free 
with the purchase of six quarts 
and six pints of any Kwik prod- 
uct. Chemical Products Co., Inc.. 
Dept. HA, Aberdeen, Md. 


Item 16 


Tool to open stuck windows 


All householders will be interest- 
ed in Windo-Ease, a tool that opens 
stuck windows quickly. A _ knife 
edge cuts hardened paint and off- 
set handle permits hand clearance 
and easy use. Prime advantage of 
the tool is its ability to free sashes 
without damage to either window 


(Continued on page 148) 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 


Print name and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts.. Philadelphia 39, Penna. 
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A quick, easy way to keep up to date 


P Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 


> You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 
for you to keep posted by using this Free Quick Check 


Postcard Service. 


> Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
from them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 
Be sure to also check with your wholesaler about new items. 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 
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FROM SHELF WARMERS TO IMPULSE SALES MAKERS 


WHY A RETAILING SERVICE 


Once upon a time, Putty Knives, Wall Scrapers and similar Fix-Up, 
Paint-Up Tools were considered shelf warmers and were hidden away 
in boxes or in bins where they gathered dust. Retailers sold them when 
somebody asked for them. Today, the story is different. Hyde has 
shown the way to dress up Fix-Up, Paint-Up Tools in attractive pack- 
ages and self-serve merchandisers to appeal to the craftsman, hobbyist 
and home owner. This is Hyde Retailing Service — a complete, dealer- 
to-consumer product sales presentation with no selling or stocking 
headaches for the retailer. To begin with, Hyde quality tools are pro- 
tected at the point-of-sale from finger marks and rust with a special 
clear coating. Hyde tools therefore, always remain factory fresh on 
the sales floor. Over 50 different Hyde Fix-Up, Paint-Up Tools are 
individually packaged on colorful cards that identify each tool and 
show its many different uses. These carded tools are packed 6 each in 
stock boxes. The tools may be displayed on a retailer’s built-in wall or 
floor fixture. Better still, certain assortments are available on hand- 
some, free, space saving, self-serve Hyde merchandisers. These mer- 
chandisers guarantee more impulse sales from store shoppers. Never 
before have F'ix-Up, Paint-Up Tools accounted for more impulse sales 
and profits in the hardware, paint and retail lumber store. Quality, 
enhanced with eye and buy appeal merchandising, makes the Hyde line 
the better profit line for ’59. Send for description folder. 


Quality Products and Merchandising Leadership Since 1875 


HYDE MANUFACTURING CO.,SOUTHBRIDGE, mass. Wybad 
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(Continued from page 144) 
casing or the sash. Windo-Ease is 
individually carded and packed 12 
to the carton. Hardware Products 
Co., Dept. HA, 3 Park Place, New 
York 7, N.Y. 


Item 17 
Counter display steel tapes 


An eye-catching Ferris wheel to 
present the repackaged Evans steel 








pocket tapes is virtually pilfer- 
proof. As it turns, for the custom- 
er to make a selection, a bell jingles 
on the wheel. In each display car- 
ton there are four coupons for you. 
Each coupon plus 35¢ will buy 6 
extra holsters for repackaging 
bubble-packed Evans’ tapes in 
stock. Evans Rule Co., Dept. HA, 
400 Trumbull St., Elizabeth, N. J. 


Item 18 


Masonry repair product kit 


Homeowners, builders or repair- 
men will be traffic for this masonry 
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materia] that repairs concrete on 
masonry, metal or wood. Bonds 
perfectly without surface prepara- 
tion. It has great tensile and im- 
pact strength. This waterproof ma- 
terial is useable where seepage is 
a problem and covers about 2 sq ft 
per lb, 1/16 in. thick. Kit contains 
all ingredients and trowel. A 12 
lb can retails for $4.50, a 40 lb 
drum for $9.50. Kay-Tite Co., 
Dept. HA, 10 White St., West 
Orange, N. J. 


Item 19 


Casserole candle warmer 


This solid stainless steel candle 
warmer has been added to Revere’s 
buffet service line. Its clear styrene 
feet prevent table scratching. Two 
candles are provided in glass con- 





tainers. The candle warmer will 
accommodate either a 2 or 4 qt. 
casserole. Retails for $4.95 gift- 
boxed. Revere Copper and Brass 
Inc., Dept. HA, 230 Park Ave., 
New York 17, N. Y. 


Item 20 


Economy line of hammers 

Here is an economy-priced line 
of drop-forged, heat-treated ham- 
mers. A hardened octagon head 
and highly polished face, poll and 
back of claw are features of the 
four hammers in the Series 200, 
finished in blue baked enamel. 
Three of the hammers have curved 
claw nail patterns and one has a 
straight claw ripping pattern. 








Head weights are 7, 13 or 16 oz. 
Hammer handles are of the double- 
wedged, clear-lacquer finish, select 
grade wood type. Six hammers are 
packed in a box. Vichek Tool Co., 
Dept. HA, 3000 E. 87th St., Cleve- 
land, Ohio. 


Item 21 


Children's exercise horse 


Toddlers will beg their parents 
for this Wonder Pony spring horse, 
which now features a copper base. 
The toy is designed to give fun 
and exercise to children from one 
to three. It is molded of durable 
plastic in the natural color of the 
golden Palomino. Saddle height of 
the Pony is 17% in. The toy is 


=> 






1914 in. wide and 33 in. long. It 
retails for $11.95. Wonder Prod- 
ucts Co., Dept. HA, Collierville, 
Tenn. 


Item 22 
2 wild bird seed foods 


Two new treats for wild birds 
are offered in Seaboard’s sunflower 
seed and Audubon-approved Wild 
Bird Food. The sunflower seed has 
earefully selected and graded sun- 
flower seeds from the finest fresh 


AGAIN. ... Iie lluile 


' X goes to bat for YOU on 


® TOOL 


during a big 
Spring “Fix-Up” Promotion 


Stock up with these advertised 


| oes Weller Tools now! 
yew! ears audience 


, | ™ PLUS q 
N E W | eader’s Caler COVerage 
. Digest Where jt Counts 

os “Expert” Soldering wennceaiadl *+eIn 


Kit with 


S34. DUAL HEAT GUN 
- MODEL 8200K 





Power Sander 
MODEL 700 MODEL 800 


$1695 |... $1995 |: 


Write for promotion details 


WELLER ul -fteh ate CORP., 601 Stone's Crossing Rd., Easton, Pa. 
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iReleye 
VINYL! 


Shuford's 
~ all-purpose" 
~ WEATHER 

STRIPPING 






Customers like it! 
e Easy to install 
© Won't crack or peel 
e Can be painted 


Shuford’s “All-Purpose” Weather Stripping 
is 100% vinyl... flexible at any tempera- 
ture and in any weather ... easily fits any 
shape opening. 





Dozens of uses around the home... seals 
cracks around doors, windows, screens, 
sinks, tubs. Comes in eye-catching ‘“Do-it- 
yourself” kit containing 18 foot continuous 
length strip, tacks and instructions. Packed 
12 kits, assorted white, brown, gray in self- 
display carton. Also 500’ reel put-up. 

Order Shuford’s “All-Purpose” Weather 


Stripping NOW and be ready for big, profit- 
making spring sales. 














CLOTHES LINES e TWINES 
PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS e WEATHER STRIPPING 
COTTON & RAYON YARNS e EXTRUDED PLASTICS 


HICK. re) Mills, 


YN 
World’s Largest Manufacturer of Cotton Cordage . 
Want more facts? Circle 185, p. 145 
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BUYING CHECK LIST 


Want more details? Circle 





stock to provide a tasty treat for 
squirrels, Cardinals, Goldfinches, 
Chicadees, Tufted Titmice, Blue 
Jays, Nuthatches and pet Parrots. 
The Wild Bird Food mixture con- 
tains sunflower seed, rich peanut 
hearts and a choice selection of 
other seeds. Seaboard Seed Co., 
Dept. HA, 701 S. Front St., Phila- 
delphia 47, Pa. 


Item 23 


Aluminum cornstick pan 


Cornsticks brown quickly in this 
four cavity cornstick pan which has 





been added to the Wear-Ever line 
of bakeware products. It is made 
of drawn aluminum sheet. The pan 
retails at 69¢, slightly higher in 
the west. Wear-Ever Aluminum, 
Inc., Dept. HA, Wear-Ever Bldg., 
New Kensington, Pa. 


Item 24 


Pouring spouts for drums 


These heavy-duty pouring spouts, 
designed for use with Porta-Cans 
and Blitz cans, are also adaptable 





Item number on page 145 


to all 10 to 55 gal drums with 
standard 2% in. machine threaded 
opening. Each spout in the new 
line features a heavy neoprene 
gasket to prevent binding of hose 
and give more extension. The gal- 
vanized spouts come in standard 
or reversible models with a fine 
mesh brass filter screen. Leak and 





corrosion resistant spouts are 12 
n. long in 1 and 114 in. dia. Ed- 
ward Can Co., Dept. HA, 6260 N. 
Northwest Highway, Chicago 31, 
Ill. 


Item 25 


Promotional line of brooms 
Here’s a heavy-duty broom, with 
a large handle, that can sweep 
leaves, grass and snow. It provides 
real durability with its wire band 
reinforcement and sewed-in water- 
proof twine. The handle is painted 
with long-lasting glossy red lac- 
quer. It comes in a smart, new 
display carton. The Yardbird lends 


itself to year-round promotion. 
Vining Broom Co., Dept. HA, 2530 
Columbus Ave., Springfield, Ohio. 


Item 26 


Sash cord in 3-color bag 
Tiger sash cord in sizes seven 
and eight, 100 ft hanks, is now 


packaged in a 3-color polyethylene 
bag. The new package creates an 
attractive display, keeps the cord 
clean, encourages multiple sales 
and lends itself to self service. 
Samson Cordage Works, Dept. HA, 
Sheraton Bldg., 470 Atlantic Ave., 
Boston, Mass. 


Item 27 


Bubble-packed hose nozzle 


Tri-Con spray hose nozzles have 
been repackaged in a bubble pack 


ya: hn ata 


hose nozzle 


THE BES/ 
NWOL4 
FOR All 
JOBS! 


designed to stimulate impulse sales. 
Can be used effectively in rack, bin 
or counter displays. The extra 
large (7 x 9 in.) green and white 
card contains illustrated directions 
for use, plus the replacement guar- 
anty. Molded Specialites, Ine., 
Dept. HA, 1333 EF. 170th St., Cleve- 
land 10, Ohio. 


Item 28 


Vacuum bottle stoppers 

This new Snap-Tite line of four 
stoppers makes it possible to fur- 
nish the right size replacement 


DmrSSTON 


re iWt) CT 


NEWS 


NEW 
DISSTON “DRAGON” 


| List price $4950 


The only electrical hedge and shrubbery 
trimmer with fixed, all-position handle. 
Cuts across, up, or down without tiring 
either hand. Thousand strokes per min- 
ute. Plug-in 3-wire cord set ...a Disston 
exclusive ... prevents accidental opera- 
tion by children. Cord lengths up to 100’ 
for greater convenience. 


P —__ 


DISSTON D-24B8 
GARDEN RAKE 


$4.10 


24 tempered steel tines. Ram’s horn steel 
for energy-saving spring action. Patented 
ferrule won't wiggle or work loose. Also, 
Model D-18B Rake. List price: $3.50 
Model D-12B Rake. List price: $2.10 


List price 


Disston’s 1959 Garden Tool Catalog 


Contains complete facts 
on Disston’s full line of 
garden tools . . . selling 
features and list prices. 
Write today for your free 
copy. 


a 
=“ 


Disston offers a complete line of garden 
tools... for both professionals and do-it- 
yourselfers. Other examples of Disston 
garden tools are: 


e No. 30 8” Hedge Shear. List price: $5.9 

e No. 300 New Vertical-Action ine 
Shear. List price: $2.98 

e No. 7 Lopping Shear. List price: $7.! 

Call your wholesaler now, or write to 

Disston Division, H. K. Porter Company, 

Inc., 27 Tacony, Philadelphia 35, Pa. 


DISSTON 
DIVISION 


. @ 
- & » 
m4 :_ = 
* 


“ a A 3 : ; 
g * Se » eee z * a “4 a ¥ 
se 
Be ’ 


H.K.PORTER 
COMPANY, INC. 


Want more facts? Circle 186, p. 145 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 145 


stopper for practically every vac- 
uum bottle on the market today. 
Each stopper is blister-packed on 
a colorful card with the type and 
size of vacuum bottle it will fit 
clearly printed for easy, self ser- 
vice. These multipurpose stoppers 
each will fit several sizes and types 
of vacuum bottles. Moeller Mfg. 
Co., Dept. HA, 2401 Durand Ave., 
Racine, Wis. 


Item 29 


Rubber drainboard and mat 


A combination set for the kitchen 
sink includes a rubber drainboard 


mat with a ribbed apron and a rub- 
ber sink mat that fits all sinks. The 
drainboard mat is 15 x 20% in. 
and drains quickly. The sink mat 
is 13%4 x 18 in. and also is per- 
forated for quick draining. Both 
are of top quality patterned rubber 
in a full choice of colors. Comes in 
a colorfully printed polybag selling 
for $1.98. Superior Rubber Prod- 
ucts Co., Dept. HA, 418 W. Ontario 
St., Philadelphia, Pa. 
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Item 30 


Spray gun display carton 


Impulse sales of these garden 
hose spray guns can be stimulated 
with this three-color shipping car- 
ton which can be converted into a 


display case for counter, shelf or 
center aisle. The case is cut open 
along a dotted line, top is removed 
and counter card slips into posi- 
tion. Extra display card included. 
Racks are not needed to display 
Bradson guns. Free brochure avail- 
able. Bradson Co., Dept. HA, 2165 
Kurtz St., San Diego, Calif. 


Item 31 


Two woodworkers’ vises 


These woodworkers’ vises with 
adjustable steel handles and a 3- 


point mounting cut installation time 
in half. The bench can be pre- 
drilled and bolts partially placed 
before vise is located by using the 
template furnished. Bench top can 
be refinished without removing and 
mounting vises. Adjustable han- 
dle gives rapid acting vise action 


and provides extra leverage when 
extended. Front jaws have been 
streamlined and sharp edges elimi- 
nated. Vises come in 4 in. x 7 in. 
and 4 x 10 in. dog type front jaws. 
Columbian Vise & Mfg. Co. Dept. 
HA, 9021 Bessemer St., Cleveland, 
Ohio. 


Item 32 


Maple closet pole sockets 


Here’s a set of hardwood pole 
sockets to support clothes or cur- 
tain hanging poles. These low-cost 
hard maple pole sockets are extra 
deep to prevent heavily loaded poles 
from slipping. Easy to install or 
remove. They are available in vari- 
ous sizes to accommodate standard 


poles. Ready to paint, stain or 
finish natural. Waddell Mfg. Co., 
Dept. HA, 1117 Taylor Ave., N.W.., 
Grand Rapids, Mich. 


Item 33 


Portable food-drink mixer 


General Electric’s deluxe portable 
mixer is a drink and food mixer. 
The drink mixer attachment is 8 
in. long with chrome plated shaft 
and nylon plastic impeller. It can 
be used to whip milk shakes, egg 
nogs and fruit juice mixtures. Sug- 





build greater store traffic! 
...reduce inventory! 


(Made with CCR-37) 


the sensational new enamel that 


dries in 5 minutes! 


paint toys 
wih JET-DR/ 
~ Wherever dealers featured and demonstrated JET-DRI 
they created store traffic beyond their wildest dreams. 
And not only did they do a bang-up JET-DRI business, 
but in addition enjoyed sales for many other products as 
well. So exciting is this new non-toxic paint development 
that every user becomes an enthusiastic salesman for you. 


JET-DRI covers concrete, metal, wood or plaster (indoors 
) or outdoors) with no effort, leaves no brush marks...and 
paint your floor | 


dries to a porcelain-like finish in 15 minutes. 
with JET-DR/ with MET-ORI 


MINIMUM INVENTORY-— JET-DRI does the job of 
dozens of special finishes. There is no longer any need 
to tie up a small fortune in specialized enamels, varnishes 
and lacquers. 


JET-DRI DIVISION 
Consolidated Chemical & Paint Mfg. Co., Inc 
456 Driggs Ave., Brooklyn 11, N. Y. 


Please send sales promotion plan, color cards and price list. 
[] Have sales representative call on me, 


Name 
Address __ 
City 


“néncbeanenenenenenenel 


JET-DRI Distribution Points: New York City; Chicago; Miami; San Antonio, 

..and other great national Fort Worth, Houston, Tex.; Green Bay, Wis.; Wichita, Dodge City, Salina, 
: ’ Kon.; Los Angeles, San Mateo, Cal.; Cincinnati; Detroit, Lansing, Mich.; 
magazines reaching over 60 Boston; Washington, D.C.; Rock Hill, g 4 C.; Atlanta, Ga.; St. Louis, Kansas 


million prospects! ae Mo.; Tulsa, Okla.; Richmond, Va.; Mobile, Ala.; Callaway, Neb.; Salem, 
re 


Sales Offices in all principal cities. 
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BONUS 
BUSINESS 


Fast Selling 
Items Catch Impulse 
Buyers Give 402 Profit 


501 MIX-N-MEASURE PAINT POT 
¢ Graduated from | to 5 Qts 
e Can be Burned Out 


17 WINDOW-EASE | 
« Opens Stuck Windows. 


66 TURBO-MIX 
e Fits Any Electric Drill. 
¢ Mixes All Paints 


Write for 
Catalog 


HARDWARE PRODUCTS CO. 
New York 7, N. Y. 
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gested retail price is $19.95. Mixer 
features push button beater ejector, 
fingertip control of the three mix- 
ing speeds and an easy to read mix- 
ing chart. Comes in white, yellow, 
pink or turquoise. General Electric 
Co., Dept. HA, 1285 Boston Ave., 
Bridgeport, Conn. 


Item 34 


Calk for cold weather use 
Handi-calk Cold Temperature 

Calk is for use in construction and 

sealing jobs during cold weather. 





It flows from the gun very easily 
at 30 deg and comfortably at zero. 
This cold calk won’t stain porous 
surfaces or slump at normal tem- 
peratures and is suitable for use in 
all types of construction, inside or 
outside. Comes in white and natu- 
ral. Gibson-Homans Co., Dept. HA, 


2366 Woodhill Rd., Cleveland 6, 
Ohio. 
Item 35 


Dual screwdriver-drill unit 


Craftsmen, builders, hobbyists, 
electricians and others will want 
this combination tool. The Scru- 
Drill has a clutch for screwdriving 
and features a locking collar for 
conversion to direct drive drilling. 
The unit has a 115 volt AC or DC 
Universal motor. A 3-jaw geared 
chuck and key and screwdriving bit 
and finder assembly is_ included. 
Holes up to *% in. diameter can be 
drilled in steel and it can drive hole 
saws, masonry bits and wood 
augers. An introductory offer fea- 





tures a screw pilot drill assortment 
valued at $3.95 per set. Black & 
Decker Mfg., Dept. HA, Home Util- 
ity Line, Towson, Md. 


Item 36 


Popular price tackle box 

A popularly priced salt water 
proof tackle box has been added to 
the Royalite line. This box has a 
rugged chip proof case. It is not 
affected by oils or gasoline. Has a 
separate reel compartment and ex- 
tra reel clip. Two cantilever trays 
have 10 compartments for bait 
casting plugs. It is 15 x 6% x 6% 
in. Retails for $9.50. A companion 
box is the same except for a rust- 





proof aluminum Priced at 


case. 
$8.95. Umco Corp., Dept. HA, 1717 
Fourth Ave., Minneapolis, Minn. 


Item 37 


Triple ice-crusher unit 

Hosts and hostesses will want 
Dazey’s pop-up lid ice crusher for 
crushing ice quickly and easily 






















CAMPBELL 


ALL-MARi 
CHAIN 


is permanently identified 













3 ways... 


while entertaining. It crushes into 
three grades. Retails for $9.95. | - ie — 
Dazey Corp., Dept. HA, 4301 Warne ; MAke 
Ave., St. Louis 7, Mo. | > © Co 
in’ elie ef endl > 
Imp CVve 
Item 38 “— el, ideny "yn ther ln. nonently 


* YOur 
Six mailbox styles added 


Six new mailboxes have been 
added to the Wagner Ware line. 4 By 
They range in price from $1.39 to a G 
the 
ve, . 
Grade 





. 
aeseatae anar 
ifs peseaeaes 

sense Hy 


$2.75. Two of them are pouch style 

boxes and four of them are the 

ranch type. The three lower-priced 

models have black bodies and gold 

colored lids. The three higher- From now on when you sell any of the four 

priced ones are heavily decorated grades of Campbell Chain listed below, you 
with gold colored metal trim. Three | _ and your customers will always know the 

special mailbox display units are | _make, grade and length of every piece. The 

available without charge along with | grade and make are permanently recorded 

various size orders. Wagner Mfg. | where they ee Oe needed . sh right on the 
; ae ga is chain itself! Get complete information on 

Co., Dept. HA, Sidney, Ohvo. | all of the outstanding sales advantages 


that make Campbell the chain line for you 
to sell. 









Item 39 CODE SPECIFICATIONS 


Insulated beverage server 


A 10-oz insulated beverage server 
was added to the Thermo-Serv line. 
It is molded of the highest quality 
thermoplastics and is shock and 
temperature resistant. The server 4 | High Test Steel 
can be washed in automatic dish- | @ Dl t-pestanseresocecanewes 
washers. Insulation is effective fer | | hy Cam-Alloy Chain 
hours. Comes in pink, yellow and 
turquoise with white trim or cop- 


CAMPBELL 
CHAIN 
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pertone and gold with ivory trim. 
Suggested retail price is $2.95 for 
pastel colors and $3.95 for the 
metallic colors. N.F.C. Engineer- 
ing Co., Dept. HA, 2939 Sixth Ave. 
N., Anoka, Minn. 


Item 40 


Razor-sharp kitchen knife 
Robeson’s razor-sharp Flame 

Edge household knife will attract 

traffic in your cutlery department. 











It is a self-sharpening knife that 
sharpens as a softer steel side wears 
away with use and more tungsten 
carbide is exposed. Comes in a %& 
in. carving size. The knife has a 
black Shur Wood plastic-impreg- 
nated birch veneer handle to match 
modern cookware. Will retail for 
about $4.95. Robeson Cutlery Co., 
Dept. HA, 500 Main St., Perry, 
Se é 


Item 41 


Garden hose spray nozzle 
Lafayette’s Trig-a-matic garden 

hose nozzle has a ratchet trigger 

lock which automatically holds 
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spray settings. The lock is disen- 
gaged by pressing a button for 
instant shut-off. The Trig-a-matic 
takes a snap-on coupling which en- 
ables its use with car washers, 
insecticide sprays, etc. Individually 
carded or available in self-display 





six pack. Retails for $1.95. La- 
fayette Brass Mfg. Co., Dept. HA, 
409 Lafayette St., New York 3, 
N.Y. 


Item 42 


3 riding tractor models 


Two new riding tractors and an 
improved model have been added 
to the Farm-Ette line. The Farm- 
Ette 45 (shown) can be used for 
mowing, hauling and rolling. This 
model has a speed selector drive, 
forward and reverse speeds, auto- 
motive type steering and geared 
differential. Farm-Ette 95 features 





Clutch-trol transmission where 
both the tractor and the power 
take-off clutches are built into the 
transmission. A flight-like hood 
tilts forward for easy engine ac- 


cess in the improved Farm-Ette 
75. Tom Moore Tractor, Inc., 
Dept. HA, Mantua, Ohio. 


Item 43 


8-piece orange juice set 
Plas-Tex’s 8-piece orange juice 
set, attractively packaged in a clear 
polyethylene bag, retails for $1.59. 
The set comes with an orange 114 
qt decanter with white cup and six 
6 oz tumblers, three white and 
three orange. The decanter has a 
screw-on leakproof top, making it 
handy for shaking frozen juices. 
The juice set is packed six per car- 
ton. Five doz sets are available in 





a self service, bin display carton. 


Plas-Tex Corp., Dept. HA, 2525 
Military Ave., Los Angeles 64, 
Calif. 

Item 44 


Brass-finished table legs 


Three new sizes have been added 
to Dennix satin brass-finished ta- 
pered table and furniture legs. 
They are now offered in 31%, 9 and 
18 in. heights and regularly come 
in 6, 11, 14, 16, 22, and 29 in. 
At -home- builders can construct 
tables for record players and tele- 
vision sets, bookcases, chests, chairs 
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NEW. ..send for your free copy! 


...21 Merchandising Tips help 
you make more money ! 


Here are easy sales tips you can use every day—build traffic, get 


more tape sales, bigger sales—and you don't have to spend a cent 
to use them! 


You can actually obtain extra sales the first day that you read this 
booklet. It's our way of showing you how you can make more money 
with Johns-Manville Dutch Brand, the only tape, cement and 
sponge rubber line merchandised for hardware retailers. Attrac- 
tively packaged for everyone from do-it-yourselfers to contractors; ‘ 
Dutch Brand products move fast! See them all in ‘'21 Ideas To a 
Help You Sell More Tape.” \ x 


aie 


Send for your copy now! JOHNS-MANVILLE Dutch Brand Division 
7800 South Woodlawn Avenue ® Chicago 79, Illinois 
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HARDWARE OF PRESTIGE 


and benches with these attachable 

steel units. These legs have plastic 

self-leveling glides that automatic- 

ally adjust to any position. Resale 

package contains four sets. Dennix 

Products Co., Dept. HA, 33-04 
No. 545 | Downing St., Flushing, N.Y. 


Unique Design 


itt 4 
Great Acceptance — 


Gadget to germproof rugs 


The Carpeteer, for use with Easy 
| Glamur rug cleaner, is an applica- 


Competitive Price 
Excellent Profit 


Design Patent No. 183006 


3” Centers 


Design Leadership 


Recognized as one of Amer- 
ica’s outstanding industrial 
designers, Frank Fremstad, 
Chief Design Engineer of 
Ajax Hardware Corporation, 
carries primary responsibil- 


ity for the outstanding prod- 
uct designs that have made 
Ajax the acknowledged lead- 
er in product styling. 
Design patents granted by 


tor designed to germproof rugs. 
|The applicator uses two double 


brushes to get the fluid deep into 


| the rug pile. A translucent tur- 
| quoise plastic tank holds 80 oz of 


the U.S. Patent office include 
such items as the Swept 
Wing pull, Nordic Modern 
pull, Concealed Hinges Nos. 
Soi, 904, 555, Sos, 9u9. 
Spring-Eze Door Stop and 
many, many others. This 
outstanding design leader- 
ship is just one reason why | | | Item 46 


AJAX is the Value-Rated . 
Line.* -. | Outdoor furniture cloth 


| cleaner. Easy Glamur cleaner has 

_a gold anodized handle and sells 
for $8.95. EF. R. Wagner Mfg. Co., 
Dept. HA, 4611 N. 32nd St., Muil- 
waukee 9, Wis. 


Ru-Son’s Saran outdoor furni- 


*Every AJAX product must receive a 
1 f ture cloth for beach and deck 


plus 4 rating in design, appearance, 
function and durability before it is 
placed on the market. 


© LA 
AJAX HARDWARE CORPORATION 


4355 Valley Bivd. 
Los Angeles 32, California 
Dept. J 


O40 e Ee atls OGG AGH 
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chairs will appeal to do-it-yourself 
customers. It is stainproof, mil- 
dewproof and won’t fade. Furni- 
ture cloth comes in three striped 
patterns; green and white, red and 
white, and multicolor. The cloth 
remains cool and doesn’t get sticky 
due to heat. This furniture cloth 
dries quickly. Comes in a 35 yd 
roll, 15 in. wide. Ru-Son Products 
Co., Dept. HA, 278 Johnston Ave., 
Jersey City, N. J. 





Item 47 
Saddle style folding stool 


Sports spectators, hunters, fish- 
ermen, outdoor picnickers or camp- 
ers will be heavy traffic for this | . , 

ae * -: A new /ine of Knobs, Pulls and 
new version of the saddle style | ; 


: : Decorative Trim three dimen- 
folding stool. The Coleman stool sional reproductions of fruits and 


has three 1 in. tubular steel legs ate : txt vegetables in rich Old Copper and 
joined by a single Y-shaped pivot a tere. F aot t= Polished Brass finishes. 
forging. The legs are heavily plated ont 
to prevent rusting. Seats are of 18 
oz commercial grade canvas rein- 
forced from beneath with 1 in. " | . 
nylon tapes. Seat covers come in | sae S*es f:22 “<yt ie 4 7 Eight beautiful items make up the 
red, green, yellow and rust. The "t ~ + zee” ~ pe: complete Horn of Plenty line. It iS 
without question the most original 
line of decorator hardware ever to be 
put on the market. 


Use them 
As Knobs and Pulls @ Mixed or Matched 
As Wall Plaques or Decorative Trim 








Write on letterhead for free 
sample and catalog page. 


All pulls on 3” centers. 


“rar 4 8 
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> 4 e 


< 
. 
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compact tool folds and weighs less 
than three lb. Coleman Co., Dept. 
HA, 250 N. St. Francis St., Wichi- 
ta, Kan. 





Item 48 





. . ° ee 3 SF ats ae es are, oP te, bes *. 
Light autoloading 22 rifle | iegeeasire ne ertes, vasstt sah son 
Lubrication and friction are | eae ww y : P oe AJAX HARDWARE CORPORATION 
practically eliminated in Reming- | s | .: ~ Pesrely + oe 
ton’s Nylon 66 autoloading 22 cali- < ye & ' 


; DEPT. J 
ber rifle because all moving parts 


bear against nylon. The 19 9/16 in. 
long barrel holds 14 long rifle car- 
tridges in its stock-mounted mag- 
azine and an extra shot in its 
chamber. It has a match-like trig- 
ger with a 3% to 4-lb pull that 
ean’t jar off, and a tang sliding 


Pat. Pending 
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safety. Comes in brown and green 
with ivory inlays and spacers, and 
custom checkering on stock and 
fore-end. Retails for $49.95. Rem- 
ington Arms Co., Dept. HA, Rem- 
ington Park, Bridgeport, Conn. 


Item 49 


35 in. promotional rifle 
The new Daisy model 8&8 is a 


promotional rifle. It consists of the 


35 in. long former model 80 with 
No. 303 Daisy two-power 11 in. 
scope factory-mounted. This gun 
with a sling is a $12 value retailing 
for $9.99 during Hardware Week 
and for Spring and Summer pro- 
motion. Daisy Mfg. Co., Dept. 
HA, Rogers, Ark. 


Item 50 


Pin and stud-setting tool 
Hamrdriver, a hand-operated tool 
for setting nail-type pins and 
threaded studs in masonry, con- 
crete and concrete blocks, holds 
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fasteners straight as they are 
driven by machinist’s hammer. 
Drilled holes are not needed. It is 
a self-contained tool with no parts 
to change and no jaws or clamps 
to wear out. By removing driving 
rod and reversing guide barrel, 
Hamrdriver may be used as a 


holder for percussion drill points. 
Star Expansion Industries Corp., 
Dept. HA, PO Box 108, Mountain- 
ville, N. Y. 


Item 51 


Parallel ground adapter 


Commercial, industrial and resi- 
dential portable electrical equip- 
ment and appliances can _ be 


grounded with the parallel ground 
adapter. It may be used when con- 
necting type 3 wire grounding de- 
vices to standard parallel recep- 
tacles. A 3%4 green grounding lead 
with a C plug attaches easily to 
the screw of wall plate or cover. 
It has self-finding polarized slots, 
a U blade ground slot and takes 
regular and polarized parallel 


blades. The adapter is rated 15A- 
125V and is Underwriters listed. 
Eagle Electric Mfg. Co., Dept. HA, 
23-10 Bridge Plaza S., Long Island 
City, N. Y. 


Item 52 
Convertible high chair 


Cosco’s deluxe completely uphol- 
stered high chair is convertible to 
a youth chair. The deeply padded 
seat and backrest wipes clean with 
a damp cloth. The tray and foot- 
rest are of stainless steel. Overall 
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size of this model is 33% in. Its 
steel legs are chromium-plated. Re- 
tails for $19.95, slightly higher in 
the West. Cosco Household Div.., 
Hamilton Cosco, Inc., Dept. HA, 
Columbus, Ind. 


Item 53 
Paint supply display deal 


Here is a revolving display for 
painting products available as part 
of a special deal from Schalk. The 
Sav-A-Shelf rack, made of ply- 
wood and steel, comes with set-up 
instructions, shelf decals and an 
eye-catching sign along with an 
assortment of merchandise. Cost 
of merchandise is $79.48, display 
costs $35. The deal includes 6 free 
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Thinking of quick service? 


Then think of Wheeling! 





Cut nails, galvanized ware goods, roofing, gutters... in 
fact all these steel products are immediately available 
from your nearby Wheeling warehouse. 

This means no lost sales because you can’t fill cus- 
tomers’ orders. 

What’s more, Wheeling products sell better because 
customers know they’re top quality ...and they are 
consistently merchandised through colorful advertise- 
ments in national magazines. 

Get the full story on Wheeling service and Wheeling 
products from our nearest warehouse or sales office. 
Wheeling Corrugating Company, Wheeling, W. Va. 


WHEELING CORRUGATING COMPANY 
IT’S WHEELING STEEL 


Warehouses: Boston, Buffalo, Chicago, Columbus, Detroit, Kansas City, 
Louisville, Minneapolis, New Orleans, New York, Philadelphia, Richmond, 
St. Louis Sales Offices: Atlanta, Houston 
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ANOTHER NEW 


MONEY -MAKER 


ANOTHER NEW 
MONEY-MAKER 
by Bridgeport 


by Bridgeport 


A BRAND NEW LINE OF Bridgeport SCREWDRIVERS! 


QUALITY UNMATCHED IN ITS PRICE CLASS! 
/ 





THIS GRIP IS PERMANENTLY LOCKED 
_ INTO AN UNBREAKABLE PLASTIC 
__. HANDLE — POSITIVELY WILL NOT SLIP, 
SLIDE, TWIST, OR COME OFF IN USE! 


, 2 : 
bas 





6 BEST SELLING NUMBERS. 
ATTRACTIVELY CARDED. PRICED 
RIGHT. DESIGNED TO MAKE EXTRA 
SALES FOR YOU! 








* FOR USE ON COUNTER, WALL OR PEG BOARD 
* TAKES LESS THAN 1 SQ. FT. OF SPACE. 24” HIGH 
x 9¥2" WIDE 


*% STURDY METAL CONSTRUCTION THROUGHOUT 


Ry | FRE DISPLAY 


COMFORTABLE . 
BLISTER ASSORTMENT NO. B-435 


($3.00 VALUE) 
PROOF | MECHANICS Supplied with order for 


only 18 Super - Grip 

PERMANENTL' Screwdrivers (3 each of 

LOCKED INTO the 6 numbers listed be- 
UNBREAKABLI = 

PLASTIC 


HANDLE § TOTAL 
| RETAIL $] 3°5 


NICKEL- |p VALUE 


DEALERS $ g 7O 


cOosT 


DEALERS $435 


PROFIT 











DEALER’S 
MARK-UP 50%! 


PATENTED | | 


2, 
Seco 2 
Bes 


HERE'S WHAT YOU GET — 3 EACH OF THE FOLLOWING: 


Pe 





Cat. No. Type Blade Packing Wt. /Doz. Retail Ea. 
| B-452 Electricians 4” x 3/16") 6 to box 2 Ibs. $ .60 
B-453 | Electricians 5” x 3/ "1 6 to box 2% Ibs. 65 
B-454 | Mechanics janx” | 6 to box | 3 ibs. 10 
| B-455_| Mechanics “Ky” 6 to box 3¥%2 Ibs oe 


B-456 | Genuine Phillips #1 pt.{3"x3/16" | 6 to box 2 Ibs. JAS 
B-457 | Genuine Phillips #2 pt.}4" x %4” 6 to box 3 Ibs. 85 






























































Order Bridgeport Super Grip from Your Jobber Now/! 


THE BRIDGEPORT HARDWARE MANUFACTURING CORP. 
Bridgeport 5, Conn. 
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pints and 6 free quarts of Super 
Savabrush, plus 6 free quarts of 
Sure-X paint remover. Retail value 
of the free items is $35.52 covering 
cost of display. Schalk Chemical 
Co., Dept. HA, 351 E. 2nd St., Los 
Angeles 12, Calif. 


Item 54 


Display carton for tapes 
Ger-Pak Miracle Tape has been 

repackaged in a new multicolor dis- 

play carton. This point-of-purchase 
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counter display holds 12 dispenser 
packages of the tape. Gering Prod- 
ucts, Inc., Dept. HA, N. 7th St. 
and Monroe Ave., Kenilworth, N. J. 


Item 55 


Chamois-like cleaning item 


Your customers wil! find plenty 
of use for this chamois-like clean- 
ing “cloth” for use in home, car 
and industry. Shamalley is much 
like chamois in all respects and is 
made of natural leather with a high 





HAE-WH 685-1258 


absorbency rate. The durable item 
dries to a soft consistency. Avail- 
able in 9 x 14 in. at 49¢ retail, 
13 x 19 in. at 98¢, 16 x 26 at $1.89, , 
and 20 x 32 in. at $2.49. The three 4 | siitaaaiaataiitiiaaaiaiiiae 
larger sizes are packaged in four- ae Bebutifully finished, high quality | 
color plastic bags. Dan Malloy Co., 7 ae |HARDWARE CONVENIENCES) 
Dept. HA, 53 N. 4th St., Phila- a pe ert ree 
delphia, Pa. 








Item 56 


Toilet seat merchandisers 
Here are two new merchandisers 
for Puritan toilet seats. One is for 





use on the counter or in a window 4 * 
(shown) and the other display is i hey | find what 


a six seat floor display. Both units 


permit easy customer examination 
and demonstration of seats. Sam-| e 
ples of colors are included in dis- TRADE e nee —-W] Ql] 
plays. Century Products, Inc., Dept. 


HA, 3510 Chatham Ave., Cleveland MAA 
_ your help 
MARK 


Sales-proven WESSEL skin-package cards 
Item 57 H nt and the new, improved WESSEL revolving 
: . . display, make your customers your own best 

9 inch radial arm saw 919-931 North Sth Street sales clerks — for FREE. 
Philadelphia 23, Pa A modest investment gives you the most 
open wanted chrome and brass finish WESSEL 


This new Toolkraft radial arm| 
saw offers several interesti s IN CANADA: GEO. S. HALL CO. 
ting sales Be eA LLe OT. TORONTO ¢ hardware assortment (replaceable from your 
EXPORT: HALL & REIS, INC., jobber S open stock!) plus the free revolving 
display. Occupies just 16” of counter space, 


features. It has a 2-piece over-arm 
as | 165 BROADWAY, NEW YORK 6 
for working over the center of the| makes self-service selection and impulse buy- 
ing EASY for customers and EXTRA prof- 


table on all angles of cut, elevating | h 1's why 
‘ : 3 . itable for you. 
handle in front, %4 hp GE double T a Merchandise is always bright, clean, free 
from scuffs. Screws and all components 
are safely together to save loss, damage, 


pilferage. Order 
from your jobber 
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The Top Dollar 
VOLUME & PROFIT 
LINE! 


¢ Consumer Proven! 
© Quality Craftsmanship! 
¢ Dependable Service & Delivery! 


HAND-PAINTED 
ROOSTER DECORATED 
WOODWARE 


No. 417 COOKIE JAR 


\PEPPERMILLS 


A Complete Selection 
For Popular aa 


Tl 


No. 121 PEPPERMILL SET 


muooerrcnen 
WOODWARE 


6606 TENTH AVE., LOS ANGELES 43, CALIFORNIA 
Showrooms Also In: New York, Dallas, Seattle 
Canadian Distributors: DiWalt Sales, Ltd. 


| 


ee eg Se 
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shaft motor, and safety clutch to 
prevent motor burnout. The 9 in. 
blade offers a 3% in. cutting ca- 
pacity. An exclusive depth scale 
eliminates calculations. Table lev- 
eling adjustments are made from 
top and all nine controls are in 
front. The saw can be used against 
any shop wall to save space. Ship- 
ping weight 200 lbs, sells for 
$239.95 fob Springfield, Mass., 
$249.95 fob Chicago. Toolkraft 
Corp., Dept. HA, Plainfield St., 
Springfield, Mass. 


Item 58 
All-purpose utility shed 


Customers who own homes with- 
out basements are among your 








best prospects for this all-purpose 
steel utility shed. It is 4 x 5 ft and 
stands 6 ft 4 in. sloping to 5 ft 11 
in. Stow-Away shed comes in two 
cartons ready to assemble. The steel 
unit is prime coated and has no 
sharp edges. The door is prehung 
with piano hinge and has a steel 
hasp for locking. Assembles or dis- 
mantles easily. Sells for $119. Three 
larger models are available at 
$219.50, $249.50 and $399.50. Spe- 
cial sizes available on request. Mar- 
tin, Fountain & Co., Dept. HA, 
3426 Conrad St., Philadelphia 29, 
Pa. 


Item 59 


Colorful chair reweb kits 


Mix ’n’ Match chair reweb kits of 
Air-Lite Saran webbing woven of 
Firestone Velon comes in an at- 


tractive self-display carton. Cus- 
tomers can mix or match colors 
without buying unnecessary yard- 
age. Two rolls web a chair, four 
a chaise. Each 6 yd roll is wrap- 
ped in transparent bag, 30 rolls 
per carton. Colors are green, yel- 
low, red, white or pink, turquoise, 
black and white. Webbing is a 2%4 
in. wide herringbone weave. Plastic 
Woven Products, Inc., Dept. H A, 
21 Camden St., Paterson, N. J. 


Item 60 


Stainless steel spray gun 


Exterminating, deodorizing or 
disinfecting can be handled by this 
pressurized spray gun. A straight 
stream or mist discharge pattern 
is delivered. The reusable sprayer 
is pressurized by a small, inexpen- 
sive cartridge of compressed gas. 
Discharge can be turned off and 
on and the unit will maintain its 
charge when not in use. The stain- 


less steel spray gun retails for $24 
and chargers cost $2.70 per box 
of 24. Kidde Mfg. Co., Dept. HA, 
35 Farrand St., Bloomfield, N. J. 





ELL: 


Drills of every type ... for every purpose... in 


compact, handy sets that appeal to hobbyists, farmers 


and mechanics. The famous symbol on a drill means QUALITY. 
Sold in sets, the quality multiplies ...and so do the profits ! 








Regular Length Drills for General Use 
Plastic container holds 11 high speed 
drills, Ye” to Y"”. Also with carbon 
steel drills (No. 22). 


Short Length for use in Electric Drills 


Home length drills, Ys” to %” by 
64ths, in steel case. All drill sizes 
plainly marked. 


No. 97 


Metalworking Drills With 4” Shank 


Sizes %6”" to 4", all with 4” shanks, 
Steel container with smooth-fitting 
slide cover. 








Carbide Tipped Masonry Drills 


Tough, flexible plastic container, with 
6 efficient masonry drills in popular 
sizes—6" to %”. 


No. 14 


Woodworking Drills With 4” Shank 


Sizes 4" to %", all with 14” shanks. 
These drills cut fast, with little effort 
or power. 


Bit Stock Drills 


For metal or wood. Clear plastic case 
holds 9 drills, As” to %”. Ideal for 
home and farm. 


Ask your Wholesaler about these and other CLEVELAND Drill Sets 


1242 East 49th Street 
Stockrooms ; New York 7 + Detroit 2 + Chicago 6 + Dallas 2 + San Francisco S$ + Los Angeles 58 


THE CLEVELAND TWIST DRILL CO, < 


Cleveland 14, Ohio 





L 


CLEVELAND HARDWARE WHOLESALERS EVERYWHERE ARE READY TO SERVE YOU 
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THE Best Seller 
IN YOUR LAWN 
SUPPLY SECTION 


Keep-Neet 


pure aluminum 


LAWN 
EDGING 


p Caw poe 


OT ee ee 





Packed in Attractive Self-Service 
Display Carton—12 Rolls 


Standard 4 In. Width. 40 Foot 
Rolls—or Special Widths Up to 
12 Inches and Any Lengths 
Specified. 


Quick Delivery 

Sales Aids 

Sturdy Corrugated Pure Alum- 
inum. Safe Rolled Edges 


Surprising Low Prices 
For Extra Quick Sales! 


WRITE FOR COMPLETE 
DETAILS, PRICES 


JOBBER AND DISTRIBUTOR INQUIRIES INVITED 


ALUMINUM HARDWARES 


HARRISON & CIRCLE AVE. FOREST PARK, ILL. 
Want more facts? Circle 198, 
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news for you. 


_ Planning to modernize your store to meet 
or beat your competition? Then here is 


You can get help through 


a special first-year depreciation 


deduction on equipment. Here are the 


details in this article showing you .. . 


How to cut your income tax 


Here is the second of two articles to help you with your 1958 federal 
income tax return. These articles are prepared for Hardware Age by 
J. K. Lasser & Co., well-known firm of tax advisors. Authentic, simple 
explanations of important changes in federal income tax laws are a 
special service to readers of Hardware Age. The first article, on how 
a company can incorporate so the owner can report corporate income 
on his personal tax return, was published in the Jan. 29 issue, p. 21. 


Special first-year 
_ depreciation deduction 


To encourage investments in 


equipment, Congress now allows 
| you to take a special first-year de- 

preciation deduction, in addition 
| to the regular depreciation, when 
| you buy machinery and equipment. 


This advantage does not apply 


to the purchase of realty, for ex- 
| ample a building. 


The extra deduction is 20 per- 


cent of your investment in the 


year you buy the asset. 
To figure accurately what you 


ean deduct, watch these limita- 
| tions: 


(1) Your extra deduction cannot 


| be more than 20 percent of $10,- 
| 000, or 20 percent of $20,000 if 
| you file a joint return, Thus, the 
| Maximum extra deduction cannot 
| be more than $2000 on a separate 
| or corporate return, or $4000 on a 
joint return. 


In other words, in- 


vestments over $10,000 or $20,000 
are not considered in computing 
the extra deduction. 


(2) You cannot get the extra de- 
duction unless the property has a 
useful life of at least six years. 
But the deduction can be claimed 
for purchases of used as well as 
new property. 


(3) You cannot get the deduction 
if you buy the property from a 
controlled business, or a family 
relation such as a wife or chil- 
dren. But this limitation does not 
apply to purchases from a brother 
or sister. Where you buy equip- 
ment with a trade-in of old equip- 
ment the deduction is generally 
limited to your net cash outlay. 


EXAMPLE: You operate as a sole 
proprietor. In 1959 yeu buy equip- 
ment costing $15,000 having a use- 
ful life of 10 years. 

You file a joint return so the 





You don’t go DUCK HUNTING 
with a SLINGSHOT! 


CS And you can’t get top volume 
jk 4 with old style fixtures 
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HARDWARE STORE FIXTURES 
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Mass Display your Merchandise without Mess 
Introduce Color to your Displays 
(44 color combinations possible) 


NOW AVAILABLE M & D’s NEW CHALLENGER FIXTURE LINE CATALOG 


a available through the M & D Store Planner in your area. 
Write, wire or ‘phone M & D Store Fixtures, Inc., Dept. 87 
| 6 No. Michigan Ave., Chicago 3 or City of Industry, Calif. 


A ——— 
Want more facts? Circle 199, p. 145 
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Simplify your — 


INVENTORY 
CONTROL 





Economy and service 
are two of the many 
advantages gained by 
purchasing Arro fast- 
ening and drilling de- 
vices, as needed, from 
your local industrial 
supplier, wholesale 
hardware or electrical 
supply house. 


THE DEWARROMS> LINE OF MASONRY 
ANCHORING AND DRILLING DEVICES 


d ARRO Ga) 


Ae ETS? | fi if: 
eee Ee 
L’ cme Fe waielere 
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ARRO-CORE MASONRY DRILL 


eTescece 


ARROFLUTE CARBIDE MASONRY DRILL 


——————— 


FOUR-FLUTE HAND STAR DRILL 





A-C-E EXPANSION SHIELD 


MACHINE SCREW ANCHOR P 
Uh oes Teh tet 





EXPANDER HAMMERLESS SETTING FOOL 


F=-=5 


O-E EXPANSION SHIELD 





HOLD-IT EXPANSION SHIELD 
< MAL-LEAD BOLT ANCHOR 


Se 
> 


STUD BOLT ANCHOR 


a 


FOUR-FLUTE DRILL POINT 





DOUBLE EXPANSION SHIELD 


—— 
“ 
eee 


TWIST DRILL POINT 







LAG SCREW EXPANSION SHIELD 


, 
SPIRAL-DRIVE NAIL ANCHOR 
— 


A 





(Sam ¢ 


TWO WING TOGGLE BOLT 





RUBBERGRIP DRILL POINT HOLDER 


LEAD SCREW ANCHOR 








CO re=e<) 


LITTLE MAJOR TURNBUCKLE 


ARRO EXPANSION BOLT COMPANY 


Dept. H, P.O. Box 388, Marion, Ohio 
Want more facts? Circle 200, p. 145 
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JUTE PLUG 


TOGGLE BOLT 


See your industrial, 
hardware or electrical supplier 








How to cut your income tax 
(Continued) 


special deduction is $3000, 20 per- 
cent of $15,000. On a separate or 
corporate return the deduction 
would only be $2000—20 percent 
of the top allowance of $10,000. 

To figure your regular deprecia- 
tion you first reduce the $15,000 
cost basis of the equipment by the 
$3000 deduction. On the remain- 
ing basis of $12,000 you then fig- 
ure your regular depreciation de- 
duction, using a depreciation 
method which best saves you 
taxes. 

You can use the straight line 
method, the declining balance 
method, or the sum of the years- 
digits method. 

Suppose you decide to use the 
straight line method. You then 
reduce the basis of $12,000 by the 
amount of salvage value you esti- 
mate the equipment will have at 
the end of 10 years. You estimate 
this at $1000. Thus your regular 
annual depreciation deduction is 
$1100 ($11,000 divided by 10). 

Your total depreciation deduc- 
tion in 1959 is $4100: $3000 for 
the special first-year deduction 
and $1100 for regular deprecia- 
tion. 


When to use the special deduction 

By taking the special deduction 
in the first year, you are reducing 
the amount of depreciation you 
could have taken ratably over the 
life of the asset. You can easily 
see this by checking the following 
comparison of deductions with 
and without the special first year 
deduction (facts are taken from 
the example above): 








Year Special Deduction 
deduction not 
elected elected 
1959 $4,100 $1,400 
1960 1,100 1,400 
1961 1,100 1,400 
1962 1,100 1,400 
1963 1,100 1,400 
1964 1,100 1,400 
1965 1,100 1,400 
1966 1,100 1,400 
1967 1,100 1,400 
1968 1,100 1,400 
$14,000 $14,000 


Therefore, before electing the spe- 
























Undercut 
Channels... TRADE MARK REG. U. S. PATENT OFFICE 
another 

Channellock 

Exclusive 





Re-inforced 
Tension Edge.., 
@ Channellock 
exclusive 


No. &3SO 


BIG GRIP for big jobs 


COMPACT DESIGN for easy handling 
ACTUAL 
SIZE 
Your best tool customers—home owners, service- 

men, mechanics of all kinds—have been 
asking for a Channellock plier 6/g enough for 

big jobs... compact enough for easy handling. 

Here is the answer... the Channellock 
No. 430 BIG CHAMP. This new plier has 
a full.2” parallel jaw capacity yet can be 

7 carried easily because of its compact design. 
= a Best of all, BIG CHAMP has the terrific 
eT) gripping power... the unique undercut, 
f\ y \ non-slip tongue and groove channels... 
QQ, _-~the patented reinforcing rib... in 
. <-“ __ short, all the exclusive features 
| which have made Channellock the 
fastest selling pliers in America. 

_ And you'll sell these new | 
* BIG CHAMPS faster because 
they're packaged in a compact, 
colorful display carton you 

can set up front in a jiffy. Order 
your supply today. 


Display It...And They'll 
Buy It! Pliers packaged in 
this colorful display carton, 
Shipped 6 per carton, 


Handy 4, me 





LENGTH 10” 
CAPACITY 2” 

LIST $3.30 

WT. PER DOZ. 10 LBS. 


CHAMPION DeARMENT TOOL COMPANY - MEADVILLE, PENNSYLVANIA 


Want more facts? Circle 201, p. 145 



















Get the facts on these famous 
“Rapid” Tools 


Four fast-selling, easy-working garden 
tools to give your Garden Department 
added interest — they’re 


Lifetime Guaranteed 


MEERA ARI A BEEN REIT NP II, BCE GET ENE. EE ES RENE PRIORI BB: 





Each is made of forged steel; 


Each is amazingly light; 





Each has pick-type “safety” handle; 


Each serves many purposes in a garden 








Get into the “quality” tool line 






for solid profits, 
Write For New Catalog Sheets ! 





pate arg qe ee - = 





Lewistown 1, Pennsylvania 


Manufacturing fine quality forged tools since 1843 
Want more facts? Circle 202, p. 145 
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WATERPROOF + STRONG * EASY TO USE + RE-USABLE 


Nationaily advertised, consumer tested and approved, Plas-Ties are a ‘“‘must’’ 
for every gardener! 


NEW LOW PRICES 


7 inch package 50 ft. spool 
29¢ each 69¢ each 

1 doz. per new 
24 per display style display 
carton carton 
200 ft. spool 







only $1.29 each 


8 per dealer 
carton 








SHOPPER STOPPER 
$4.98 display rack and $3.48 
merchandise included FREE! 


Dealer makes $25.00; 
costs only $27.98 





« ‘oat Sond , 
*» ae Pe 
« ES door 





SANTA ANA, CALIFORNIA 














Want more facts? Circle 203, p. 145 
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How to cut your income tax 


(Continued ) 


cial deduction decide whether you 
will get greater tax saving by tak- 
ing a larger depreciation deduc- 
tion in the first year or by taking 
a more ratable deduction over the 
life of the asset. 

For example, if 1959 is going 
to be a good income year, taking 
special deduction now might give 
you a greater tax saving than by 
prorating the amount in smaller 
deductions over the life of the 
asset. 

Are you planning a considerable 
investment in equipment? If you 
want to get the maximum benefit 
of the special deduction, you 
might plan your purchases over 
two or more years. 


As explained above, the special 
deduction is limited to the $10,- 
000 or $20,000 of your investment 
in the first year of purchase. If 
your investment is over these lim- 
its, you might plan to stagger the 
purchases over two or more years 
so that you can claim a special 
deduction in each year in which 
you buy the equipment. 
EXAMPLE: You plan to invest 
$30,000 in new equipment. You 
are married and operate your busi- 
ness as a sole proprietor. 

If you bought all the equipment 
in 1959 the special first year de- 
duction would be limited to $4000, 
20 percent of $20,000. 

s3ut if you postponed purchase 
of at least $10,000 of the equip- 
ment until 1960, you could get an 
additional first-year deduction of 
$2,000. 


Three year carryback 
of net operating losses 


If you suffered a business loss, 
or even a casualty loss of per- 
sonal property which exceeds your 
personal income, you can Carry 
the excess as net operating loss 
deduction against income of three 
prior years. 

Previously, you could carryback 
to only two prior years. 

If the loss is not eliminated by 
the income of the prior years then 























CRESTOLOY 





CRESCENT AND CRESTOLOY 


CRESTOLOY Wrenches are forged from a 
special alloy steel permitting thinner, trimmer 
design with greater strength and less weight than 
conventional types. They are available in Single 
End patterns, 4” to 24” size. Double-end in four 
models combining 4-6; 6-8; 8-10; 10-12 inch 
sizes. The 15”, 18” and 24” sizes, available in 
Single End pattern only, are distinguished by 
their tapered handles. There is no stronger or 


finer Adjustable Wrench than CRESTOLOY. 








outsell allother ADJUSTABLE WRENCHES 


CRESCENT Wrenches are forged from spe- 
cial steel, particularly adapted to wrench man- 
ufacture. They are carefully heat-treated to 
increase their toughness and durability. Due to 
their lesser cost and relatively great strength, 
they are widely used in industrial service. Avail- 
able in seven Single End Patterns, 4” to 18”. 

Both CRESCENT and CRESTOLOY 
Wrenches represent the best in design and work- 
manship, and carry the same guarantee. 


HARDWARE DEALERS every- 
where are increasing their tool 
sales with Crescent Display panels. 
Designed for wall, counter, table 
or window display, they can be 
used with various mounting fix- 
tures. Ask your jobber for details. 


CRESCENT TOOLS — 
Cive Wings lr lok mm 







Le ML 
Symbol of Erecllence 





ae Yea 
-_ 
Crescent is our trode-mork, registered in the United Stotes and obrood, for wrenches and other tools. Sold by leading distributors ond retailers everywhere and mode only by 
CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
Want more facts? Circle 204, p. 145 
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RUTLAND 
CAULKING 


COMPOUND 
HAS THE... 


NEW 
KLIP-TIP* 
NOZZLE 





Only with Rutland’s ““KLIP- 
TIP” nozzle.cartridge can you 
customize the opening to three 
or more different sizes. Rutland 
dries to a tough skin, but re- 
mains soft and pliable under- 
neath. Also available in Hand 
Squeeze Tubes, qts.—1, 5 gals. 














RUTLAND 
GLAZING 
COMPOUND 
The scientific 
replacement for putty 
Easier to use . . . does a better, 
longer-lasting job. Forms a 
plastic seal which will not 
harden, crack or pull away 


from wood or metal sash. 1, 2, 
5 and 1214 lb. cans. 


over years 


RUTLAND FIRE CLAY COMPANY 
Rutland, Vt. 
Want more facts? Circle 205, p. 145 
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_ How to cut your income tax 


(Continued) 


the remaining loss can be carried 
forward as a deduction against in- 
come of five later years. 


A loss applied to prior years 
gives a refund of back taxes. A 
loss applied to later years reduces 
taxes for those years. 


_ EXAMPLE: You incurred a busi- 














- . - ——EEE 


ness loss of $65,000 in 1958. Your 
personal investment income is $5,- 
000. 

You now have a net operating 
loss of $60,000 which you can de- 
duct from the income of the fol- 
lowing years: 

Year Income Deduction Result 
1955 $10,000 $10,000 Tax refund 





1956 7,500 7,500 Tax refund 
1957 8,500 8,500 Tax refund 
1959 5,000 5,000 No tax due 
1960 6,000 6,000 No tax due 
1961 8,000 8,000 No tax due 
1962 10,000 10,000 No tax due 
1963 12,500 5,000 Tax reduc- 

tion 


Ordinary loss deductions 
from "small business stock’ 


Businessmen making loans to 
their companies have usually been 
surprised to learn that when their 
loans went bad they could not de- 
duct the losses as ordinary losses. 
These businessmen were limited to 
capital losses deductible only 
against capital gains and ordinary 
income up to $1000. 

Now a new law tries to ease this 
restriction and to encourage in- 
vestments in small business ven- 
tures by allowing ordinary loss 
deductions on small business stock. 

Here is how it works. 

A company needs 
working capital. 

If the stockholders and outsid- 
ers loan money to the company 
and the company later fails, the 
loss of stockholders and outsiders 
on the loan will be restricted to 
capital loss deductions. 

To avoid this result, the com- 
pany issues small business stock 
for the additional working capital. 
If the company fails the holders 


additional 

















SMALL 


HARDWARE 


UR ITEMS 
cive vou | () 


EASY-T0-SELL 
PROFITS 


CUP HOOKS 


One-Piece Durable 


6 sizes ('/2"' to '4"') In Nickel and 
Brass, h 








GRIES 
E-Z 


popular colors 
_ Nickel and 
Brass. 


"ez UTILITY HOOKS 


Handy self-screw all purpose hook In 
bright plated finishes. 2-to-a-card or 
In boxes of 50. 








«3 GOAT HOOKS 


Lacquered Brass, Nickel, 
Chrome or Bright \ridite 
Finish in boxes of 25 with 
2 flat head steel screws 
per hook. 


ww? WING NUTS 


Bright rustproof ae = 

4 popular sizes . . 

in an attractive a 
display. Also avaliable in 
bulk or packaged 
100 to-a-box in a 
complete range of 
thread sizes. 


AP NUTS 


Attractively finished and packed 
in o self-selling counter display 
assortment in 4 popular sizes. 
Also available in bulk or In 
boxes of 100 in all thread 
sizes. 











GRIES 








JOBBERS: Write now for prices and cato- 
log sheets on GRC's full line of money-making hard- 
wore items, including DRAPERY RINGS, SCREEN & 
WINDOW HARDWARE, DRAIN COCK KEYS. 

DEALERS: See your jobber salesman for immediate 


delivery on these and other 
fe. 


GRC hordwore items. 
GRIES REPRODUCER CORP. 


i World's foremost producer of smal! die —- 


161 Beechwood Avenue, New Rochelle, N. 
NEw Rochelle 3-8600 
Want more facts? Circle 206, p. 145 
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_ Always Something New. 
From be Home Of The 


"Folding Fence 





GIANT 


FOLDING FENCE 


You asked for it—here 
it is! A sturdy 32-inch 
waist high folding fence. 
Durable plastic coating. 
Each 10-foot long sec- 
tion interlocks to make 
any length fence desired. 





The Original 

FOLDING FENCE 

Still America’s best seller! 
Unfolds to become a hand- 
some 10-foot section. Green 
or white plastic coating. 





e FOUR FOOTER 
FOLDING FENCE 


Four-foot long section 
that’s preferable to 
wood picket fences. 


e FOLDING 
FENCE JR. 


An eight-inch high 
section unfolding to 
10-feet in length. 


FOLDING TRELLIS 


A seven-foot high sec- 
tion complete with two 
anchor stakes and ready 
to install. Durable plastic 
coating. 


For Extra Garden Supply Profits 


toiding 
trellis 


PEONY PROPS GARD 'N PROPS 





C ) - 7 

| \ One or two ring Plant stakes with 
stands. Perma- rust resistant fin- 

ame | > nent rust resistant ish. Available in 

+ | finish. Legs lock | three lengths 24”, 
: in place. Stands | 36”, 48”. A big 
+ fold flat for easy volume seller. 

storage. 





ASK YOUR JOBBER SALESMAN ABOUT GAY MAID PRODUCTS BY 


Ohio wire 


products company.inc.. 


12 east 5S" avenue, cobhurmbuse GB. ohio 


Want more facts? Circle 207, p. 145 


























FREE 


MERCHANDISE! ! 


PLUMB & SHOP MERCHANDISER racks all the 
chrome-plated flexible copper tubes, valves, 
fittings, necessary for water supply hook- 
ups to kitchen sink, wash basin and foilet. 


SELL YOUR CUSTOMERS WITH... 





. step over to my plumbing 
department.” 


",.. select the right combina- 
tion for the job.” 








"*...only Plumb Shop gives profes- 
sional appearance and quality.” 


. . step-by-step directions go 
right along on the job.” 


“FREE MERCHANDISE! 


Five chrome-plated angle valves ($6.75 retail valve) 
absolutely free with purchase of either the #100 or 
#200 Plumb Shop Merchandiser. 


© 1958 Plumb Shop 









PLEASE SEND: HA 


[} Explanatory Folder 
() Merchandiser #100 (327 pc. asstm't.)__ $96.22 
() Merchandiser #200 (122 pc. asstm't.)_. $42.17 


NAME. 

















ADDRESS 

CITY STATE 
WHOLESALER 

(De net send payment. Your Wholesaler will invoice you.) 
































e\ © 
PLUMB @ SHOP 

1341 TEMPLE + DETROIT I, 
Want more facts? Circle 208, p. 145 
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for those who want to sell 


the Very finest 


fi, 


absolutely the 
finest un 


Guaranteed Quality 
Striking New Eye Appeal 
Unequalled Dollar Value 
Newest Design Selling Features 
Outstanding Promotional 
Programs... yet 
competitively priced ! 


If quality products 
and service are your 
motto... then you'll want 
to sell YARDSMITH. The same 
precision craftsmanship built into 
SHOPSMITH and Magna indoor power tools 
are now yours in YARDSMITH—the very finest 
in outdoor power tools. And there’s the same fine 
promotional assistance, time payment plan and other 
sales helps to keep your YARDSMITH sales rolling. 


Don't sign with any line until you hear the full 

YARDSMITH franchise story from your SHOPSMITH 
salesman. This franchise program offers one of 
the most liberal profit potentials you've ever seen. 
Write or phone at once for appointment and new literature. 


YUBA POWER PRODUCTS, INC. 
828 EVANS ST., CINCINNATI 4, OHIO 


A Subsidiary of 
YUBA CONSOLIDATED INDUSTRIES, INC. 


Want more facts? Circle 209, p. 145 
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| ticipated needs, such as for future 


How to cut your income tax 
(Continued) 


of the small business stock can 


fully deduct their losses. 


However, in one year the ordi- 
nary loss deduction cannot be 
more than $25,000 or $50,000 on a 
joint return. A loss in excess of 
these limits is deducted as a capi- 
tal loss. 

To take advantage of this pro- 
vision, here are the important 
tests which have to be met: 


(1) The company adopts a plan to 
issue small business stock during a 
period of not more than two years. 


(2) The stock is for money or 
property, not securities. 


(3) The company does not issue 
more than $500,000 of small busi- 
ness stock and its equity including 
this stock is not more than $1,000,- 
000. 


(4) The company has substantial 
income from business operations. 


Generally, a company whose in- 
come is primarily from rents, divi- 


dends, interest, annuities, royal- 


| ties, or capital gains from secur- 


ity sales, cannot issue small busi- 
ness stock. 


Minimum accumulated earnings 


credit increased to $100,000 


Corporations which accumulate 
profits and do not regularly pay 
dividends, run the risk of a pen- 
alty tax on accumulated earnings. 

Since 1954 corporations have 
been allowed to accumulate up to 
risk of the pen- 
alty. 

To allow 


small companies to 


_ hold on to more profits, Congress 
| now allows accumulations up to 
| $100,000. 


You can accumulate more than 
this amount if you show that your 
additional accumulations are rea- 
sonably needed in the business. 

The law says that reasonable 
needs can include reasonably an- 


investments in equipment. That is, 


'you don’t have to show that you 





If you want to make a sale... 
































.. theres nothing so powerful as an idea 


Better Homes and Gardens makes more sales because it gives people more buying ideas 


The 15’ million family members who enjoy Better interests that covers— at home, and away from home, too! 
Homes and Gardens each month (including husbands as More and more advertisers are discovering the tremen- 
well as wives) are thirsty for ideas about living better and dous sales power of BH&G’s brand of what-to-do and 
how to go about it. And that’s exactly what they find in where-to-get-it ideas. Want proof? See your Better Homes 
their favorite idea magazine. and Gardens representative! Mere- 


Every single page of Better Homes dith of Des Moines...America’s biggest 
and Gardens is devoted to family ser- publisher of ideas for today’s 


vice. And what a wide, wide world of living and tomorrow’s plans 


During the year /3 of America reads ¢YpSba ue) ...the family idea magazine 


ea | i |, NOW OVER 4,600,000 COPIES MONTHLY 
Want more facts? Circle 210, p. 145 
HARDWARE ACE, February 12, 1959 © 175 
















WF KIN CELEBRATES 
WITH YEAR ROUND 
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NEW LOW PRICE ON 6-FT. FOLDING RULE 


¢ LUFKIN QUALITY AT A NEW LOW __ No. 160HW—Regular or Outside Reading. 
PRICE. Hardwood rule in white with 
No. 160FHW — Insid ately Tale B 
black markings. Inches to 16ths on both 8 anes or a ee 


sides. Steel joints and end caps. Avail- _List price: 60c each. 
able with regular or flat reading markings. Approx. shipping weight: 3 Ibs. per doz. 








: ; 









| 
; 
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HEAVY DUTY 










| 
| 








1066 6 Ft. RUGGED RULE 
REGULAR, OUTSIDE READING 




















QUALITY 


















bald sal bod ed 


—~ ! 





f 







A heavier, extra rigid folding rule with No. 1066 with Regular or Outside Reading. 
sticks 30% heavier than standard. Red jo, 1066F with Flat or Inside Reading. 


End quality construction throughout. 
No. 1966 with Two-Way Reading. 


INTRODUCING NEW “RUGGED*” RED END 
Tough, clear plastic coating, straight 


189 grain sections, solid brass strike plates List price: $1.89 each. 


ae \imea ima and end caps, modern hang-up package. Shipping weight per box of 6: 2% Ibs. 





Want more facts? Circle 211, p. 145 
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HARDWARE WEEK 
BEST SELLERS 


SPECIAL ON 
50- AND 100-FOOT 
NI-CLAD TAPES 









or without hook ring. 


"“EIOF KI 








$659 RETAIL PRICE 


Both 50’ and 100’ Lufkin NI-CLAD tapes are Hardware List price: $4.49 each. 


Week specials for 1959. Both %” wide with jet-black Approximate aupping ig le i 
markings on nickel-white finish. Rust resistant steel case No. 436HW or H436HW with hook ring. 
covered with durable dark green vinyl. Available with List price: $6.59 each. 


IMPORTANT: “Rugged” and Ni-Clad prices apply ONLY for Hardware Week, 1959. 
RECEIVE YOUR FULL PROFIT MARGIN —These items shipped in regular packages. 


Ni CLAD RO YAL STEEL TAPE 


No. 433HW or H433HW with hook ring. 


Approximate shipping weight: | Ib., 13 oz. 


RULE COMPANY 


TAPES + RULES + PRECISION TOOLS 


SAGINAW MICH + MIDOLETOWN.N Y + BGARRIE. ONT 


Want more facts? Circle 211, p. 145 
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JACKSON ROPE 


makes sales—the easy way 


JACKSON ROPE BAR 


—build sales, cut selling time 
with this good-looking, perma- 
nent display. The “backbone” of 
your rope department, it dis- 
plays Nylon, Polyethylene and 
Manila rope to best advantage. 


''T..BAR’’—convenient, 
compelling way to display fast- 
moving JACKSON Junior 
Spools. Approximately 10 lb. 
spools of Nylon, Dacron and 
Polyethylene in popular sizes 
are displayed on this rack, 
which can be mounted on 
counter top, walls or ceiling. 


"Wh ea 4 PREPACKAGED — SELF-SERVICE 
sacKsoxen""ROFE ~~ COILS and CONNECTED COILS 


re rome case 808 8 Mito —famous JACKSON Super-Tuff Synthetics 
and Ocean Brand Manila in 50’ and 100’ 
lengths. Make self-service easy and profit- 
able with JACKSON. 


Your JACKSON distributor has the details on these profitable 
items, and others in the sales-building line. Get in touch with 
him now. 


practical, durable rope— 


SYNTHETICS—MANILA 
packaged for 


BOATING - INDUSTRY - HOME - RECREATION 


Manufacturers 3" G3 v—* Since 1829 


THE THOMAS JACKSON & SON CO.., reaninc, PENNSYLVANIA 


Want more facts? Circle 212, p. 145 
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How to cut your income tax 
(Continued ) 


ure going to use the money right 
away, as long as you can show that 
the future needs of the business 
require the accumulation of over 
$100,000. 


Payment of estate taxes 
over a 10-year period 


Previously, the death of an 
owner of a prosperous business 
sometimes required the liquida- 
tion or sale of his business to pay 
a large estate tax. 

To prevent this a new law per- 
mits the estate tax attributable to 
an interest in a closely held busi- 
ness to be paid over 10 annual in- 
stallments with an interest charge 
of only 4 percent. 

The small business _ interest 
must be at least 35 percent of the 
value of the decedent’s gross es- 
tate, or 50 percent of his taxable 
estate. 

A businessman can combine his 
interests in two or more closely 
held businesses to meet these 
tests. @ End 


Power mower sales map 
helps sell more units 


Every time a Texas dealer sells 
a power mower he places a tack on 
a large map prominently displayed 
in his store. This map shows how 
far or how close to saturation his 
sales have gone in different sec- 
tions of the city and its suburbs. 

When a customer shows interest 
in a power mower the dealer asks 
where he lives. Then he shows the 
customer the map with tacks in- 
serted each time a power mower is 
sold. 

The map is topped by a sign 
which reads: “Every pin is a happy 
power mower owner. Are you one 
of them?” 

Some customers noting the map 
for the first time become interested 
in power mowers when they see 
how many people in their own area 
are owners. 





Today, all over 
America, housewives 
thank the helpful KVP 
Household Papers that 
speed such tasks as 

baking, wrapping gifts, 

and keeping house. 

You can depend on 

KVP for the best in 
Household Papers. 





Now KVP Household Papers are pre-sold for you... 
to millions of housewives 


Your own customers, right in your own area, are 
among the millions of readers of Better Homes & 
Gardens, and Farm Journal. These readers are 
not likely to miss the big, full page KVP House- 
hold Paper ads which (like the illustration above) 
use an eye-compclling, new technique called paper 
sculpture to help make the ads act like star sales- 
men—in print. 

Retailers who keep KVP Household Papers on 
display — where customers can make impulse pur- 
chases—are going to get a full share of these 
highly profitabie sales. 


And KVP Household Papers perform so well 
that easy, repeat sales are assured. The entire line 
of KVP Household Papers is designed to make 
each package easy to display, and self-selling. 

In addition to the magazine readers reached by 
KVP advertising, Don McNeill’s vast radio 
audience hear him selling KVP Household Papers 
every week on his popular network show, The 
Breakfast Club. 

Other KVP Household Papers: KVP Shelf Papers 
- KVP Baking Cups « KVP Baking Pan Liner 
Paper - KVP Pie Tapes « KVP Dusting Paper 


THE KVP COMPANY 
KALAMAZOO, MICHIGAN 


HAMILTON, ONTARIO © MONTREAL, QUEBEC 





Ey HOUSTON, TEXAS * DEVON, PENNSYLVANIA 
OPUL STURGIS, MICHIGAN * ESPANOLA, ONTARIO 

; e* 7ee 

' a ae = en re a 
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MARLEX’ 


linear polyethylene 
makes housewares news! 


MARLEX is a rigid, durable premium-quality material used for 
hundreds of heavy-duty industrial and commercial applications, as 
well as for attractive home products. 


VIRTUALLY INDESTRUCTIBLE . . . Housewares made of MARLEX 
plastic are tough and strong! Bend ‘em, boil ‘em, bounce ’em.. . 
MARLEX can take it. 


EXCELLENT RIGIDITY ... If you have been buying housewares made of 
soft conventional polyethylene or rubber compounds, you'll be agree- 
ably surprised by the sturdy structural rigidity of MARLEX articles. 


BETTER TEMPERATURE RESISTANCE... You can freeze MARLEX 
housewares at temperatures as low as 180° below zero without damaging 
them... and heat them up to as high as 250°F! You can boil or steam- 
sterilize MARLEX housewares . . . wash them in automatic dishwashers. 


“DIAMOND GLOSS” FINISH . . . Housewares made of MARLEX can 
be designed in any color desired. The hard, glossy surface of this new 
material has superior abrasion resistance and is very easy to clean and 
maintain... won't chip, rust, dent or discolor! 


GREATER CHEMICAL RESISTANCE... MARLEX is unaffecied by most 
acids, alkalies, detergents, greases or oils. It has very low permeability 
to most liquids and gases. And it is nonabsorbent and waterproof. 


NONALLERGENIC . . . MARLEX is compatible with all body tissues. 
It is even used for surgical sutures, tubes and prosthesis materials. It is 
odorless, tasteless and nonirritating . . . excellent for kitchenware and 
food containers! 


CORROSION-PROOF, ROT-PROOF, BACTERIA RESISTANT... No 
matter how long you subject MARLEX to hot, humid tropical condi- 
tions it never rots, rusts, discolors or mildews. Bacteria cannot attack it. 
Perfect for the Southern and export markets. 


LIGHTWEIGHT—FLOATS ON WATER!.. . Even though MARLEX 
polyethylene products are exceptionally tough and rugged, they are very 
light in weight. For example, items made for use aboard boats will 
actually float if accidentally dropped overboard! 


MORE VERSATILE, ECONOMICAL. . . MARLEX can be molded into 
attractive, colorful kitchenwares or heavy-duty radiation shielding for 
atomic energy reactors. It can be extruded into filaments for making 
cloth, rope, shoe uppers or industrial filters. It can be extruded into 
sparkling clear transparent packaging film that can be boiled and heat- 
sealed. And it can be heat-formed into a wide variety of articles such as 
frozen food containers, luggage and TV cabinets. In most cases it is the 
least expensive material available that can meet required specifications. 
In fact, no other type of material can serve so well and so economi- 
cally in so many different applications ! 


*MARLE is a trademark for Phillips family of olefin polymers. 


MARLEX 


PLASTICS SALES DIVISION, 
PHILLIPS CHEMICAL COMPANY 


A subsidiary of Phillips Petroleum Company, 
Bartlesville, Oklahoma 


Look for the MARLEX 
label — your assurance 
of quality and durability 





NEW PRODUCTS 





New Easy-To-Clean 
Waste Baskets With 
High-Gloss Finish 


Housewives, hotels, restaurants and in- 
stitutions will find these new MARLEX 
linear polyethylene waste baskets far 
superior to traditional types, according 
to the manufacturer. 


MARLEX plastic waste baskets, made 
by the Plas-Tex Corporation, are ultra- 
light and virtually unbreakable . 
won't rust, chip or dent. MARLEX also 
offers outstanding resistance to heat, 
cold, chemicals, corrosion and abrasion. 

Plas-Tex baskets are perfect for use 
in bathroom and kitchens, nurseries 
and rumpus rooms, in gardens and on 
board boats. There is a style and color 
for every room. Tight-fitting, odor- 
sealing lids are optional. 

These new waste baskets nest and 
stack compactly. Being seamless with 
rounded corners, they are easy to clean 
and maintain, and more sanitary. They 
can be readily washed with detergents, 
and even with boiling water! 

Having excellent resistance to heat and 
cold, this new waste basket is good for all 
types of applications in homes, offices 
and factories. Hospitals will welcome 
waste baskets and containers made of 
MARLEX because they can be sterilized 


to hospital standards...and they are quiet! 


Plas-Tex’s new waste baskets should 
retain their original attractive appear- 
ance indefinitely. Their surface resists 
stains and abrasions. And most impor- 
tant of all—waste baskets made of 
MARLEX are strong and tough. They 
don’t crack, bend, splinter, chip or break 

. even when dropped on the floor! 
Futher information can be obtained 
from The Plas-Tex Corporation, 2525 
Military Avenue, Los Angeles 64, Calif. 





Brand New Colors! 
Copper Tan... Silver Grey 
New Material! 
MARLEX* Linear 


Polyethylene 


PLAS-TEX 
Exclusive! 

“Diamond Gloss” Finish 
(a whisk and it’s clean) 


wastebasket 


BONUS PACK 


Here’s the Deal Buy 15...Get 18! 


RETAIL PRICE TOTAL 
QUANTITY PT NO. ITEM EACH RETAIL 
6 ea. PT-602 Medium Wastebasket (15 qt.) 1.98 11.88 
~~ 


MARLEX 


6 ea. PT-603 Large Wastebasket (22 at.) 2.98 17.88 
6 ea. PT-607 Kitchen Wastebasket (35 qt.) 3.98 23.88 


PT-106 BONUS PACK RETAIL VALUE 53.64 
Asst. Colors: Red, Yellow, Pink, 


ka ' ion Siena C r Regular Dealer Cost 32.40 

urquoise, silver Grey, Copper Tan. “6 for 5” Dealer Cost a7 tele) 
Made of New Linear Polyethylene 1 Carton-Display Shipper 26.64 
: a Shipping Weight 35 Ibs. DEALER PROFIT 


*A trademark of Phillips Petroleum Company Almost. 50% 


ORDER NOW! For nearest jobber, contact PLAS-TEX Representativ: 


























William Lansburg Fred Edelston Co. W. K. “Bill” Simpson Robert S. Corrigan Co. 
2525 Military Avenue 14119 Merchandise Mart 4939 Shady Grove Road 765 Lancaster Pike 3747 Paxton Ave. 
Los Angeles 64, Calif. Chicago 54, Ill. Memphis 17, Tenn. Bryn Mawr, Pa. Cincinnati 9, Ohio 
James G. Sigman Torgan and Goodfriend George McDuffie Co. Ericksen & Gruber Co. 
1355 Market Street 40 East 40th Street 92-14th St. N. E. Bidg. 1633 N. W. 21st Ave. 
San Francisco 3, Calif. New York 16, N.Y. Atlanta 5, Ga. Portiand 9, Oregon 


Clark Housewares Sales Co. 


Alien B. Carpenter 
1314 Wazee Street 
Denver, Colorado 

Bert J. Clark Co. Norb Unger & Associates inc. Norman J. Fuchs Don Rose Associates Claude F. Fulton 

2205 Grand Avenue 385 Concord Ave. 2207 W. Catalina Drive 8837 Puritan Ave. 316 Merchandise Mart 
Kansas City 8, Mo. Belmont 78, Mass. Phoenix, Arizona Detroit 38, Michigan Dallas 1, Texas 


THE PLAS-TEX CORPORATION * 2525 Military Avenue « Los Angeles 64, California 
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PADLOCK and HARDWARE CO. 
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[ CHAMPION : 


STORM 
and 
SCREEN 
DOOR 
HARDWARE 


Stock now: 
Order from your jobber 
All-New Catalog No. 22 illus- 


trates the complete SAFE line of 
Builders’ and Shelf Hardware. 


| LANCASTER, PENNA. 
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Do back doors have 
heavy traffic pull? 

Half of the customers of Jax Seed 
& Hardware Co., Ensley, Ala., 
come in through the back door. 
These customers account for 60 
percent of the store’s volume. 

Jack S. Callaway, proprietor, 
says this count was based on an 
actual survey which he made. This 
big back door volume comes from 
a large parking lot in the rear, 


which also fronts on a side street. 
A guest door is provided in the 
back for his customers. 

Mr. Callaway says that custom- 
ers who park in the back buy more 
merchandise on the average. They 
park there for convenience in load- 
ing of heavy items and that is the 





HARDWARE HUMOR 


| 


HovsEwarRres 


beh 


"That's funny, ... it says right here 
».. Easy open lid...” 


reason these back-door customers 
account for a bigger percentage of 
the total volume. Even women cus- 
tomers who do not expect to buy 
much, park in the rear because they 
can slip in and make a purchase, 


fact that many super markets have 
rear-of-the-store checkout units as 
well as front units. 


Pre-season gun displays 











even though they are wearing work 
clothes. 

Mr. Callaway advises’ every 
dealer who possibly can to provide 
a two-faced store that has an en- 
trance in the rear as well as the 
front. He calls attention to the 


boosts layaway sales 


During the fishing season, when 
a Southern dealer’s front-of-the- 
store sporting goods display fea- 
tures fishing equipment, an expen- 
sive automatic shot gun is display- 





IT’S A NATURAL 
FOR IMPULSE 
BUYING! 


16 oz. aerosol can. 


BULLS EYE” SPRAY SHELLAC! 


Has Scores of Uses—Customers buy it for many purposes... to touch up 
worn floor areas, threshoids, door saddles and stair treads . . . seal knots, 
sappy streaks, plastered spots . . . protect articles around home. Ideal also 
for hobbyists, arts and craft. 


Backed by National Advertising—in AMERICAN HoME and LIVING FoR 
YOuNG HOMEMAKERS and AMERICAN PAINTER & DECORATOR. 


Free How-to-do-it Folders —available for your consumer trade. 
High Profits—over 40% in dozen lots. 


Fast Turnover—has quick-and-easy appeal for both do-it-yourselfers and 
painters. 


Long Shelf Life—a minimum of two years. 
Sold Only Through paint and hardware stores. 
Call Your Bulls Eye Distributor or write us for his name. 


Also makers of B-I-N Primer Sealer®—Trimlac®—Bulls Eye Black Gloss® 


And, of course, 

j ready-to-use 
Bulls Eye Shellac in 
wide-mouth cans. 


ZINSS 


since 184° 


WM. ZINSSER & CO. 


516 West 59th Street 
New York, N. Y. 


319 N. Western Ave. 
Chicago 12, Illinois 
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The Tool EVERYONE Wants! 


, Mer 
sans nce 
Electr <a ‘ainten® repait Men at 


mor? cs 
ja mechan Handy yobbyis® 


They all WANT and NEED 
the NEW No. 1902 


BOLT CUTTER 
& CRIMPING TOOL 


Individually Boxed in 
Special Hang-Up Display 
Carton 


r No. 1902 

| [3 Crimping Tool 
Shears 5 sizes of machine screws Q —- 

or bolts ©@ Cuts and strips wire : Bolt Cutter 

® Crimps solderless terminals! in 2-color carton 


Cash in on the demand for this new panties _—- 
. . ° ° ing you need... beautifully 
bolt-cutting crimping tool with packaged, perfectly displayed and 


VACO’S exclusive merchandising pro- Pre-Priced.. . . to help you profit 


: from the ever-growing solderiess 
gram for the retail hardware dealer. terminal sae ’ 





V LINE SELF-SERVICE TERMINAL DiS- 
PLAY—Steps Up Companion Sales for 
Solderless Terminals! Contains fifty 69¢ 
Paks of the 10 most popular terminal 
numbers plus 3 No. 1902 tools. Only 
$30.90 complete. No charge for display. 


JOBBER INQUIRIES INVITED! 
Write NOW for complete details to: 


VACO PRODUCTS COMPANY, 317 E. Ontario St., Chicago 11, lll. 
In Canada: Vaco Lynn Products Ltd., Montreal 1, Que. 
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ed on a table near the entrance. 

The dealer reminds customers 
who ask about the gun that easy 
layaway payments can be started 
at any time so the gun can be de- 
livered when the season starts. 

Although substantial down pay- 
ments are required for layaway 
purchases, no definite percentage or 
figure is set. The payments are 
based upon the customer’s ability to 
pay. 


Outdoor barbecue helps 
pull in store traffic 


A sidewalk barbecue demonstra- 
tion is held at least once each sum- 
mer by a western dealer. 

The unit is operated by a manu- 
facturers’ salesman who cooks ham- 
burgers and a chicken on the unit. 
No advertising of any kind is used 
to call attention to the demonstra- 
tion. The pleasant aroma of the 
chicken and steak cooking outdoors 
attracts people to the scene. 

Although there are no signs with 
the barbecue units, many customers 
ask their cost and other details. 


Staircase riser signs 
promote upstairs lines 


The second-floor gift department 
of a Virginia store is promoted by 
large black-letter signs on the white 
risers of a broad staircase which 
leads to the second floor. 

Customers on the first floor note 
the large floodlighted staircase. 

Then they see that the risers 
have large-type messages. 

Some, but not all, of the main 
lines featured on the second floor 
are listed. These include lamps and 
shades, mirrors and pictures, china- 
ware and crystal and luggage. 

The firm’s instalment sales are 
given mention by the words “con- 
venient terms” on one of the risers. 


Archery supplies line 
makes friends for store 


When an Eastern dealer’s sport- 
ing goods manager wanted to add 
archery supplies, the idea was tried. 

The employee is an archery fan, 
who says, “If you sell customers the 
right equipment you make friend- 





THE MODERN 50 FISWHITE STEEL MEASURING TAPE 
WITH PATENTED “CONTROLLED-SPEED BLADE RETURN”! 


Kvans has done it again! Now you can merchandise e 
66 i os oe . ~" ae id ” 
a sure fire volume sales builder. It’s the Evans GS) P0) WER AT YOUR FINGERTIPS 
ower-Fifty”. Se 


This new revolutionary “Power-Tape” was created 

by Evans Engineering Department after more than \ at 

a year of development. It completely eliminates ) = 
the tedious hand winding required with the con- alle 
ventional 50-foot tapes. The user has “power at 

his finger tips”! All he does is press the power 

button to retract blade ... release button... 

blade stops instantly where wanted. There’s no 

blade creep, measurements are always exact! 


Display it, demonstrate it — sell it! You'll find it 
a real profit builder. The “Power-Fifty” is another 
first from the first name in tapes — Evans! 


RETAILS FOR ONLY +6” 


Packaged in heavy gauge, transparent 
“pegboard” box identifiable with the 6, 8, 
10 and 12 foot Evans pocket “Power- 
Tapes”. Ready for display in your store. 


The “Power-Fifty” has all the features 
that have made Evans Tapes the largest 
sellers in the industry. 


Available Now From Your Jobber. 
*'Power-Fifty” steel tapes, U. S. Patent No. 2,586,386. 


Factories at 


RULE CO Elizabeth, N. J. & Montreal, Quebec 
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* special widths 


on special order. 


Turn customer 
NEEDS 
into 

profitable 
SALES... 








for farm 
and 


SR ANS industrial uses 


POULTRY NETTING 


Strong, uniformly woven hexagon netting. Gal- 
vanized before or after weaving. Mesh: %4”, 
1” or 2”; *Standard Widths: 24” to 72”; Length: 
150 linear ft. rolls. Heavy gauge Animal Pen 
Netting also available in 18, 16 and 14 gauge. 


HARDWARE CLOTH 


Standard and heavy grades. Uniformly woven 
and heavily galvanized. Mesh: 2, 3, 4 and 8; 
*Standard Widths: 24” to 48”; Length: 100 
linear ft. rolls. All-welded wire cloth available 
in 2a", 4%”, %” and I” mesh. 


WELDED WIRE FABRIC 


New all-welded fabric for fence, pen or general 
utility. Exceptionally strong. Welded of gal- 
vanized wire. Mesh: 1” x 1”, 2” x 1” and 4” x 2”; 
*Standard Widths: 24” to 72”; Length: 100 
linear ft. rolls. 


available 


r<s> 
L*'Cxwine sroTne®® j 
=, b- a¢ | lee! — 


. 


: _ 
. Re ee ae <I 
so ha om ~~ 


WICKWIRE BROTHERS, INC. 
Cortland, N. Y. 
NAILS & BRADS - WIRE NETTING . WIRE SCREENING - HARDWARE CLOTH 
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ships. When a customer asks about 
archery items on display we in- 
quire, ‘Did you ever use a bow and 
arrow?’ ”’ 

Care is taken to show beginners 
how to use and care for bows and 
arrows. 

Beginners are urged to take 
lighter weight bows and_ the 
cheaper arrows because of break- 
age. They are also urged to use 
large targets to reduce arrow loss. 

These suggested precautions 
build friendships for the store. 


Shopping carts help make 


sreater sales for dealer 


Opinions differ as to use of shop- 
ping carts in hardware stores. 

A mid-west hardware dealer 
spots some of these carts just in- 
side the entrance and at several 
places in the store. 

The dealer reasons that if a cus- 
tomer’s hands are free to pick up 
items and examine them, he is like- 
ly to purchase more articles. 

The front of each cart has a 
holder containing tickets on which 
purchases are to be listed. The cus- 
tomer may fill these himself or 
have the cashier do it when check- 
ing the purchases. 

If the customer calls on a clerk on 
the floor for help in selecting mer- 
chandise the employee enters his 
staff number on the ticket so that 
he will receive a commission on the 
sale. 





HARDWARE HUMOR 


"Next time beware of anyone who 
wants just one square foot of floor 
space!” 








weorld’s finest quality! 
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your real customer knows the difference 


Your real customer, your repeat customer, the man who knows what a 
hardware store is for, this man knows there is a big difference in hand tools. 
He knows quality and he wants the best. He knows there’s a right tool 

for every job and he wants that tool. For this customer stock Utica Hand 
Tools. Every Utica plier and wrench is drop forged from fine steel by 
skilled American craftsmen. All tools backed by famous full guarantee. 
Talk to your distributor and stock Utica. There’s profit in quality. 
Utica Drop Forge & Tool Division, Kelsey-Hayes Co., Utica 4, N. Y. 


SELL GTACM... the tools the experts usel 


® 
Halimark of Quality since 1895 <UX<TIxE€a> UTICA DROP FORGE & TOOL DIVISION + KELSEY-HAYES CO., UTICA 4, NEW YORK 
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Jewel type display aids 
builders’ hardware sales 


“If you display your best door 
and interior trim hardware in a 
jeweler’s show case it will give 
your customers a pleasant sur- 
prise,” says a Southern dealer. 

Small and nickel plated 
items are shown in the store on a 
velvet covered shelf, like a jeweler 
shows quality rings, watches, etc. 

When customers comment on the 


, 


brass 


ENGINEERED 
AND STYLED WITH 
YOUR CUSTOMERS 

IN MIND 


ar, suits ll 
ee ) 
a 
7 ’ ¢ 











HEAVY DUTY 


32” CUT 


MODEL B-1600 


THE ULTIMATE IN 


fact that the hardware is displayed 
like jewelry, they are reminded that 
builders’ hardware is made with 
the same precision as_ well-made 
jewelry. 


Charge account offer is 
sent newcomers in town 


A midwestern firm checks the 
credit standing of new residents in 
the city. When the firm knows that 
new residents are good credit risks 








ECONOMICAL 


24” CUT 


MODEL 86-1400 





HEAVY DUTY DELUXE 


25” CUT 


MODEL B-1500 


RIDING MOWERS 


ALL NEW SALES FEATURES 


© NEW! Touch of foe adjusts cut- 
ting height* 

© Modern sculptured styling; three 
models 

© Wider cut saves time 

© Minimum turning radius 

® Rear mounted long life 4 cycle 
engine” with more horsepower; 
heat and noise behind you; new 
muffler silencer 


© Readily accessible chair height 


foam rubber adjustable seat with 
back rest*; more comfort 


® Convenient auto type variable 


speed control 


© Blade and deck adjust together 


for more efficiency in cutting at 
any height* 


® Latest safety features 
*On 25” and 32” models. 


MUSGRAVE, INC., Manufacturing Engineers 


2755 Columbus Avenue 


¢ Springfield, Ohio 
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they receive a letter offering charge 
account facilities. 

That letter is sent on the com- 
pany’s regular letterhead and is 
signed by the store’s manager. 

A few days later another mail- 
ing reaches the new resident. It has 
a series of arrows which point to 
company departments listed at the 
top of the letterhead and to 10 
well-known trade marks of key 
lines. 


Printed in bold lettering is an an- 
nouncement that the store is “a 
one-stop shopping center with 


plenty of parking space.” 


Demonstrator pulls men 
into power tool section 


Advertised power tool demon- 
strations attract many men to an 
up-state New York store several 
times a year. 

Demonstrations are given in one 
of the wide and deep store windows 
in which a sign invites customers 
to come in and ask questions. 

Temporary steps make it easy 
for customers to go from the store 
into the window. 

Some customers showing keen 
interest in power tools are invited 
to try the units that are hooked up 
in the window. A public address 
unit lets people inside and outside 
the store hear the questions and 
answers. 

Customers who show real inter- 
est in power tools are invited to re- 
turn at a later and specified date 
for more complete demonstrations. 


Browsers can be turned 
into layaway customers 


Browsers can often be turned 
into layaway customers. 

A Western dealer gives them his 
special attention. 

He watches what interests brows- 
ers. His idea is to sell them on us- 
ing the store’s all-year layaway 
plan. 

When a customer says, “Oh, I am 
just looking for some gift ideas for 
a friend whose birthday is next 
month,” he tells about his year 
‘round layaway service. 

Newspaper ads usually include a 
line to remind customers of the 
firm’s layaway service. Several in- 
store signs also mention the idea. 
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Big-ticket items signed 
to outline sales terms 


Large signs which show down 
payment, monthly payments on an 
18-month contract, and sales tax, 
promote big-ticket items in a Pa- 
cific Coast store. 

A multi-purpose power tool just 
inside a show window has one of 
these signs which is spotlighted 
each night and on Sundays. 


Signs help customers figure 


whether the tools or other items 
are in a price range they can af- 
ford. 


Time check can help you 


sell more paint rollers 


Do-it-yourself painters want to 
save money. They also like the idea 
of saving time. 

When a Western dealer tells a 
customer that a paint roller is a 


Feature the Lilly Line! 


Keep customers happy - Build “repeat sales” 
with Hayes Spray Guns 


Every time you sell a Hayes spray gun, you are putting into the 
hands of your customer the finest equipment available to doa 
successful job of garden or lawn spraying. This assures the user of 
maximum results from the spray materials he buys from you. 


In this way, you are helping him to get better, more satisfying gardening results 
... at the same time. building a solid foundation for increased store 
profits through “repeat sales” of chemicals and all other garden items. 
Order today for spring requirements from your nearest jobber. 













Sohn HAYES 12 


HAYES 1% 


HAYES LAWN SPRAYER 


SPRAY GUNS 


Hayes Spray Gun Com pany World's Largest Manufacturer of Garden Hose Sprayers 


98 North San Gabriel Boulevard, Pasadena. California 


SINCE 1034 ee 
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time saver, he cites figures to prove 
it. 

He tells customers how he and a 
helper tested the speed and ease of 
using a roller. Taking turns they 
painted an 8 x 12-ft room, including 
ceilings in 40 minutes. Customers 
are shown photos of the finished 
room. 


Paint price card idea 
saves much staff time 


A simple-to-use pricing device 
saves time in paint sales for a Pa- 
cific Coast dealer. 

Prices for various types of paint 
are placed on post-card size cards 
with one column for consumer 
price, a second for master painter 
sales. 

Cards are kept on the front of 
manufacturer folder racks. 

This type of price marking elim- 
inates need for placing prices on 
cans, or for erasing them when 
changes are made. 


Local event photos can 


pull traffic for store 


If you get people to look into 
your store windows some of them 
will enter the store. 

A Kentucky hardware dealer 
shows enlargements of photos he 
takes at local events displayed in 
one of his windows, large enough so 
customers can see themselves and 
their friends, 

When customers ask about copies 
he furnishes them at his cost. 





HARDWARE HUMOR 
OUT 


OUT 








JERRY 

YONG” 
| admire your determination, Farley, 
but if we haven't what the customer 
wants, we just haven't got it.” 











Hardware Dealers Across The Country 


-Swinglne 01 


HIGH COMPRESSION STAPLE GUN 


with built-in staple extractor and exclusive push-button loading 


Already a proved sales success! Don't 
delay. Swingline offers you immedi- 
ate delivery for immediate profits. 
The new rugged, heavy gauge steel 
Swingline 101 Staple Gun is compact, 
powerful and capable! It delivers as 
much driving power as machines 
twice its size and weight. Takes two 
staple sizes: 4/16” and 5/16”... per- 
forms hundreds of tacking jobs in- 


Profit with 
all 

these 
SWINGLINE 
leaders: 





Swingline No. 200 
Compression Tacker. 
Takes 3 staple sizes 
up to 5/16”. 

Retail price $10.50 


cluding insulating, carpentry and 
upholstering...even has a lock to hold 
it securely closed. Gun positively will 
not jam...Swingline patented open- 
channel allows split-second loading 
Here’s the hardware item all your 
customers want at this sensationally 
low price. ORDER NOW! IMMEDI- 
ATE DELIVERY ON ALL QUANTI- 
TIES, 3 COLORS. 





Scie LONG ISLAND CITY 1, 


World’s Largest Manufacturer of Staplers for Home and Office 


Want more facts? Circle 225, p. 145 







Swingline No. 900 PRO 
Super Drive Stapling 
Gun. Takes 6 staple 

sizes up to 9/16”. | 
Retail price $12.50 selling staple 





Start Selling with this 4-Unit Display Kit 


See how easy the SWINGLINE 101 sells 











Order this 4-unit case today, including an 
easy-to-set-up display for counters, walls 
or windows. 








4 guns, 1 doz. $ .59 Boxes of Staples 


Retail Price . 
Dealer Cost .. 
Dealer Profit 


.. $26.88 
..$17.45 





OFIT NOW 
VV ae the 


D ype st 


pun inthe wor 


NEW YORK 
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Let customers handle locks 


sales will go up 








Se et et a 

Here is an idea that helps sell more locks 

} sizes, maximum jaw openings, across flats and related items in the hardware department 
No. 11, 14 ; No.17, 2 ; No. 25, 3% | of Sam Slater Lumber Co., Culver City, Calif. 

The “‘you can touch” idea does it. 

“Because people like to shop with their 


Fast-Selling Master of Nuts & Bolts hands,” says William R. Wenzel, manager 


of the hardware department, “‘we decided to 
a a : = © mount locks so customers could handle them.”’ 
=> | lit Each mounted lock hangs on a hook for 

easy examination. 


Wood mounts are painted red to attract 
Wide-open fast-action multi-sided grip | 








customers. Each mount has stock number on 
it, for easy reordering. e@End 





on every hex, square and flathead! | 


— Corner display 


Quick adjustment—stays to size . . . this new 
Hex Wrench goes on easily, won’t slip off— 
harder you pull, the tighter it grips. . . no promotes clocks 
more skinned knuckles or rounded nut shoul- 


ders! Narrow jaw for close quarters. Famous A wall display of fancy clocks builds plus 


: sales for Charleston Hardware, Bremerton, 
RIGID heavy-duty design, guaranteed Wash. The display adds an attractive gift shop 


housing, comfort-grip handle. Three sizes 
for *<"’ to 2” nuts. The better tool your 
customers have long been wanting ...Show 
it and you sell it fast — order new RIBAID 
Hex Wrenches from your Wholesaler today! 


“Got the RIEAID 


name on it?... 
Okay, I'll be right 


in for a couple!” 















as 
‘ \WAAAAAA 


WH 


The Ridge Tool Company \ \ Elyria, Ohio, U.S.A. 
e | 


THREADED PIPE... it’s Tight... it’s Best. -- Costs Less! 
Want more facts? Circle 226, p. 145 
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atmosphere. It catches the attention of people 
on the street and draws traffic into the gift and 
housewares department, says owner Meyer 
Aronin. 

The clock display was installed about a year 
ago experimentally. The merchandise was 
mounted on perforated wall board near the front 
of the department where it is easily seen from 
the street. 

The clocks include many higher priced num- 
bers up to $75. The merchandise sold well, so 
has been retained as a permanent sub-depart- 
ment. Clocks turn about three times a year, 
the owner says. eknd 


Compact stand increases 


flashlight sales by 25% 


Flashlight sales at Urich Hardware, Milwau- 
kee, went up 25 percent when they were displayed 
in a step-up unit made of 3/16 and quarter-inch 
plywood. 

The stand has five step-up levels, each holding 
eight flashlights, or a total of 40. 

The unit stands 2 ft wide and 3 ft high and is 
usually placed near the check-out counter. Men 
find it convenient to pick out a flashlight as they 
check-out their self serve orders. @hnd 


Impulse sales of flashlights showed a big increase 


with this step-up display opposite the check-out 
table. 





an a —-— eo a ee oe o 
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— ae 


/ Were still Looking 
for a Pipe Fitter 
Who Doesn't > 


_—_ 
an een omn om © 


Prefer ff 
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a a Re eee 


"Oh Cow = 
T said 
RiGkID | 


... Need two 14's — , 
got’em?...Beat you: | 
store in 10 minutes!” | 





Your neighborhood mechanics and 
home workshop customers want 
Rifzaib ... Pays to stock ‘em 


— call your Wholesaler now! 


VAahaaad 


Elyria, Ohio, U.S.A. 


fy 
The Ridge Tool Company =| y 


HHL 


THREADED PIPE... it’s Tight...it’s Best... Costs Less? 
Want more facts? Circle 226, p. 145 
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NEW! COMPLETE! WITH 3 TIMES MORE TO SELL! 


New BIsSEll 


“The touch of your 
hand guides it!” 


New Directional 
Glide Wheels for 
easy turning! 


NEW CAPRI SPEEDSWEEPER 


e Functional, curved chromium handle with 
Touch-Control handgrip 


e Streamlined case gets under low, modern fur- 
niture—stores flat 


e Big, top-opening Dust-Door for easy emptying 
e Full-width brush sweeps close to baseboards 


e Satin aluminum finish with choice of Coral, 
Black, Ivory or Powder Blue—$14.95 


COMPLETE PRICE RANGE OF 
**2-MINUTE PICK-UP” CARPET SWEEPERS 


1. CLASSIC: Finest made, comes gift-packaged. $23.95 
2. GRAND RAPIDS: Most efficient sweeper made. $16.95 
3. FLIGHT: For heavy-duty and extra-long life. $12.95 
4. MERCURY: New satin-finished chrome sweeper. $10.95 
5. RELIANCE: A natural promotion model, only $9.95 


6. BISSELL-ETTE: Miniature brass-and-black beauty. $5.95 


Bissell products are advertised nationally 


...in magazines, newspapers ...on TV BISSELL CARPET 


Want more facts? Circle 227, p. 145 
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DE LUXE SHAMPOO MASTER KIT NEW! 3 SIZES BISSELL NEW BISSELL 
and STANDARD SHAMPOO MASTER RUG SHAMPOO IN UPHOLSTERY SHAMPOO KIT 


Now the nationally accepted method to home- UNBREAKABLE CANS Now! A ‘‘No-Mess’” Way to Foam- 
CE GENES, AGH RIES CENT SO MD a ie een 


1. De Luxe Shampoo Master packed in self-cisplay pp 
. cleaning power! 
carton with free 22-oz. (Regular) can of Bissell Rug &P 


e Foam-clean without soaking 
Shampoo: a $16.93 retail value, you can sell profit- 1. MORE VOLUME! Regular 


ably for $14.95. 22-oz. can, cleans 9 x 18 rug e Easy to use, dries fast 
@ Packed as a kit to help you sell-up area. $1.98 
@ Positive Trigger Control for even shampooing e No messy mop-up 
@ Exclusive Roller-Brush action gets out deep- 2. MORE VALUE! Economy ; , 
down dirt Half-Gallon cleans 475sq.ft. @ Professional results for a fraction 
@ Aqua-Tone trim, chrome handle, vinyl grip Saves $1.78. Retails $3.98 of the cost 
that fits hand 3. MORE PROFIT! Super-Econ- 
2. Standard Shampoo Master, neutral grey, (full-size omy Gallon cleans 950 sq. ft. e Introductory offer saves cus- 
tank) at fast-selling promotional price of $9.95. Saves $4.60. Retails $6.95 tomer $1.50 —a $3.99 value for $2.49 


SWEEPER COMPANY, GRAND RAPIDS 2, MICHIGAN 


Want more facts? Circle 227, p. 145 
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WE DO A REAL ALL MY DEALERS Convention 

BIG BUSINESS TELL ME THAT— 

NOW - THANKS AND LOOK AT ALL Calendar 

TO YOUR FULLER THE SPACE YOURE | 
TOOL -A-MAAT SAVING | Convention Check List—— 





For complete details about the conven- 

tions listed by dates below use the alpho- 

betical listing following this quick check 
list. 


February 
15-16 Arkansas Retail Hardware 
Assn., Little Rock 
15-17 Alabama Retai| Hardware 
Assn., Mobile 
15-17 Kentucky Retail Hardware 
Assn., Louisville 
15-17 Nebraska Retail Hardware 
Assn.. Lincoln 
15-19 Michigan Retai Hardware 
Assn., Detroit 
16-18 Pennsylvania & Atlantic Sea- 
board Hardware Assn., Harris 
burg, Pa. 
22-23 Mississippi Retai Hardware 
Assn., Jackson 
Jiri 22-24 New England Hardware Deal- 
OOL-A-MAT Takes only 15°" SH ers Assn.. Boston 
Get the story from your jobber f 7 22-24 Oklahoma Hardware & Imple- 
vena / ‘ ment Assn., Oklahoma City 


, ‘ | 22-24 Pacific Southwest Hardware 
| FULLER | ageless co. INC. Assn., West Coast Hardware & 

‘ h oS 
3522 Webster Avenue, New York 67 | Housewares Show, Los Angeles 


22-24 West Virginia Hardware Assn. 
Fuller Products are made in U.S.A., England and other countries, of the highest quality materials, by skilled | Charleston 


craftsmen . . . designed for service . . . and rigidly inspected to preserve Fuller Quality and Reliability. 22-26 Decatur & Hopkins Co. An 
Want more facts? Circle 228, p. 145 nual Spring Open House 
bein ; Pe ee in , Boston 


24-26 Hardware Assn., of the Caro 
tremendous sales success last year, | linos, Charlotte 


these “standard line” items promise to | 
be repeat performers not only during | March 
National Hardware Week, but throughout 1-3 J. M. Warren & Co. Spring 
1959. Packed with every wanted feature, Chan Troy NY 
these sales leaders meet the demand for high 8.10 Pacific Southwest Herdwore 8 
quality, popularly priced steel goods— Sieccunenen Wie Paeasda 
resulting in faster turnover and quick, 250 Gem Caw Basten 
generous profits for you. 9-14 American Toy Fair, New York 


hitlock Corp., Silver Anniver 

Super Stee/ MECHANIC'S TOOL CHEST =| "9 S°sc8 Ss Se: Arn 
The 6119 is a big, rugged box... a full 19” long, 15-17 Florida & Georgia  Retai 
built of the best quality cold rolled steel for | Hoardwore Asgssns.. Jacksonvill: 


durability and long life. It’s the box most in demand | 15-17 South Dak ta Retail Hardwore 
by most mechanics! | Assn., Sioux Falls 











April 
12-16 Southern Hardware Cor 


tion, Palm Beach, Fla. 


May 
13-15 Triple Industrial Supply Con 


. 17 
vention, Dalla: 


July 


: ' \ ) a " N< — Housewares f xhibit 
cies Stackmaster _ oy” on” plone. City | 
ee a 19-23 Nationa! Retail Hardware Assn. 
UTILITY CABINETS ., Congress, Los Angeles 


The all-purpose, small parts storage / | 

cabinets for home and industry fea- h as Augues ) 

ture KLEER-VUE Plastic Drawers and Peciat; {ems ~ 2 2-7. Associated Fishing Tackle Manu- 
the exclusive LOK-TAB which permits RH rd f | facturers Trade Show, Chicago 
easy stacking in multiple tiers of ve . 

12, 18 or 24 drawer units. Each unit ; 
shipped with ‘‘attached-to-product”’ 
display. New Model U-18 illustrated. 


chen” ear National Events 
2. a!” - 
SS Nit mn \ UT STEEL TH CORP. American Toy Fair, March 9-14, at 
LEROY, N. Y. New Yorker and Sheraton-McAlpin 
Want more facts? Circle 229, p. 145 Hotels, 200 Fifth Ave. and 110% 
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RANE AON 


BRONZE PAINT CORPORATION 


SHEFFIELD 


CLEVELAND 19, OHIO 


O 
q 
O 
r 
O 
O 
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r 
WJ 
be 
< 
S 
: 
© 
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CELL THE SPRINKLERS | Convention Calendar 


WITH THE PRE-SOLD FEATURES 


SQUARE-GANG 


Combines the best features 
in conventional above-ground sprinklers 
with the best in underground systems: 


® Multiple head system for most even 
coverage and largest area. @ Each head 
sprinkles a square, uniform throughout. 

@ Flexibility avoids watering selected areas 
at will. @ Tailored to available water 
pressure and flow at the tap. @ Supplies total desert-land 

water needs in 4'2 hours watering time per location. @ Can be left in 
place all season or moved with ease. @ Rugged design with no 


moving parts. © Each head sprays up to 20 x 20 ft. square, 


with up to 6 heads per hose. @ Promotes your sales of 
ETALS CO. 


7 
SQUARE-GANG SPRINKLERS 


four Square-Gang Sprinklers. @ AND a 
set of 4 retails for only $7.00, or 
$1.75 per head! 





(Continued ) 


Broadway, New York. Sponsored 
by Toy Mfrs. of U.S.A., 200 Fifth 
Ave., New York 10. 


Associated Fishing Tackle Manufac- 


turers Trade Show, July 19-21, 
Hotel Sherman, Chicago. John M. 
Holmes, 430 Bond Bldg., Washing- 
ton 5, D. C. 


Industrial Supply Convention, May 


13-15, Statler Hilton Hotel, Dallas. 
Sponsored by American Supply & 
Machinery Mfrs. Assn., W. B. 
Thomas, Hunter-Thomas_ Associ- 
ates, 2130 Keith Bldg., Cleveland 
15, business manager; National In- 
dustrial Distributors’ Assn., 1900 
Arch St., Philadelphia 3, Robert C. 
Fernley, executive secretary; 
Southern Industrial Distributors’ 
Assn., 712 Volunteer Bldg., Atlanta, 
Ga. E. I. Pugh, secretary-treasurer. 


%”’ garden hose —4 lengths needed per set of 
132 W. Railroad Ave. Fort Morgan, Colorado 


National Housewares Exhibit, July 
13-17, Convention Hall, Atlantic 
City, N. J. Sponsored by National 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54, Dolph 
Zapfel, executive secretary. 


WRITE FOR 


l 
— Covers up to 40 ft. square — | 


DEALER evenly, Most of any unit ot | 
SCHEDULE, this low price. Same fine 
construction as above set. | 


ETC te END-OF-LINE SPRINKLER cw.1 Sprinkler....$1.95 each 


National Retail Hardware Assn. Con- 
Want more facts? Circle 231, p. 145 gress, July 19-23, Statler Hilton 
rg sak 2en eens ——— Hotel, Los Angeles. Sponsored by 


DUNO] HARDWARE WEEK SPECIAL HS-159 


a a 





National Retail Hardware Assn., 
964 N. Pennsylvania St., Indian- 
apolis 4, Ind. 





You get 12 tubes of PLASTIC ALUMINUM 
plus 2 FREE “SURPRISE” TUBES in this 


< 
(Jreasure hest 
— 


vous PROFIT MARGIN NEARLY 50°% 

ou get 12 big 5% oz. $1.00 tubes of DURO 
PLASTIC ALUMINUM, the original metal in putty 
form . . . the fastest selling fix-it item on the 
market today. DURO PLASTIC ALUMINUM can be 
imitated, but not duplicated. 
PLUS 2 FREE TUBES OF EITHER: 

a he or gpg vulcanizes to repair 

ost everything made of rubber or canvas. Bi ; 

ou $106 On vas. Big 4 oz. tube 

gf ena Re oteten just the trick for a chip or 

ick. Repairs chi or d 3 

aoe Si be On ppe worn down porcelain. 134 oz. tube 

DURO PLASTIC ALUMINUM. The 2 surprise tubes are packed 


in your Treasure Chest carton. You're a winner with any 
combination, 


Regional Events 


Decatur & Hopkins Co., Annual Spring 
Open House, Feb, 22-26, at com- 
pany headquarters, 93 Berkeley St., 
Boston 16, Mass. 





Gift Show, Boston, at Hotel Statler- 
Hilton and First Corps Cadet Arm- 
ory, March 8-12. George F. Little 
Management, 220 Fifth Ave., New 
York 1, N. Y. 


Hardware Assn. of the Carolinas 
Convention, Feb. 24-26. Hotel head- 
quarters, Hotel Charlotte; sessions 
and exhibit, Radio Center Audi- 
torium, Charlotte, N. C. Martin F. 
Kaelke, P. O. Box 6215, Charlotte 
7, N.C. 








7 
17° 


bila 3 


New England Hardware Dealers’ 
Assn. Convention, Feb. 22-24. Hotel 
headquarters and sessions, Statler- 

C] Envelope Stuffers Hilton Hotel; exhibit, Statler-Hil- 

[] Sample Applications ton Hotel and First Corps of Ca- 

Fill in and retur j aaa : ’ ; . 

$7.20 lndated tn pur Wana tah asaee. sol — —, ( gg 


ton 16. 





a 
FREE UPON REQUEST 
[_} Self-Selling Wire Display Rack 
[ } Display Card [] Window Banners 
| | Ad Mats 


Retail Value 
$14.00 


Z. 


ORDER STOCK NO. HS-159 FROM YOUR JOBBER 


the W OODHILL chemical Co. - 1390 East 34th St, Cleveland 14, Ohio 


“Originators and World's Largest Manufacturers of Plastic Aluminum" 


Want more facts? Circle 232, p. 145 


Pacific Southwest Hardware Assn. 
West Coast Hardware & House- 
wares Show, Feb. 22-24, Western 
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OUR ENGINEERS HAVE DONE IT AGAIN 


and NOW You Can ~ : 
Sell the Water YO. 7 5 ed |g 


Softener Everyone 


Sy 
aM yey Seedy Sprayer 


¢ : 


THE “Suburban” ee atin | | ef 


by Modern , | + | hig h oro fit! 
NOW — | ae —_ 


. : ya,  aVad 

Fully Automatic [ a age = shies top quality: 

It Will Handle =f 4 iat | advertised! 
Iron, Too! E 4 we 4 Oe | 


The “Suburban” is the leader in a 
complete line of water conditioning 
equipment that is leading the in- 
dustry in increasing popularity and 
sales . . . Softeners for every home and commercial installation. 
PRICED BELOW MOST GOOD AUTOMATICS — AND OUR 
L-O-N-G DISCOUNTS MEAN GOOD PROFIT FOR YOU 


Sell the Line that Sells the Gest 


Write for complete information and literature. 
Ask to see the Modern profit package and sales aids. 


MODERN WATER TREATMENT DIVISION 
Geo. Getz. Corp. 230 E. Main Freeport, Illinois 


e/ow price! 


ADY nie” ~-. 














Want more facts? Circle 233, p. 145 


a EY © A 9 . TA zx New 1/4 H.P. at Popular Price! 


Ideal outfit for the do-it-yourself and 

NO. 480 SERIES shop mechanic! All-purpose, profes- ONLY 
sional outfit, with No. 112 quart size 00 

Cc A RDED C Ol L Wi RE Spray Gun. Develops 25 Ibs. pressure $32 
with any 4 h.p. motor with Y2” shaft. 


The finest carded line Factory sealed bearings. No. 780 Outfit 


on the market, especially —air hose, tire chuck, gun, less motor. RETAR 
suitable for peg board or 
self service displays. 


ECONOMY & UTILITY 
COILS 


Soft copper 
Soft galvanized 


« 
WIRE MIRROR CORD 


Pat. Pending 


eFIRST QuaLiTY  \\ PICTURE WIRE | $4 


© STRONG ith . | No. 890 1/3 hp Sprayer No. 544 Mobile Twin 
©. FECRCmee | idle ALUMINUM WIRE Proved favorite since No job too big for this 
° oe ij © | 1921! Delivers 30-40 lbs. powerful Master Twin 
STOVE PIPE WIRE pressure, 2 Cu. ft. clean, Sprayer. Wheels easily 
oil-free air per min. Never On semi-pneumatic tires. 
Catalog on our complete | needs oiling. Outfit with Delivers 4 cu. ft. air, 40 


pect | Wire Line is yours for the No. 112 Gun etc., without Ibs. pressure. With 
4 asking. motor only wheels, No. 131 Gunetc., 


909 Mobile Kit adds mobility to less motor only $88.00 
890 Sprayer, extra $7.50 
SOLD THROUGH JOBBERS ONLY 


ORDER FROM YOUR WHOLESALER 
A Or Write for Complete Line Catalog 
WIRE CORPORATION w.R. BROWN CORP. 


es Ss 2 Bae foe 2 FP 
JAMAICA 23, LONG ISLAND, NEW YORK 

















SPECIALISTS IN PAINT SPRAYERS SINCE 1921 


Want more facts? Circle 234, p. 145 Want more facts? Circle 235, p. 145 
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i \ (REGULARLY $6.25) 


5 
~AS 


with eac 


New SKIL 
Trimmer Kit 


Most powerful, fastest cutting 


trimmer ever designed! 


Terrific is the word for this big, new 
SKIL hedge trimmer promotion! 
The world’s No. 1 trimmer plus 
50 feet of heavy-duty extension cord 
Packed With Each Trimmer ! ular pri 
Complete promotional kit — wr $6.25), all a seed 
including ad mats, stuffers,  “@tatl price of the trimmer alone! 
window banners topull Now the fastest selling hedge trimmer 
customers into your store. made has even greater customer 
appeal. Your wholesaler has all 
the facts. Contact him right away 
about this package (No. 8513). 


Hurry! Offer Expires May 31, 1959 


SKIL Corporation, 5033 Elston Avenue, Chicago 30, Illinois 
Want more facts? Circle 236, p. 145 
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Exhibit Center, Los Angeles; Hard- 
ware & Housewares Show, March 
8-10, State Fair Ground and In- 
dustrial and Agricultural Bldgs., 
Phoenix, Ariz. Otto H. Grigg, 1519 
S. Garfield Ave., Los Angeles 22. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn. Convention, Feb. 
16-18. Hotel headquarters, Penn- 
Harris Hotel; sessions and exhibit, 
Farm Show Building, Harrisburg, 
Pa. J. Wayne Tisdale, 123 S. 3rd 
St., Harrisburg, Pa. 


Southern Hardware Convention of 
the Southern Wholesale Hardware 
Assn. & the American Hardware 
Mfrs. Assn., April 12-16, at Bilt- 
more Hotel, Palm Beach, Fla. 
SWHA managing director, Ralph 
E. Kirby, 806 Peachtree St., N. E.., 
Atlanta 8, Ga.; AHMA secretary, 
Arthur L. Faubel, 342 Madison 
Ave., New York 17. 


. M. Warren & Co., 245 River St., 
Troy, N. Y., Spring Show, March 
1-3, at Troy, N. Y. 


Whitlock Corp., 70 McLean Ave., 
Yonkers, N. Y., Silver Anniversary 
Show, March 15, at Westchester 
County Center, White Plains, N. Y. 


State Events 


Alabama Retail Hardware Assn. Con- 
vention, Feb. 15-17. Hotel head- 
quarters and sessions at Admiral 
Semmes & Battel House Hotels; 
exhibit, Admiral Semmes Hotel, 
Mobile. Charles Giles, 409 N. 23rd 
St., Birmingham 3. 


Arkansas’ Retail Hardware Assn. 
Convention, Feb. 15-16. Hotel head- 
quarters, Marion Hotel; sessions 
and exhibit, Robinson Auditorium, 
Little Rock. Tom R. Pinckney, 402 
Rector Bldg., Little Rock. 


Florida & Georgia Retail Hardware 
Assns. Joint Conventions, March 
15-17. Hotel headquarters, sessions 
and exhibit at George Washington 
Hotel, Jacksonville, Fla. William 
W. Howell, P. O. Drawer 1000, 
1640 Plant Ave., Waycross, Ga. 


Georgia & Florida Retail Hardware 
Assns. Joint Conventions, March 
15-17. Hotel headquarters, sessions 
and exhibit at George Washington 
Hotel, Jacksonville, Fla. William 
W. Howell, P. O. Drawer 1000, 1640 
Plant Ave., Waycross, Ga. 


Kentucky Retail Hardware Assn. 
Convention, Feb. 15-17. Hotel head- 
quarters, sessions and exhibit at 
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Kentucky Hotel, Louisville. Edward 
Keiley, 501 Republic Bldg., Louis- 
ville 2. 


Michigan Retail Hardware Assn. 
Convention, Feb. 15-19. Hotel head- 
quarters and sessions at Statler- 
Hilton Hotel, Detroit. Third An- 
nual Kollege of Product Knowledge 
included. Harold W. Schumacher, 
1916 Michigan National Tower, 
Lansing 8. 


Mississippi Retail Hardware Assn. 
Convention, Feb. 22-23. Hotel head- 
quarters, sessions and exhibit at 
Heidelberg Hotel, Jackson. David 
O. Mansfield, P. O. Box 1696, Jack- 
son 5. 


Nebraska Retail Hardware Assn. Con- 
vention, Feb. 15-17. Hotel head- 
quarters and sessions, Cornhusker 
Hotel; exhibit, Pershing Municipal 
Auditorium, Lincoln. Frank Capa- 
lino, 325 Insurance Bldg., Lincoln 8. 


Oklahoma Hardware & Implement 
Assn. Convention, Feb. 22-24. Hotel 
headquarters and sessions, Hotel 
Oklahoma Biltmore; exhibit, State 
Fair Grounds, Oklahoma City. Wil- 
liam B. Ruxlow, 515 Midwest Bldg., 
Oklahoma City. 


South Dakota Retail Hardware Assn. 
Convention, March 15-17. Hotel 
headquarters, Hotel Cataract Sher- 
aton; sessions, Convention Hall: 
exhibit, Coliseum, Sioux Falls. H. 
T. Benson, 2108 S. Western Ave., 
Sioux Falls. 


West Virginia Hardware Assn. Con- 
vention, Feb. 22-24. Hotel head- 
quarters, sessions and exhibit at 
Daniel Boone Hotel, Charleston. 
James C. Fielding, 1628 McClung 
St., Charleston 1. 





HARDWARE HUMOR 


} c 


' HARDWARE 


"We need two baths in our family.” : 











COLORITE 


the quality*name 


in garden hose 


America’s Most Complete Line of Garden Hose 


Colorite quality and selection gives you the widest choice to merchandise. 
From ¥" to 34” I.D. Promotional, Deluxe, Reinforced and Transparent. 
Sixteen distinct and different styles of hose and sprinklers. All uncondition- 
ally guaranteed. All superbly packaged and priced for quick impulse sales. 
Get the complete Colorite story by writing for catalog and prices today. 


Advertised in Life with Dept 2-ply construction 
of Commerce Seal of Quality doubles sales appeal 


COLORITE 


PLASTICS OF NEW JERSEY, INC, 50 catirornia AVENUE, PATERSON, NEW JERSEY 
Want more facts? Circle 237, p. 145 
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WHAT'S NEW 


Savage brings you the ONLY 
left-hand bolt-action rifle 

in a production model! 

And it’s only $122.50 


MODEL 110-MCL 


YOU MAKE BRAND NEW SALES —extra sales— because for the first time 

ever, your southpaw customers can have their own special rifle at a moderate 

price made possible by factory production. It’s the modern bolt-action of 

the famous One-Ten—the high power rifle that’s amazingly light (about 

6% lbs.!). Another first by Savage — another sales opportunity for you. Made 

in .243, .270, .308 and .30-06 calibers. 

AND FOR '59... the right-hand model 110 with 

sporting stock is now available in the short 

action .243 and .308 calibers. Your customers 

now have the choice of either Sporter or 

Monte Carlo stock in all four calibers. 

able in both right- and left-hand models. 4 ¥ Ni ' BS 5 
* 30-06, .270, .243 and .308 calibers. 


‘: 
' * ‘ at , ¢ / ' 
MODEL 110 BARRELED ACTIONS are-avail- » — SED 7 
PHOTO COURTESY FIELD & STREAM 


-ALI, DOWN 
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TIN ‘59° 


ONLY Fox 


has a $100 


double gun with 
ventilated rib! 


Custom features become standard 
when the world’s largest manufac- 
turer of double guns offers the 1959 
Fox B and B-ST with a ventilated rib 
for improved sighting. Model B, two 
triggers, $94.50. Model B-ST, with 
gold-plated, single trigger, $104.50. 
Both in a selection of barrel lengths 
and chokes: 12, 16, 20 and .410 gauge. 
Feature the Fox line for customers 
who want “custom” details and de- 
pendability at a moderate price. 
MODEL B-ST illustrated 


ONLY Savage has 
a vent rib pump gun 


to sell for a modest 
$82.50! 


Here at last is a Savage pump shot- 
gun. And what a gun it is! Gracefully 
shaped, comfortable slide handle. 
Beautifully polished bolt and deco- 
rated receiver. Ventilated rib is 
standard. Savage Model 30 is $82.50; 
Model 30 AC with Savage adjustable 
choke, $87.50; both 12 gauge only. 
Feature for feature, you’ve got the 
shooter’s best value in these Savage 
pump guns. 


P.S. There’s news in Stevens pump 
shotguns, too. The 77M, 3” magnum, 
introduced in 1958, is a big success. 
It'll now be available also in 20, as 
well as 12 gauge, 3” magnum. Only 
$81.50 with recoil pad. 


FLAS I'L 





ONLY Savage— 
introduces a high- te 





power, single-shot _ | eset len? east 
rifle... economically all over at 
priced at $37.50! ff SAVAGE! 


The guns and rifles you see here are just an inkling 
Here’s the economical answer to the of what’s ahead...all down the line in ’59 with 


call for a utility rifle for farmers | Savage. Be sure your Savage distributor gives you 

trappers — anyone who needs an in- . the whole story on the longest, ronges line of 

expensive rifle for pest control or quality firearms. Retail prices shown are subject 
ousagide : Dp = ll ; to change. Savage Arms Corporation, makers of 

other occasional shooting. It’s the Savage-Stevens-Fox firearms, Chicopee Falls. 

new Savage Model 219 in .22 Hornet Massachusetts. 

and .30-30 calibers. 


| Savage. 
M4 Stevens 
FOX 


THE LINE! 
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Rigid Polyethylene 
FUNNELS 


in sizes for every use 


How's the Hardware Business? 





SBA reports show small business loans approved 





Bes! for handy man of 
sportsman. Big, sure-grip 
lab. Oil, gasoline 
weather can't affect if 


F-4S 16 ounce Funnel A O S 
5%” dia. top — %” flow 


See why it’s easier and more profitable to 
sell new Lustro-Ware Rigid Polyethylene 
funnels. Perfect for home, farm and 
laboratory use, these boilable, chip-proof 
GUARANTEED funnels have big, easy-to- 
use tabs and 4 fast-flow air vents molded 
in... can’t be harmed by chemicals, oils 
or heat of electric dishwashers. Surfaces 
are smooth, seamless, easy 

to clean, can’t mar sink. 


’ 2 oz 4 oz 
272 '‘dia. 31" dia. 


Boil-proof CANNING FUNNEL 
with removable strainer 
F-8S 
5" dia. 1%" flow 
Here's canning utility 4 
housewives want. Full 
pint capacity and fast *,, 
vented flow speed jar be Se re nate? 
filling. Big tab never ae en 
gets too hot to hold. >, 


Easy-to-clean, remov- 
able strainer. 

Stock all 5 sizes of these utility funnels along with 
200 other fast-selling Lustro-Ware housewares. 
COLUMBUS PLASTIC PROD., INC., Columbus 23, Ohio 


A 16 oz. 


Guaranteed by 
WORLD'S LARGEST 
manufacturer of Plastic Housewares 
Want more facts? Circle 240, p. 145 
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and reasons for rejection of loan applications 


The loan policy of the federal 
government to aid small businesses 
is coming in for some criticism 
these days. Hardware dealers who 
have tried to raise money through 
the Small Business Administration 
program are asking why their ap- 
plications failed to produce money 
to improve their stores. (HA Dec. 
18, p. 41; Jan. 29, p. 60). 

A partial answer to these ques- 
tions comes in figures released by 
the Small Business Administration 
on loans approved and on the rea- 
sons for loan rejections. 

The latest monthly figures are 
for November. Several hardware 
dealers are listed among the 357 
business loans approved by the 
SBA. 


Who got the loans? 


Here is a breakdown, made by 
HARDWARE AGE, on these 357 loans 
approved as t») the size of loans, 
and as to the size of businesses 
granted loans in relation to the 
number of employees. The break- 
down for loans of $15,000 and less, 
and for establishments of six em- 
ployees or fewer, were considered 
in keeping with the size of small 
hardware stores. 

Loans for November, as to the 
amount of the loan, were: 

Percentage of 
Amount total loans 
$15,000 and under 
$15,000 to $100,000 
More than $100,000 

Loans for November, as to the 
number of emplovees, were: 
Number of 
employees 
6 and under 
6 to 100 
More than 100 : 

The tenth semi-anual report of 
the SBA also casts some light on 
loans approved, and on reasons for 
loan rejections. 

The report shows that for five 
years, to June 1958, business loans 
approved for the retail trade to- 
taled 3215 of which 570, or 17.7 
percent, were for stores in the 


Percentage of 
total loans 


——Consumer Mailers—— 


building materials, hardware and 
farm equipment category. These 
570 loans totaled $17,333,000, or 
20.9 percent of the total loans ap- 
proved for the entire retail trade. 


Not enough earnings 


“The most frequent reason for 
declining business loan applica- 
tions,” the report states, “was that 
the earning ability of the applicant 
had not been sufficiently demon- 
strated to give reasonable assur- 
ance that the loan could be repaid 
in the future. 
“This reason made up 38.2 per- 
cent of the total reasons. 
“The percentages of reasons va- 
ried little from data compiled for 
preceding semi-annual reports.” 
Other reasons for declining busi- 
ness loan applications, given in the 
tenth semi-annual report, were: 
Percent 
Reasons of total 
Insufficient collateral 
Insufficient equity investment 21.7 
(including disproportionate 
debt-net worth ratio) 
Unsatisfactory financial 
condition 

Need for loan funds not 
demonstrated 

Not eligible 

Other 

The reasons for declining loan 
applications applies to all catego- 
ries of business, not the building 
materials, hardware, and farm 
equipment group only. 


New Wholesalers’ Aids 








for Dealers’ Use 


Bingham spring mailer, 
sales kit available 


A colorful 4-page spring mailer 
and a 160 piece promotion kit are 
available from the W. Bingham 
Co., Cleveland wholesaler. 

The mailer, * “Spring Bargain 





Si & 
Ry € ‘ 


? j ¥ = ; : ; : 
* ) J oa 5 e : | 
with |\&@ ulif right in. * 








Cell in the only set 
WOOD BORING DRILL SET that goes from 4° to 14 


Drill sizes: 4", %%”, a 
EXTRA WIDE RANGE \%” TO 1%” Ye" 1", 1%" 
, , 4 ° 


Cell in the low, low retail 


price — 


$2.75 


Cell in the clearview 


plastic case. The 
colorful package serves as a 
moisture-resistant toolbox. Dis- 
courages pilferage. 


Cell in the hang up, 


stand up, tell-all dis- 
play card perfectly suited to 
selfservice. 


Cell in the faster, cleaner, 


truer boring of 
10 piece set in- wood, plastics, panelboard, plos- 
cludes shonk ond ter and compositions. 


Cell in the guarantee of 


hardened tool steel. 
Takes and holds a keen edge. 


Cell in every one of the 


set's 10 ruggedly 
constructed pieces. Set includes 
universal shank and wrench. 


Fits all 4°’ electric drills 
or drill presses 








fe 


In hard-to-reach 


Perfect for 
boring over- 
head 


~ 


SE 


SSS 


SS 











; At an angle 
' ... and into 
: end grain 


_—-—_ 
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Boost your insect wire-screening 
sales with this New Vinyl-Clad 
Aluminum Screening! 


Opal VINALUME puts a new smiling 
face on your screening sales! 

You sell more because you have 
more selling reasons. For example: 


® Vinalume is a proved* winner in 
weatherability—it resists corrosion 
by salt-spray, smog, and smoke. 


¢ Vinalume is attractive to the eye, 
easy to clean. 


¢ Vinalume is light and extremely 
easy to handle. 

@ Vinalume lies flat... stays taught. 

¢ Vinalume is easy to dispense. 


@ Vinalume comes in all standard widths. 


* Based on tests of impartial loboratory. 


PUSH THE FULL (J7@2/ LINE! 


Find out about the promotional aids available to help you sell insect wire 
screening of every type including Opal Aluminum, Opal Galvanized and 
Opal Bronze... all with the Marked and Measured Edge. Write for full 
details NOW! 


mt -te lh 3-14-10 Mi igelel-Maslela ane) Mm ial- 


New York Wire Cloth Company 


York, Pennsylvania 





New Wholesalers’ Aids 


(Continued ) 





Days,” is newspaper size, printed 
in full color. It features strong 
spring sellers such as lawn and 
garden items, outdoor cooking, 
paint and sporting goods. 

The promotion kit contains win- 


* DEALER STORE NAME GOES HERE 


OBE LSE WERE TG PESTER Frome 
SURETT ADDRESS TELEPMORT RH % ond SUNT 












i Oe SKA Owe were ‘ 
aed 
(MIXING Bow. @ 
$ - ¥ bs . 
. , ene » . ? o 
WE FOS ond ONE: 
r enuue~ A* ROLLER SKATES " 
‘ = Zé 
ss 
»" 
ai *§ #8 GARDEN MOK: 


@ [ eaner tem ser 








~~ 





dow banners, price cards for every 
item, double pennants and window 
spots. 

Space is provided on the circu- 
lar for dealer imprinting. 


Our Own has mailer for 
Red Tag Sale promotion 


Our Own Hardware, dealer- 
owned Minneapolis wholesaler, is 












' 

4 p y? > | 

ayy + . ‘y ' +3 oe 
ee t- ey t . 
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SiG SAVINGS CC} 


by ; 
THRIFTY SHOPPERS | 
Sete Starts Yodey! 
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Inflated plastic products 
with an air of quality 





New I-Beam Construc- 
tion available in 

both regular and 
pillow-type air 
mattresses. 

Exclusive design 
greatly extends 
service life. 





New camouflage 
pattern in brown and 
yellow added to 
popular line of 
DAPCO inflated 2-man 
boats. Ideal for 
hunters, etc. 










GENERAL 
at a s T ic = 


ee we *- * 
& @.e00 Cereere 























New “Carnival” rigid 
pools with the exclu- 
sive DAPCO design of 
alternating gores of 
contrasting colors. 
Supported by wire 
frame galvanized 
after welding and 
vinyl coated. 



















New Kiddie Beach 
Pattern available in 
2 or 3-ring wading 
pools. A wide variety 
of colors, decorated 
sides and bottoms 
also available. 


New embossed pat- 
terns plus a wide 
choice of beautiful new 
colors give the 
DAPCO line outstand- 
ing customer appeal. 








TRI-DIMENSIONAL 





KIDDIE PATTERN 





Oli geal mee sq. ft Tighe lal elhGlelal-ie mer lendel a’, 

wmd offices in Van Nuys, California, gives us 

dal mel delelslendlelamor.ler- loka sicem-» aor lalemelll amelt-taalels 

tion for the first time in years. It will pay you 

= fooue to investigate the profit potential from stock 

P| y a9 "7 ing and selling DAPCO, the country's TF lellal 4 
£ i Oo aa 42 - ‘ and most complete line of inflatable plasti« 


elgeleleions 











MANUFACTURERS OF: Air mattresses, beach 


Write or wire today for information and new 1959 Catalog showing the complete line. 
and pool toys, inflatable wading pools, rigid 
pools, surf mats, inflated 2-man boats, and the 


DAVIS PRODUCTS, INC. J wiieimtinsis inated z'man bots, an 
7765 Lemona Avenue, Van Nuys, California + P.O. Box 3427 ——— eee 
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SELLING—and FAST! 
Cash in now on new Ridiid ‘SPREDIING 















Just turn handle... 
a ... table “spreads wings”’ for 
on ideal flatwork ironing surface! 





Good Housekeeping 
Nor ae 


45 aoveanisid ™ 


, Pal, 
Now, TWO Aid@id Knee Koom ironing 
tables in ONE...(1) tapered table for 
ironing clothes, and (2) “‘squared-off”’ 
table for ironing flatwork! 


Patents 
applied for 
It happened when Rid-Jid first introduced an adjustable SrprepWine 
height table. It happened when Rid-Jid introduced Roatan 


Knee Room design. And now it’s happening again with | 
Rid-Jid’s newest exclusive—the SpredWing design: 


Women are recognizing this feature as a 
most welcome problem-solver...and they’re 
taking Rid-Jid SpredWing ironing tables 
off sales floors at a record pace! 





Just Introduced 
SPREDWING Adjustable Table 


HELE oe @ Sturdy chrome legs 


Cash in now with fast sales of this most wanted ironing 
table in your store ...it’s value-priced for your cus- 
tomers, yet you get your regular profit margin. 


Now only $4 625 


(higher in Canada) 


@ 12 height adjustments 
@ Non-slip rubber feet 

@ Finger-tip control 

@ Open mesh top 


only $4 395 


Model No. 2 






Pad & Cover set, regularly $4.98, now only $3.00 when 
purchased with SpredWing table. (Packed with table for 
your convenience.) 


& a ® 
Rid fl SPReDWine ***».2,2:2% sonra 
Spring Park, Minn. * Reading, Pa. 


For over 80 years creators of convenience in quality household products 
Want more facts? Circle 244, p. 145 


Pad and cover only $3.00 
when purchased with table. 
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Stock the one 
all purpose 
water seal 

















Proved by home owners 
— contractors 


widely advertised 


MOISTURE PROOF WALLS, 
CEILINGS, FOUNDATIONS 


Wood «+ Tile «+ Stucco + Masonry 
Concrete « Shingles + Painted 
and unpainted surfaces 
Prevents dry rot, efflorescence, 
water stains «+ Retards dampness 
in basements « Lasts five years 


OUTDOOR USES 


Keeps moisture out of camping equip- 
ment, awnings, convertible tops, garden 
furniture, pads, planter boxes, boots, 
shoes, any porous material 


Easy to apply by brush, spray or roller. 
Deep penetrating. Colorless. 


Excellent concrete curing and sealing 
agent. Proved bond breaker for pre-cast, 
tilt up and lift slab construction. 


Order from your wholesaler or Thomp- 

son distributor. Ask about free perma- 

nent display fixture to speed up sales, 
ave inventory. 


Write for complete information and name of 


distributor nearest you. 4936 


J 
MANUFACTURERS OF FINE PROTECTIVE 
CHEMICALS SINCE 1929 


E. A. Thompson Co., Inc., 
San Francisco 3, California 


Merchandise Mart, 





San Francisco * Los Angeles * San Diego * 
Portland ¢ Chicago * Seattle © Denver ¢ Dallas 
Houston ¢ St. Louis * St. Paul ¢ Detroit * 
Philadelphia © New York City © Memphis ¢ 
Cleveland ¢ Factory: King City, California 
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(Continued ) 


offering dealers a Red Tag Sale 
circular to increase sales during 
the winter season. 


The new 12-page color tabloid 
mailer features Red Tag Specials 
on items listed with especially low 
prices. A 4-page center section 
promotes home interior painting 
for the winter months and fea- 
tures specials for do-it-yourself 
painters. 


Other pages list low prices for 
electrical supplies, housewares, 
tools and home fix-up items. 

More than % million circulars 
will be distributed. 


Cotter midwinter mailer 
goes to 1 million homes 


A red and yellow V & §S Mid- 
winter Circular from Cotter & Co., 
Chicago dealer-owned wholesaler, 
has been circulated to one million 
customers. 


The four-page mailer offers 
many timely bargains, for instance, 
a snow brush for 39¢, five extra- 
large dish cloths for 29¢, and a 


LENDVED WARDWARI CO 


CUNTONVRiE Ww 
“i. 


ALARM CLOCK 


z2'2 





plastic pail for 69¢. Prices range 
from 5¢ to $24.99. 

A red and yellow display kit is 
included with the promotion. The 
kit includes an eight ft name ban- 
ner, assorted pennants, price cards, 
and a 3-column ad mat for special 
V & S buys. 





OUTBOARD BOATMEN REPORT: 


LUBRIPLATE 
Marine-Lube “‘A”’ 
works where other 
lubricants failed 














.! 


, ~, 
. 


see Baio — . 
sens ‘Cy 


obj 









= 
“Sane 


MARINE-LUBE A (2 


Yes—that’s right! We have letters 
from boatmen all over the country 
telling us about their phenomenal 
success with Lubriplate Marine- 
Lube ‘‘A”’ in these vital areas. 

Your customers can be protected 
from sticky, dangerous steering with 
Lubriplate Marine-Lube “A”... 
trailer wheels can be run in and out 
of the water and onto the road for 
miles and miles with no problem. 

Lubriplate Marine-Lube ‘‘A”’ is 
waterproof, won’t wash away... 
created specifically for difficult fresh 
and salt water marine lubrication. 

Sell Lubriplate Marine lubricants 
to your customers. 

Try them yourself for your serv- 
ice work .. . you'll note the differ- 
ence. 

Lubriplate Marine lubricants are 
advertised to millions of boatmen 
everywhere in Motor Boating, Pop- 
ular Boating, Field & Stream, Pop- 
ular Mechanics, Fishing, and other 
national publications. 

Ask your jobber about the com- 
plete Lubriplate marine line today! 





LUBRIPLATE DIVISION 


Fiske Brothers Refining Co. 
Newark 5, N.J.—Toledo 5, Ohio 
Want more facts? Circle 246, p. 145 
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One PAX 
Application 
Kills Crab Grass 
Seeds... for years 





1. SOLVES CRAB GRASS PROBLEMS 


Latest reports on the continuing PAX 
research program prove that a single 
application every few years gives per- 
manent crab grass control. Also gives 
control of mouse-eared chickweed. 


2. PREVENTIVE CONTROL 


Crab grass is an annual that dies each 
winter leaving millions of seeds. PAX 
kills these seeds and those that blow 
in from neighbors’ lawns for years. A 
PAX control program ends forever 
the continuing task of digging or 
spraying to remove the growing weed. 
PAX fertilizes the lawn and also con- 
trols most soil pests. 


3. BOOSTS EARLY SPRING SALES 


PAX profits roll in at a time when 
garden supply sales need boosting the 
most. Volume sales realized in the 
first season. 


4. ADDED ADVERTISING SUPPORT 
Spring program biggest in PAX his- 
tory. Breaks March 15 with local 
newspaper ads and leading gardening 
support. Many point-of-sale aids... 
50/50 cooperative advertising pro- 
gram. 


ORDER NOW 
Share in the early bird profit program 
... contact your local garden supply 


jobber. 


PAX COMPANY 


580 West 13th South °* 


Salt Lake City, Utah 
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Promotions 











Manufacturers’ New 
Merchandising Plans 








New Ekco-Flint cutlery 
gets '/2 year promotion 


Flint Waverly edge cutlery, cut- 
lery that the Ekco-Flint division 
of Ekco Products Co. says practi- 
cally never needs resharpening, is 
scheduled for full-scale promotion 
in the first six months of 1959. 

TV commercials will run fre- 
quently in four- to six-week peri- 
ods in each of 37 different market 


| areas across the country. 


A special feature of the promo- 
tion is demonstration. Television 


_demonstrations showing the non- 


dulling features of Waverly cut- 
lery have been carried over to a 
counter display which has a step 
by step photographic demonstra- 
tion of why the knives stay sharp. 

The Waverly utility knife, regu- 
larly priced at $1.50, will retail for 
97 cents during the promotion: will 
cost dealers $6.98 per card of 12 
knives. 


Decoration material for 
True Temper promotion 


True Temper is offering a selec- 
tion of decoration materials for a 
new “Tool-up Time” tool promo- 
tion. 

A large banner, posters, tool 
handle tags, ad mats and display 
suggestions for the promotion are 
available through True Temper 
wholesalers or the company. 


Special deals to spark 
Landers’ spring offers 


A series of special deals and 
offers and an accelerated adver- 
tising program will spark Land- 
ers, Frary & Clark’s spring sell- 
ing campaign. 

A $19.95 Immersible Coffeema- 
tic highlights the new product 
offerings which include a 11% in. 
fry pan, a 3-quart sauce pan and 
a 5-quart Dutch Oven, all serviced 
by the Cookamatic probe control. 

A new Universal table mixer 












No. 212 
Trowel 





















Chrome-Plated 
GARDEN TOOLS 


Here’s a new line of chrome- 
plated garden tools for the 
“‘economy-minded”’ quality buyer. 

Trump Estate tools are excep- 
tionally well balanced. They are 
made in the United States of 
heavy gauge steel, triple chrome 
plated (copper, nickel, chrome) 
for longer life and greater eye- 
appeal. Dark, hardwood handles 
are comfortable to hold and to 
use. Handles are firmly anchored 
to tool head; joint is sealed with 
a bright metal ferrule. 








No. 213 
Transplanter 





i ly No. 235 
Cultivator 


New Trump Estate garden tools are 
“bargain”’ priced for volume sales at 
full profit. Order the complete line 
from your wholesaler. 
Also: Trump Deluxe 400 Series 
Trump 800 Series © Trump 700 Series 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. « Pascagoula, Miss. « Niagara Falls, Ontario 
Want more facts? Circle 248, p. 145 





















/ Multi-Purpose 


GUN TACKER KIT 





By Popular Demand: @. NEW ATTACHMENTS 


aioe taal on 


Featured Value for IRHA stim WEEK 





> SHOOTS h STAPLE ASS: he 


wherever you'd es sn Sete =r ese 
drive a nail lp as <h a). eee 
f? eee a ee SS aes 
bas i. ©1008 1)” eames 
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008 Cf Tr * ae 
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spate ATIACHMENT J ameow FASTENER CO. wec. | 
; WOR iD RY a j 





‘dail —S) £ | Sere ANY WAY acl uy SELL TF i _ 


“a wee Le {2 
‘ 3 
&- i ae 
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Here's the amazing, new kit consumers have been asking a ' | 
for! A multi-purpose gun tacker kit with 1001 fastening uses cat AM 9 a AEE he 8 a a 
THERE’S MONEY TO BE MADE! 


— the perfect gift for do-it-yourselfers! Now, with the addi- 
tion of 4 brand new attachments, the new, enlarged Arrow : a een 
T-50MP offers you a bigger sales and profit potential than If each item sold individually 
Retail Value ... $19.50 


ever before! 
The perfect gift item SPECIAL KIT PRICE...$17.50 














PRE-SOLD TO MILLIONS IN HOME AND INDUSTRY Another Featured Value | 
THROUGH HEAVY NATIONAL ADVERTISING ‘ 
IN THESE LEADING CONSUMER MAGAZINES or IRHA HARDWARE WEEK 





BE READY TO MEET THE HEAVY DEMAND — 
ORDER FROM YOUR JOBBER TODAY! New! jT-21 
Sold Only Through the Trad ; 
perlite Wonca nn vere JUNIOR STAPLE GUN 


MRROW FASTENER ['0../NC. A Light, Handy Staple Gun 
One Junius Street * Brooklyn 12,N. Y. for a Mass Household Market! 
In Canada: Lightstone Sales Co., Inc.—Montreal The ideal gift item. 
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NOW! 


The One and Only 








Aluminum 
SAFETY PLATFORM 
LADDER 


ONt Pics 


t AR‘ HED 
TRUS 





Now, get set for quick sales with 
this new WERNER lightweight, 
lifetime aluminum platform lad- 
der. Your customers will imme- 
diately see its superior safety, 
convenience and styling features 
...and the strong eye-and-buy 
appeal of these outstanding ad- 
vantages is sure to keep cash 
registers ringing. 





ynvermeiters Caboratories, in 
imSPecteo 
LADDER 
th, 2S ISSUE Ne 4.03 












--eis available in 
three most practical sizes. 


Clear the way for real profits—write 
today for full catalog details or con- 
tact your WERNER Aluminum Ladder 
Distributor immediately. 


WERE Rev 


DEPT. HA-2, 295 FIFTH AVE., NEW YORK 16, N. Y. 











RE ME Sk RCN 
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and a new Mixablend blender will 
also be offered. 

These products will be adver- 
tised nationally in 26 consumer 
magazines and on ABC’s “Break- 
fast Club” starting March 16. 

The Universal Cordless Electric 
Shaver will be advertised 


zines. 


A special deal on No. 1810 Uni- 
versal Steam ’N Dry Iron offers 
the sixth iron at half-price when 
five are purchased to retail 
$17.95 each. 


Dealer training film is 
offered by Western Tool 


A power mower sales training | 
film is offered to dealers by West- | 


ern Tool and Stamping Co., Des 
Moines, Iowa. 


The color-sound movie covers 


manufacture and salesmanship | 
techniques for Homko Poweramic | 


power mowers and lawn equipment. 


Step-up selling is a special fea- 
ture of the film. 


The film (No. 4917) is available | 


on request through Western’s sales 
promotion department. 


3M will promote deal 
in magazines, on TV 


in a 
group of men’s and sports maga- | 


at | 


Minnesota Mining & Manufac- 


turing Co. will advertise its clutch 
purse promotion in Life, Look, 
Saturday Evening Post, McCall’s, 
Ladies’ Home Journal, This Week, 
Parade, eight local Sunday sup- 
plements, Woman's Day, Every- 
woman's, and Western Family. 


Television promotion will include | 
seven major daytime shows on the | 


American Broadcasting Co. net- 
work, backed up by 100 nighttime 
spots in 75 major markets. 


Dealers get new clocks 
for old in GE promotion 
General Electric-Telechron of- 
fers dealers a trade-in program 
on clocks. 
GE 


will list the models that 


(Continued on page 217) 

















Boosts self-service sales 





—for EASY HANG 
perforated board 
FIXTURES 


Holds one box each of 
twenty-three ‘‘Bubble- 
packed” and ‘‘Card- 
mounted” fixtures; ten 
each TE-35 and TQ-1 
in standard boxes, 250 
stabilizers and 90 sq. 
ft. perforated board. 





The new K-5 Merchandiser is a dra- 
matic, traffic-stopping self-service dis- 
play for Easy Hang perforated board 
fixtures. Spot a K-5 in a good location 
in your store and watch sales zoom 
on these popular items. Store tested! 
Occupies small, 24” x 21” floor space. 
Drop-shipped, prepaid from factory, 
eastern and western warehouses. Call 
your jobber or write today. 


“" 


5 Die 





BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH, 
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... AND NEEDED 
FOR EVERY Ne! 
LAWN AND GARDEN \\ one 3 


(D SPO) 
— Ley 

SO KE. ATTACHES TO 

4 GARDEN HOSE FOR FAST, 


DEEP-DOWN, GENTLE SOAKING OF TREES, 
GRASS, PLANTS 
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20” SUVER 
ENAMELED HOOD 


BUILT-IN OVEN WITH 
TEMPERATURE INDICATOR 
iN STAINLESS STEEL DOOR 


pecause of these Features: 2eM 


FAST, THOROUGH SOAKING— 
Unique design, with hundreds of tiny 
outlets, breaks up water stream for gen- 
tlesoaking, even a maximum water force. 
CONCENTRATES SOAKING—The _ !"dividually packed in Heavy-Duty 
Spot Soaker directs water down—to the S creer PelyounsEse oe 
tr - package. Packed 12 
plant roots. It’s ideal for trees, shrubs, Spot Soakers in an at- 


selected lawn areas. tractive display carton. CHROME PLATED GRILL, 


ALUMINUM CONSTRUCTION —Slit Retail Price... 1,.49* ee 
and expanded aluminum foil is rust-  *Add 5¢ inCalif.,Nev.,Ore.,Wash. 


3 POSITIONS FOR SPIT 
AND MOTOR 7 
24° MEAVY GAUGE 
STEEL FIREBOW!L IN 
COLORFUL RED AND 
WHITE SPATTER FINISH 


3” GRU HEIGHT 
ADJUSTMENT 


° . 6” RUBBER TIRED 
proof, corrosion-resistant—lasts for ——— RED- ENAMELED WHEELS 
years. 
Write for Information. 
y.” ENAMELED SHELF 
RESEARCH PRODUCTS (om Poole MATCHES BOW! 
Dept. 66, Madison 1, Wisconsin ® 





RUBBER TIPPED 


Want more facts? Circle 252, p. 145 FRONT LEG 


TRIANGULAR 
STEEL ROO BRACING 
















In the handy, sift-proof 
cut-and-pour packages. 








Only 4 basic grills, with interchangeable 
accessories, give you 


12 COLORFUL COMBINATIONS 


COW MANURE © SHEEP MANURE @ PEAT MOSS @ HYPER HUMUS Shown above is Arvin “‘Charky” Model R20-7. 


ROSE FOOD © BONE MEAL © VERMICULITE © AZALEA FOOD @ LIME | Suggested retail price $49.95. Interchangeable 
| __ acessories, in addition to those illustrated, which 
| may be used with this and other basic grills in- 
| clude: 12” and 15” hoods complete with motor 
| and spit . . . 15” smoker hood with heat indicator 
| .. . two-level rotatable, adjustable grill . . . chef’s 
board. Arvin ‘“‘Charky”’ grills give you this year’s 
liveliest looking line with the fastest-selling fea- 
tures, plus the famous Arvin name and quality. 





A. H. HOFFMAN INC., LANDISVILLE, PA. 


Want more facts? Circle 253, p. 145 





SOLD ONLY THROUGH DISTRIBUTORS 





Furniture and Housewares Division 











|, rRenemion ee Arvin INDUSTRIES, Inc., Columbus, Indiana 
| , | Arvin also manufactures Leisure Furniture, Ironing Tables, 
Where Prices are Born, Not Raised. QUALITY BRICK-MASON TOO Radios, Phonographs, Electric Heaters, Fans, Car Heaters 
JOINTERS, TUCKPOINTERS, SLEDRUNNERS ROUND AND V, LINE 
TWIGS, PINS AND STRETCHERS. Also imprinted Pins and Twigs. | SHOWROOMS NEW YORK: 1150 Broadway, 230 Fifth Ave. 
GET THE #40 assorted Tool Pack, all pre-priced and packaged Shp. wt. 172 | : CHICAGO: Americen Furniture Mart, SPACE 522 
Retail—$42.97. Dealers less 40°%—$17.19. ist order pre-paid—$25.78. 
Ask your Jobber or write—FREDERICK TOOL MFG. CO., ELKHART, IND. 
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ONE SELLS THE OTHER! Prospects for fuel oil filters and 
furnace humidifiers are frequently one and the same 


Combine these two profitable lines and one gets business 
for the other! 







tg90”’ 













HUMIDIFIER 
9 FAST, PROFITABLE INSTALLATIONS! No complicated No float oF 
* assembling or fitting — and no service “call-backs’’. Gen- ° tricky pO” 
eral Humidifiers and Filters are trouble-free . . . each a leveling. 
leader in its field. 


“ 
@ ‘Porous Weave 







3 SURE, YEARLY REPLACEMENTS! Easy, added profits from 















cloggins- lely 
yearly replacements of General Filters Replacement Car- Member of @ Operates 5° 
tridges (fit all leading filter makes!) and “Porous Weave” The Humidifier by weter 
Evaporating Plates. 






Association 


General ‘x's 
Genera’ AND 


FILTERS 


General Fuel Oil Filters and General “800” Furnace Humidifiers go “hand-in- 
Lifetime? an. | 
nstt 


pressure. 









© aim hand” in sales—and profits. General Filter users are prime prospects for humidi- 
: “it fiers—and vice versa. When you service one, recommend the other. Doubling up 
- Woo pesio™” your sales effort saves time, service trips and money — makes handling 
CorttidO®™ eg GENERAL doubly profitable! 
raps Po 
. wustur®: ‘ 
trouble-fre 
girratio®: 


GENERAL FILTERS, INC. 


Your Jobber Knows and Trusts Geacea€ 43800 Grand River Avenue 


e Novi, Michigan 
He Stocks Both .. . How About You? 


IN CANADA: Canadian General Filters, Ltd, 39 Crockford Blvd., Scarborough, Ontario 
Want more fects? Circle 256, p. 145 


ie FREE Self-Selection MERCHANDISER 
FOR KASON ADJUSTABLE-SHELF HARDWARE 


THIS ATTRACTIVE SALES-MAKER is a complete self-service department 











of Decorative-Shelf Hardware . . . creates new, profitable ‘DO-IT- 

YOURSELF’ business for you. as 
You get this Merchandiser FREE with your opening order for the PG Pag, 
Assortment of KASON BRACKETS and STANDARDS. (Offer is limited 

to one Merchandiser per store.) 


NEW profitable business for you! 
ON YOUR OPENING ORDER: 
YOUR TOTAL COST IS (F.0.B. Brooklyn, N. Y.)......... $ 94.83 
RETAIL VALUE OF MERCHANDISE ..................- 154.07 


WRITE FOR LITERATURE AND PRICE LIST 















2 LS) Ht Cutty HARDWARE For Decorative Shelving 
Attractive a — . — mi 
FULL-VIEW 2 
packaging 








Brackets are Bubble-Mounted on attractive cards; Standards are packed with 


screws in polyethylene sleeves. The fine finishes of this High Quality Hardware 
ore fully protected. 


FULL-VIEW packaging makes self-selection easy .. . iP 
_ stimulates impulse buying. 


The PG Assortment features 3 beautiful finishes: Silvertone, Bronzetone and 
Black in a full range of popular sizes. 


KASON HARDWARE CORPORATION, 71 Wallabout St., Brooklyn 11, N. Y. 


Want more facts? Circle 257, p. 145 
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mor : mMoRE emt ‘i 
CELLOPHANE TAPE CELLOPHANE TAPE 


PLastic ac rence tare IMAM SIX 25 ROLLS THAN SIX 25 @OUS 



















Gam +00! Cart: Oe HOemOT 


permanent fixture“ and 
extra merchandise FREE, 
with this assortment: 
No. 9100 


YOU SELL FOR... $54.26 
YOU PAY.........$28.63 
YOUR PROFIT .... $25.63 





Features new LEPAGE’S 
Cellophane Tape in the new 
revolutionary Plasti-Pak! 





La 





> 2612” high x 21” wide x 10!2” deep 





au. euarost 











With new features and options, 
59 Chevrolet truck 6 boosts 
fuel economy by 

as much as 


A new camshaft design and a 
new maximum-economy option* 
bring you this remarkable 
increase in gas savings with 
Chevy's Thriftmaster 6.1 


This newly improved engine for °59 offers 
fuel economy that can mean up to one dollar 
saved out of every five spent for gas! Its out- 
standing gas-saving ability stems from two 
new engineering refinements. 

The first is an economy-contoured camshaft 
that’s machined to provide a lower lift and 
reduced valve overlap. This feature offers 








up to 10% less fuel consumption in every 
’59 Chevy Series 30 or 40 model with stand- 
ard Thriftmaster 6! 

The second innovation is a new maximum- 
economy option that operates in combination 
with the economy-contoured camshaft in 
Series 31 and 32 models. Consisting of a new 
smaller venturi carburetor and new economy 
ratio rear axle, this option boosts fuel econ- 
omy as much as an additional 10°! Thus, 
Series 31 and 32 Chevies with the new Thrift- 
master 6 can be equipped to reduce your 
operating costs by up to 20°! 

This is the kind of low-cost truck power 
you've been looking for—so see your Chevy 
dealer soon for all the details! . . . Chevrolet 
Division of General Motors, Detroit 2, Mich. 

*QOptional at extra cost. 
tAnd it uses regular gas, like all Chevy engines. 


CHEVROLET TASK-FORCE 59 TRUCKS cineca 
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may be reclaimed in an advertis- 
ing campaign in trade magazines, 
including HARDWARE AGE. A 
dealer may return only unused, 
undamaged clocks in their origi- 
nal cartons. 

If dealers have the listed mod- 
els in stock they are returnable 
for currently advertised models, 
plus an additional order. 

GE allows full credit for the old 
models when billing the dealer on 
the order. 

The offer to 
clocks on new 
Feb. 28. 


older 
expires 


trade in 
models 


Year-round promotion 
kit of ideas from Wen 


Wen Products, Inc., Chicago, 
offers dealers a year-round kit of 
promotien materials plus sugges- 
tion sheets and ideas that let 
dealers use every merchandiser to 
full advantage. 

The merchandisers include a 
series of do-it-yourself columns 
written by a Popular Mechanics 
editor for newspaper use, a do-it- 
vourself booklet offered through 
ads in leading magazines, and a 
cartoon series and various point- 
of-sale materials. Each merchan- 
diser comes to the dealer com- 
plete with its own “idea” sheet. 

The merchandising package is 
free to dealers with a $55 pur- 
chase of tools. 


Dominion dealers asked 
to identify 3 products 


A year-long, Feature of the 
Month contest is open to dealers 
and wholesalers of appliances 
made by Dominion Electric Corp., 
Mansfield, Ohio. In total, $20,000 
worth of Dominion products will 
be given away. 

The contest works like this: 

Each month, different Dominion 
appliances will be featured in trade 
ads. Each ad will carry a coupon. 

Dealers fill out coupon to return 
to the Dominion Corp. Each month, 
13 dealer coupons will be drawn, 
and each of these will be personal- 


ly visited by the company to iden- 
tify three products featured in the 
advertisement. 

Dealers who can make the iden- 
tification are eligible for these 
prizes: $250 worth of Dominion ap- 
pliances (first prize each month) ; 
$150 assortment (second prize) ; 
a $100 assortment (third prize) ; 
and 10 prizes worth $50. 

Distributors selling the winning 
dealers will receive prizes ranging 
from $30 to $150 in retail values. 





A new pre-paid freight allow- 
ance, some new products, and pro- 
motional allowances are available 
in support of Feature of the 
Month. 


Merchandising calendar 
for Moore's dealers 

A schedule of timely paint ad- 
vertising ideas for stronger sales 
promotion on the dealer level is 
the feature of a merchandising 

















IF YOU CAN DO THIS 


you can go self-service now! 


S.A. HIRSH MFG. CO. 


8051 Central Park Avenue, Skokie, !!! 


if you can slide a shelf in place and drive 
a screw, you can go Self-service now with 
Hirsh Shelving Uprights and your own 
lumber, new or used. This is the fast, 
economical, profitable way to remodel, 
and it's so easy you can do-it-yourself! 
Fully Adjustable ¢ Holds More e Shows 
More @ Sells More © Costs Less 





Copyright 1959, S. A. Hirsh Mfg. Co. 











‘SEND FOR 


|S.A. HIRSH MFG. CO. 
8051 Central Park Ave., Skokie, Illinois 


Gentlemen: Please send me complete information about 


HA—2/59 











FREE 1 HIRSH STANDARD STEEL SHELVING UPRIGHTS 
Name 
i Store ee 
CATALOG Address___ enbeniien siaslitieiipiaateaiiaiaainn 
; City eS 
| sae L. 
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Top discounts! Strong advertising / 
It pays to push 
The Weedone Line 


the fastest moving weed killer line of them all! 


WEEDONE —first and foremost among weed 
killers! Available in both popular forms; 
liquid for sprayers; dry for spreaders. 


Liquid Dry 
8 oz. can. $1.00 (list) 5 lb. bag... $2.25 (list) 
(larger sizes available) (larger size available) 


slightly higher west of Rockies 


WEEDONE Easy Weed-Away Sprayer— 
sturdy plastic, fits any standard gallon or 
half gallon jug. Lists at $.59. 








WEEDONE Crab Grass Killer Sodar—kills 
crab grass and dallis grass without injury to 
desirable lawn grasses! Now available in 
liquid or powder for sprayer use; and dry 
for spreader use. 


Liquid Dry 
IT pt.can.. $1.95 (list) 5 Ib. bag... . $2.25 (list) 
(larger sizes available) (larger size available) 


slightly higher west of Rockies 





fg 
“edater | 





WEEDONE Chickweed Killer—this selec- 
tive chemical contains powerful 2,4,5-TP... 
kills chickweed, clover, prostrate spurge and 
henbit without killing lawn grasses. 

8 oz. can. $1.49 (list) 


1 qt.can.. $3.75 (list) 





PLUS THE FULL, 


PROFIT-PACKED WEEDONE LINE 


Weedust * Improved Weedone Crab Grass Killer with MCP * Weedone Brush Killer 
* Weedone Clover Killer * ACP Poison Ivy and Poison Oak Killers * ACP Grass Killer 
TCA 94% * Rootone, Transplantone, Fruitone 


BIG DISCOUNTS! The biggest ! You get a full 40% dealer discount 


on all most popular and largest selling sizes ! 


MERCHANDISING! Copies of big 64-page 


“Garden Guide,” big 


colorful Weed chart, product folders, colorful traffic pulling displays... 


ALL FULL OF SELL AND ALL FREE! 


ADVERTISING! National, regional, local! A big lineup of magazines 


and newspapers all working to pre-sell your customers! 


CALL, 


WRITE OR PHONE YOUR JOBBER FOR ALL THE EXCITING, 


PROFITABLE DETAILS OF WEEDONE’'s 1959 PROGRAM! 


AMCHEM PRODUCTS, ING. 
Li 


a 


St. Joseph, Mo. 


FORMERLY AMERICAN CHEMICAL PAINT CO. 


AMBLER, PA. Niles, Calif. 


Originators of 2,4-D and 2,4,5-T Weed Killers 


WEEDONE AND WEEDUST ARE REGISTERED TRADEMARKS OF AMCHEM PRODUCTS, 
Want more facts? Circle 261, p. 145 
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calendar offered by Benjamin 
Moore & Co., New York City. 

‘ach month on the calendar con- 
tains the nucleus of an advertis- 
ing campaign. Backup items such 
as ad mats, store trims, and radio 
and TV spots are available. 

The large (19 x 27 in.) calendar 
is suitable to hang up anywhere in 
the store, for customer as well as 
dealer convenience. 


Cory pushes coffee 
brewers in promotion 

Cory glass coffee brewers are 
the focal point for major house- 
wares promotion by Cory Corp., 
Chicago, throughout the first quar- 
ter of 1959. 

The company has introduced a 
new promotional model, No. DIG- 
S, featuring Cory’s glass-to-glass 
vacuum seal, at $4.29. This 4 to 
12-cup model represents a retail 
value of $7.50, the firm said. 

In support of the promotion, 
Cory offers dealers its “extra profit 
assortment” of models DNG, DCG, 
and DIG brewers and 12 assorted 
glass filter rods. Dealers who pur- 
chase this assortment receive a 
model DGP-3 glass _percolator 
($6.95 retail value) free. The as- 
sortment may be ordered as Cory 
Extra Profit Glass Deal No. 2327. 


Wear-Ever schedules 
2nd quarter promotion 

There are three highlights in 
the second quarter sales promotion 
program of Wear-Ever Aluminum, 
Inc., New Kensington, Pa. 

First, national promotion of 
some 20 restyled utensils which 
feature improved handle designs. 

Second, reduced prices on five 
sizes of Wear-Ever percolators: 2- 
cup, $2.79 (reg. $2.95); 4-cup, 
$3.29 (reg. $3.65); 6-cup, $3.49 
(reg. $3.95); 8-cup, $3.69 (reg. 
$4.25); and 12-cup, $4.49 (reg. 
$4.95). Western prices slightly 
higher. 

Third, Hallite casseroles in cop- 
per and turquoise trims will be na- 
tionally featured at 30 percent off 
regular prices: 8 in. at $6.12 (reg. 

















AVAILABLE NOW! 










jxmerican 
padlocks 







vine TET 


American hack Co) 
% : 


16-PAGE 
AMERICAN 
LOCK COMPANY 
CATALOG 


Our colorful and useful new 16- 
World’s page 3-color catalog and price 
list describing our complete line 
is now available. All ook are 
Padlocks shown full size; keyed-alike pad- 
lock numbers are also included 
The back cover illustrates our 
new free Display Board. 


Toughest 


Est. in 
1912 








JUNKUNC BROTHERS 
fA merican ‘Meler 4 
KL) rote) ia: a ad 


1145 W. Garfield Blvd., Chicago 21, Illinois 
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= THE TRADE CALLS 


= 
DYKEM 
STEEL BLUE 


Dies and 
-Templates) 


| 
| | 
\ 


1 ‘\ 4) 


% 







z 


_ 





Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 





Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305B North 11th St. « St. Lovis 6, Mo. 
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tools 


Self-Liquidating Displays! Colorful, 
attention-getting, compact — take minimum 
floor space. New “‘Self-Liquidating” Plan pays 
cost of most of these displays. Ask your 
jobber or write direct for profitmaking details. 


ey 








No. 770. 


The “Midget” 
Tool Merchandiser 
that created a 
whole new 
market! 


No. 760. 


Lightweight Tool 
Floor Display. 
Opens a vast, 
untapped market 
for lighter 
weight tools. 





No. 960. Greatest development in long 
handled tools. A complete department in a 


few square feet. 








Write today for new 1959 
Garden Tool Catalog 


GAR DEX 








No. 955. 


Finest rack ever 
for a limited 
display. Holds 
twice as many 
tools as the 
ordinary rack, 


No. 777. 


Combination 
Lightweight Floral 
and Midget Tool 
Display. Big 
seller in 

little space! 


INC. 





501 N. Carroll Ave., 
Michigan City 2, Indiana 
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$8.75); 9 in. at $6.96 (reg. $9.95) ; 
and 10 in. at $8.36 (reg. $11.95). 
Slightly more in the West. 

The three promotions are backed 
by mixed April and May ads in 
McCall's, House Beautiful, Living 
for Young Homemakers, and House 
and Garden. Ad mats, counter 
cards, and bill enclosures are avail- 
able to dealers for tie-ins. 


Columbian fact card 
educates customers 


An instruction card telling cus- 
tomers how to test level and plumb 
vials for accuracy is now included 
with each magnesium level made 
by Columbian Vise & Mfg. Co. 

The card also tells users how to 
adjust and replace new fingertip 
vials on the levels. To educate cus- 
tomers on home adjustments, 
Columbian’s card offers a free re- 


placement vial to anyone who mails 
back a request. 


Give-away featured in 
Quickie Mfg. promotion 

Quickie Mfg. Corp., Philadel- 
phia, will give away a $1.98 
Lustro-Ware Pail with the pur- 
chase of a Quickie Automatic 
Sponge Mop at $4.95. 

There will be dealer-listings ads 
in markets throughout the country 


supporting the program. The pro- 





CHAP ILM 





ee cer renee 
———_ 


ee 


THE LINE 
FOR 59 


—_— 


IN LAWN AND GARDEN SPRAYERS 


SPRAYER 


Ne 14) J 
“1 ae memati woes x eee 


New Design! 
New Appeal to Customers! 
New Sales for You! 


Most sales-stimulating innovation in years in 
lawn and garden sprayers! Chapin's new wide- 
diameter compressed air sprayer in a complete 
range of capacities! Larger diameter and lower 
height add greater balance and stability, new 
Carrying convenience, modern appearance. SAME 
dependable Chapin quality and performance. 
Two-stage safety lock. Qil-resistant hose, gas- 
ket, valves. 


Send for our new 
1959 catalog il- 
lustrating Chapin’s 
complete line of 
dusters and spray- 
ers. Write Dept. H2 


4 Compare this new 
wide-diameter Model 
No. 141 with this old- 
style small diameter 

Model No. 140 » 


A complete range of ca- 
pacities in both styles 


Quality Sprayers and Dusters since 1887 


MANUFACTURING WORKS, INC. 


BATAVIA, N. Y. 
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motion is also being featured in 
trade publications. 

There are six buckets and six 
mops in a two-carton units that 
converts to a floor display 2 sq ft 
of space. 


Sunbeam co-sponsors 
“What's My Line” show 

Sunbeam Corp., Chicago, is co- 
sponsor of the 30 million-viewer 
“What’s My Line’ TV show be- 
ginning this month. 

Sunbeam will use the program 
to promote portable electric appli- 
ances and shavers. 


Revere features new 
prices and packaging 

Two price specials, one give- 
away, and one new packaging idea 
to build dealer sales, have been 
announced by Revere Copper and 
Brass Inc., New York. 

The price specials are: An intro- 
ductory price of $3.99 on the 114- 
qt Patriot Ware sauce pan ($5.95 
after April 30), and an $8.88 retail 





HARDWARE HUMOR 


| 


Pa 
MT 
b 


‘| added too much red, ... thena 
little too much white, then a /itle 
too much red.. .” 





...a new line of top quality power mowers 
at prices that make it easy for you 
to MEET ALL COMPETITION! 


1. A big, complete line —12 models — side, front and twin discharge —18”, 
19” and 22” cutting widths. 

2. First quality materials and construction. 

3. Briggs & Stratton and Clinton engines. 

4. Safety features that help you sell. 

5. Designed and manufactured by Modern Tool & Die Co., producer of the 
fast-selling MODERN LINE of Wheelbarrows, Lawn Carts and Spreaders. 

6. Best of all, the LawnFlite line is priced for sales! 


ah 


MODERN TOOQL & DIE COMPANY 


5389 West 130th Street a Cleveland 11, Ohio ° Telephone: Winton 1-6600 
Want more facts? Circle 266, p. 145 





No. M-429D 
Deluxe 22°’ 


AGAIN NEXT SEASON IT WILL BE 
EASIER TO SELL THE MODERN LINE 
THAN TO SELL AGAINST IT! 


























Kenberry GADGETS Sima 
ARE PROFITABLE pr 


Sel/ Fast, Use 
Little Space 


Model 50 
ROTARY 


GRASS SHEAR by 


RKOWEL-ELY 


FOR 


Display as a family of 
gadgets in ene place on 


peg boards or counter #186 Giant Barbecue 4 


Ars 


bins for fastest self-ser- #145 Egg Ring 
vice sales. Serving Tongs 
in many sizes, styles. 
Cheese Slicers. Jar 
Wrenches. Deluxe Chrom- 
ium Roast Rack. Skewers 
in all sizes. Lacing Pins. 
Plate Hangers. Potato 
Bake Rack. Broom Clips. 
Food Mixers. Beaters. 
Many other gadgets. 


More than 50 
Kenberry GADGETS 


#183 Serving Tongs . Churn Beater 


JOHN CLARK BROWN ix. 


PROFITS 





ONE MONTGOMERY ST 


Ask your | ny Vy 
BELLEVILLE 9NV enberry GAOGETS 


or write for list 
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‘S THE RELIABLE, ORIGINAL 
~~ SANITARY LITTER FOR CATS 


ZO "4 KITTY LIT TER 
% 
~ 
eet. «ory 
Twenty-eight million cat owners in 
U.S. offer you a BIG PROFIT oppor- 
tunity. Kitty Litter is nationally ad- 
vertised and already in demand! Stock 
up and cash-in locally. 
AVAILABLE THROUGH 
YOUR DISTRIBUTOR 


f Gp LOWE’S, INC. 
a 


Dept. 753 
Want more facts? Circle 268, p. 145 





Cassopolis, Mich. 


Model 300 


fj $6.95 4 
Model 100 , fa 


$5.65 / Y/ * Finest Quality 


4 Materials and 


Workmanship 
Model 200 


$6.65 


America’s favorite 
all purpose lawn and 
garden edgers... 


© A Real Labor-Saving 
Garden Tool 


¢ Colorful 48-inch Handles 


fy 
‘a 1, A FAST SELLER! 
: NOW! A 40% 
DEALER DISCOUNT ITEM 


CASH. IN ON ROWE'L-EZY POPULARITY 


ORDER NOW FROM YOUR JOBBER 
Rowe Tool Co.,312 S. Palm Ave:, Alhambra, Cal 


Want more facts? Circle 269, p. 145 
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ONE RAKE STANDS OUT 


ALLL 


KLEEN-SWEEP 


More Teeth 
Closer-Spaced 
Better Raking 

Lower Cost 


An Unbeatable Combination for 


Profitable Lawn and Garden Sales 


Ask your jobber about our new 
FAN-RAKE— it’s a low-cost beauty! 


RUGG MFG. CO. 


Greenfield, Massachusetts 


Roke makers since 


1842 — 


LITTLE WONDER 


Registered Trademark 


DOUBLE-ACTION ELECTRIC HEDGE 
AND SHRUBBERY TRIMMER 4% 
Two Models—Ful 16” and 30” Cut uy) 


ia 
Perfectly Balanced 


PORTABLE 
— PLANT 


115 Volts-AC-60 Cycle a 
234 HP Briggs & Stratton Engine ei POWER PLANT 
Light . . . Reliable . . . Compact 1’ seoben Lwiase 


THE NEW a 


ELECTRIC 
EDGER-TRIMMER ATTENTION DEALERS! 
Free Sales Promotion 


Advanced Aids—Ad Mats, 
Design Envelope Stuffers, 


EASIER TO USE Catalog Sheets 
MORE VERSATILE 


EASIER TO SELL 























For Information and 
Prices, Write Dept. 28 


LITTLE WONDER, INC. 
Div., Schiller-Pfeiffer, Inc. 
Southampton, Pa. 
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ATTENTION getting dis- 
play rack, yours on re- 
quest, with an order of 
24 dew boy automatic 
sponges. 


This unique rack builds 
impulse sales by fanning 
the multicolored sponge 
heads into a display that 
invites the customer to 
purchase one 


Holds four replacement 
heads and up to twelve 
dew boys. 


CLIP AND MAIL TODAY 


Gentlemen: I'm interested in dew boy. Please send 
descriptive literature and discount schedule. 


FIRM 
ADD 
CITY 


RESS_ 


REQUESTED BY a 
HOPKINS MFG. CORP., DEPT. H, EMPORIA, KAN. 
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With a cae washer Wil weal works [17 


cis _ eww ih oy the automatic sponge 


PAT. PEND. 


Get ‘em now! A fast moving, quick profit item for your rack 
department. A NEW CONCEPT in car washers. NEW .. . Gentle 
sponge head; no scratchy bristles to mat down. NEW .. . Swivel-T 
valve built into sponge head; saves water and steps. NEW... 
Swivel head design; no twisted hose. Washes any contour with- 
out turning the handle. 


And it’s more than just another car washer. The housewife will 
impulsively buy the gaily colored dew boy for dozens of uses 
arcund the house, with and without hose. 


! D 
5, Pe 


if i i i 
Press harder, 
water floods ovt 
for rinsing 


Ps fat ie 
Press lightly, ”, 
water flows gently 
for washing 


LIST PRICE Turn water on, 
IN U.S.A it stops at 
sponge head 





Manufacturers Promotions 





(Continued ) 


on the No. 1516 six-cup Revere 
percolator ($11.95 after April 30). 

The giveaway is a miniature 
copper tea kettle, cartoned in the 
same package with the No. 2901 
solid copper whistling tea kettle 
at the regular retail price of $5.95. 

Revere’s No. 562 measuring 
utensil is now individually packed 
in a two-color mailing carton. This 
$1.69 item was packed in bulk car- 
tons previously. 


Pyrex displays include 
built-in stock controls 

A series of newly designed 
dealer display units for the full 
line of Pyrex Ware are available 
through wholesalers from Corning 
Glass Works, Corning, N. Y. 

A key feature of the displays is 
that each contains a built-in rack 
of stock counting and 

Each sheet shows stock 
together with a map of 
where each display item fits onto 
the display. Clerks use these con- 
trol sheets to arrange, count and 
reorder staples. 

Ranging from the 5% sq ft 
sales builder” unit at 50/50 dealer 
share cost of $15 to the 50 sq ft 
“powerhouse” unit at a share-cost 
of $250 for the dealer, there is a 
size unit to fit most dealers’ space 
requirements. 

For all the units, Corning shares 
half the cost with dealers. Each 
unit comes knocked down, but as- 
sembly has been limited to a few 
simple steps. 

The small unit holds some $108 
worth of Pyrex Ware at retail. The 
largest unit contains a stock of 
75 cases, at $671.15 retail. 


sheets. 
levels, 


é 


Dealer guide for key 
and chest promotions 
Dealers who go in for Treasure 
Chest and Lucky Key promotions 
will be interested in a complete 
how-to guide for these promo- 
tions published by the Republic 
75 West Van Buren St., Chi- 
cago 5, Ill. Republic Co. says the 
guide helps build low-cost traffic 
and more. sales 
tions. 


during promo- 


Toro liberalizes financing plan for mowers 
to help dealers increase big-ticket sales 


Some seven years ago, Toro 
Mfg. Corp., Minneapolis, spon- 
sored a time-payment program to 
help dealers sell more power mow- 
ers. Now this plan is greatly lib- 
eralized, the company has an- 
nounced. 

Here are major changes 
program: 

Toro has cut down payment re- 


in the 


quirements from 20 percent to 10 
percent. 

There is no minimum 
limit on purchases. 

The former Toro repayment 
schedule of one year has been 
spread out over 20 months, re- 
ducing customers’ monthly obli- 
gations. 


dollar 


There’s no reserve, no recourse 











reorder 











PLANTABBS 


NOW. 

THE WORLD'S 
LARGEST 
SELLING 


mi: 
aa : 


Plant Food in soluble powder form is becoming more and 
more popular. This is the proven PLANTABBS formula ina 


strikingly 


designed display package. It will sell and re-sell 


quickly due to the magic sales appeal of PLANTABBS. 


LIQUID: | 
An instant concentrate of clear green liquid. 
packaged for attractive sales display. Rapid, repeat tur 
over and customer satisfaction is assured by the pr 
PLANTABBS name on the label. 


Strong consumer demand is built by 
regular advertisements in 300 Sunday 
Papers & TV Guide to the millions of 
readers of: THIS WEEK—AMERI- 
CAN WEEKLY—TV GUIDE—PAR- 
ADE and other national media. 


—— 


PLANTABBS CORP. 


-1105 MARYLAND AVE.., 


BALTO. 1, MD. 
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NEW 
A RED HOT SELLER 


Redi - Tereh 


Ready to Use Easy to Replace 


for for 
OUTDOOR INSECT 
LIGHTING KILLING 


A 
FAST-SELLING 
HIGH-PROFIT 


impulse 
item 


The first and only 
DISPOSABLE 
OUTDOOR TORCH 


Your Customers Get This 
TERRIFIC BUY. Better than 
TWICE AS MUCH for their 
money. 2 Torches each with 
up to 18 hours fuel supply. 
Each torch head burns up to 

6 hours — easily discarded 

and replaced. This means 
plenty of REPEAT BUSINESS. 
Entire package includes 2 Torch 
Standards plus 6-Pack 
of Torch Heads 

with 6 Wicks to 


RETAIL AT 





Every Redi Torch burning in a 
neighbor's yard is a dramatic silent 
salesman... for YOU! 


SELF-SERVICE 
POINT OF SALE | 
DISPLAY | 


Can be used front 
or back. Permits 
actual display of 2 
torches on stand- 


ards. 


plus 


NATIONAL ADVERTISING 
in SATURDAY EVENING POST 
BETTER HOMES & GARDENS 
SUNSET — selling for YOU! 





Write for complete details or see your supplier. 


¢ 4 , 4 - ’] 


HARRISON OIL SPECIALTIES CO. 


EXCLUSIVE SALES AGENT 
MILWAUKEE 12, WISCONSIN 
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to dealers, and interest rates are 


competitive with most instalment | 


plans. 
All credit risks, 


dealers’ hands. 
dealers the full amount of sales, 


as soon as contracts are approved | 


and deliveries made. 

Financing is through the Bene- 
ficial Finance Systems, and its sub- 
sidiaries. 

Toro has begun a national ad- 
vertising program to build up con- 
sumer interest in its credit plan. 


Retail sales in Dec. 
totaled $21.1 billion 

Retail store 
were $21.1 billion, states the 
Commerce Dept. That’s more 
than a 3 percent increase above 
both the month before and De- 
cember, 1957. 

Sales by the hardware, lumber, 
building and farm equipment 
group totaled $1.12 billion in De- 
cember. That’s $91 million or 
8.19 percent more than 


cember, 1957. 
December retail 

group were $31 million or 

percent below November. 


Manufacturers expand, 
move to new facilities 


Eagle Electrical Mfg. Co. has 
acquired a new office-warehouse in 
Chicago. 


S. C. Johnson & Son, Inc., has 


started a $4 million building pro- 


gram for a new plant at Waxdale, 
Wis., 


in Racine. 

Davis Products, Inc.., 
to its new factory at Van Nuys, 
Calif. 

Stanley Works has started con- 
struction on a 70,000 sq ft office 
and warehouse building in Melrose 
Park, Ill. 


New SBA pamphlet covers 
your workers’ morale 

The Small Business Adminstra- 
tion has issued a pamphlet that 


| tells dealers how to go. about build- 


collections, and | 
correspondence are taken out of | 
The new plan gives | 


sales in December 


retail | 
sales for the same group in De- | 


sales for the | 
2.69 


and for the expansion of re- | 
search and development facilities | 


is moving | 


every home and 
factory is a prospect for... 


TRI-CON 
heh) fey 4 483. 


Over 30,000,000 residential and 
industrial water users will find 
this easy-to-operate trigger nozzle 
the best for any job! 


MAKE MORE PROFITS WITH THE FAMOUS 
TRI-CON HOSE NOZZLE IN THE 
_new bubble packag¢ 


SOLD BY LEADING WHOLESALERS 
Write now for catalog sheet and price list! 


MOLDED SPECIALTIES, INC. 
1333 E. 170 St. * Cleveland 10, Ohio 
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TURSINE ACTION! 


SPRINKLER 


“Bi\iiemees ia 
P CAN'T CLOG 


B UNAFFECTED BY IRON 
S sor CHEMICALS 


b SPRAYS UP TO 2,500 SQ.. FT. 


F ADJUSTABLE — con be controlled 
for a tine mist of a heavy spray! 





LAWN and GARDEN ® 


LIGHTWEIGHT 
UNBREAKABLE 
COLORFAST PLASTIC 
ALUMINUM SPIKE 
ALL-WEATHER PROOF 
NEVER RUSTS 


COMPARABLE TO THE HIGHEST PRICED SPRINKLERS 
NOTHING LIKE IT FOR THE PRICE ON THE MARKETI! 
Pat. Pend Made in U.S.A. TM.Reg. 


COMET METAL PRODUCTS CoO.. INC.. 
91-13 132nd St., Richmond Hill 18, N.Y. 
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-aboard’s 


LIGHT-WEIGHT... EASY-CARRY 


LAWN PRODUCTS 


Here's a great new quality line of plant food and weed killers 
backed by Seaboard—a leader in the seed business for over 
20 years. Outstanding features: top quality tormulations, 
light weight, brilliant packaging in easy-carry handled paper 
bags, outstanding promotion, high dealer margins. Put the 
complete Seaboard family-packaged line of grass seed, plant 
food, weed killers, spreaders and wild bird food to work 
building sales and profits for you the year ‘round. Phone 
or write today. 





SEABOARD’S ak, Aeeterr = SEABOARD’S 
Lawn And Plant Food PY ee BH. 
e Feeds Lawns and s ct | se Kills Crab Seed 
‘ r grass seeds 
Gardens ® Controls Lawn Insects 
e 50°. Organic Nitrogen Lawn » ep mag 


: © Ready to Apply 
® Light Weight PLANT te e Li 
‘ te Cc ht eic ht 
¢ All Purpose 4 FOOoo : gnt Weg 


° . ° | > ) Clean—Odorless 
patio furniture finish —— | 5080, 2500 sq. £9. bags 2500 , 1000 sq. ft. bags 


Th ensational new Redwood finish was especially SEABOARD'S 
is sensati w | ? EABOARD’ 
created for outdoor furniture. It dries in a matter of Lawn Feeding Weed age , s 0 : 
minutes to a super-hard, high gloss finish that defies Killer : FER a) Crabgrass Killer 
abuse and effects of sun, wind, rain and = snow. A |e Kills Weeds © Kills Crabgrass Plants 
Stock it, display it for fast profitable sales. ' Feeds Grass ¢ Non-Burning 
Terrific ‘‘related’’ selling item for anyone selling lawn : Non-Burning e Ready to Apply 
. 
. 


Crabgrass Seed Killer 





e Non Burning 


or garden furniture such as picnic tables, chaise lounges, , : a 50°. Organic Nitrogen Light Weight 

chairs, tables, etc. Available in either a Clear Gloss : Light Weight Free Flowing 

240 or Tinted Redwood Color 241. For complete in- Clean—Odorless Clean—Odorless 
formation and name of nearest jobber, write or phone: 5000 , 2500 sq. ft. bags 5000 , 2500 sq. ft. bags 





LINSEED OIL oa saboard seed company 


Manufacturers of the original resin-free 
PRODUCTS CORP. Liquid Raw-Hide finishes for REDWOOD, etc. § | PHILADELPHIA 47, PA. — SEEDTOWN, BRISTOL, ILL. 
| LAWN SEED e LAWN AND PLANT FOOD e WEED AND CRABGRASS KILLERS ¢ SPREADERS © WILD BIRD | 
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NE LONGER HANDLED 
GARDEN TOOLS ... 


makes work easier ... saves backs... 





RIGID CULTIVATOR 
WITH 
RE-INFORCED TINES 


No. 270. A garden tool designed for exceptionally hard work and 
one of the most popular of our garden line. Claws are polished 
with back part lacquered red. Polished hardwood handles and steel 
ferrule. Length of handle 10'/, inches red tipped. 


Weight per dozen, 6'/2 Ibs. Packed 1 dozen per box 
| IDEAL 
suites | Fane 
For a complete line of \ | 
durable metal products that | \ | STEEL 


offer tops in quality, service a | No. 200. A very popular style of hand weeder. Back of steel blade 
and value. write for litera- \ ' full polished and both edges well sharpened Furnished with a 
ture and rices LL il - handle 10'/, inches long red tipped. 

P ' \ Weight per dozen, 5% Ibs. Packed 1 dozen in box 


TRANSPLANTING HOE TROWEL 
FORGED STEEL 


No. 217A. Blade and shank hammer forged from one 
; piece of steel. Front part of blade is finely polished 
GX The rear part and shank lacquered red. Largely used by 





























FENCE 


HELF | gardeners for setting out cabbage plants, etc. Length of 
SECTIONS 


HANGERS : blade 7 inches with a handle |0'/, inches long red tipped 











Weight per dozen, 11 Ibs. Packed ‘2 dozen in box 

















GUARANTEED @ SINCE 1830 


ELLEBEE MANUFACTURING CO. WILLIAM JOHNSON INC. 


609 Bellair Avenue «+ Vineland, N.J. 





BRENNER AND KENT STREETS — NEWARK cS 
Want more facts? Circle 278, p. 145 Want more facts? Circle 280, p. 145 
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=15 De Luxe Grass Shears 

Hardened steel blades, keen 

° cutting edge, orange and 

This beauty ~ ® black grip-eze handles, ten 
“ei s 


» spring action. Individ- 


retails at * - ak wa on 


Stands up against far higher priced items, and does a whale of a job for 
you against any competuuon. One of several INTERNATIONAL numbers 
that give you the edge in any price fight. Look to INTERNATIONAL too 
for standard items the equal of the industry's “premium grade” tools... for 
completely new items unmatched anywhere. Take a look at INTERNATIONAL’s 
COMPLETE LINE OF HEDGE SHEARS to retail from $2.50 to $7.95, at discounts 
far better than you are accustomed to get. For hedge shears, grass shears, 
pruning shears and grass clippers, get the best deal for vourself and your 
customer at INTERNATIONAL. If your favorite jobbe: 
INTERNATIONAL, write 


(INTERNATIONA, 


doesn't have 


’ “Skilled Craftsmen since 1895” 


| ae ° : 
a5 International Shear Corp. 
530 CRESTMONT STREET * READING, PENNSYLVANIA 
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for it 
q Ui 


_ MERE IU 
ye. 


2, 





Lg 








@ The addition 
of this 30 lb. capacity 
hanger to the Moore line 
provides the answer to any 
picture, or mirror, hanging prob- 
lem your customers may have. 

Known as No. 26, it is pack- 
aged the same as other Moore 
hangers in colorful Picture Win- 
dow Packets (4 # 26's to packet). 
Like them it sells fast, and with 
less effort. 

Your jobber can supply you. 


























The Moore 720-B 
Counter display 
holds 72 Packets of 
the 5different sizes. 
yet measures only 
1034,” high with 9” 
diameter base. All 














metal. Revolves. 


Pram» 


MOORE PUSH-PIN CO. 


SINCE 1900...MAKERS OF FAMOUS MOORE PUSH-PINS 
113-25 BERKLEY ST., PHILA. 44, PA. 


a 
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ing morale for more efficient opera- 
tion of their stores. 

The pamphlet, called Small Mar- 
keters Aids, No. 37, is available 
from the Small Business Adminis- 
tration, Washington 25, D. C. 


Prices are reduced on 
Wright expansive bit 

The Connecticut Valley Mfg. 
Co., Centerbrook, Conn., has an- 
nounced that prices on _ its 
Wright-style expansive bit have 
been materially reduced. 

This is the company’s top-line 
bit with milled thread cutters 
that mesh with an adjusting 
screw for positive positioning, to 
settings even finer than the 1/16 
in. graduations. 

The manufacturer said the re- 
duction has been made possible 
by a recently completed plant 
equipment modernization pro- 
gram. 


Manufacturers name new 
distributors for lines 

The following manufacturers 
have named new distributors for 
their lines: 

Armstrong Cork Co., floor divi- 
Inland Hard- 
ware Co., Pasco, Wash., subsidiary 
of Seattle Hardware Co. 

BE. I. DuPont de Nemours & Co., 
Wilmington, Del.—Bluefield Supply 
Co., Bluefield, W. Va., expands sup- 
ply area to include Huntington, W. 
Va. territory serving five counties 
in Ohio, five counties in West Vir- 
ginia, and 11 counties in Kentucky. 

O. Ames Co., Parkersburg, W. 
Va.—Blish, Mize and _ Silliman 
Hardware Co., Atchison, Kan.; The 
Smith Brothers Hardware Co., Co- 
lumbus, Ohio, and Brown-Roberts 
Hardware & Supply Co., Ltd., 
Alexandria, La. 

Ben-Hur Mfg. Co., Milwaukee 
Wimberly & Thomas Hardware Co., 
Birmingham, Ala. 


sion, Laneaster, Pa. 











Business failures dip 


Business failures dropped to 294 
in the week ended Jan. 15, accord- 
ing to Dun & Bradstreet, Inc. This 
compares with 321 in the preced- 
ing week, and 260 in the same 
week of 1958. 


keep your customers sold 


mM 


MN 


choice of aluminum, galvanoid or bronze—in 100’ rolls, 
in widths (including all Standard Widths) from 16” 
through 48” 

unrolls flat, stays flat; won’t bulge, buckle or pucker, 
when properly secured 

reinforced selvages provide a good body for tacking ... 
screening won't pull away from the molding, even where 
it’s ““grooved-in”’ 


mesh is always uniform throughout... holes are clog-free 
... Wires are never snakey 

finishes add lustre, increase light transmission, eliminate 
unsightly streaks and stains 

Contact the sales office nearest you, for information and prompt delivery. 


(FI GOLD STRAND 


INSECT WIRE SCREENING 


PRODUCT OF WICKWIRE SPENCER STEEL DIVISION 
THE COLORADO FUEL AND IRON CORPORATION 


WICKWIRE SPENCER STEEL DIVISION—Atlantoa * Boston * Buffalo * Chicago * Detroit 
New Orleans * New York * Philadelphia THE COLORADO FUEL AND IRON CORPO- 
RATION — Albuquerque * Amarillo* Billings * Boise * Butte * Denver * El Paso * Ft. Worth 





Houston * Lincoln (Neb.) * Los Angeles * Oakland * Oklahoma City * Phoenix * Portland 
Pueblo * Salt Lake City * San Francisco * San Leandro * Seattle * Spokane * Wichita 
5774 
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“TAKE A PEEK... 












x. 
AT L Nwirs 
MODERN = / ie M 
PULSE-FREE / //>e 
SPRAYER /| vey \// 


PROFITS 


AY, 


POPULARLY PRICED 
“JET-ACTION'' 





TROJAN 


@ Self-priming 3 G.P_M. 
pump 

@ 2'4 H.P. Briggs & 
Stratton Engine 


BEAN-OAKES design takes-out 

the “spurt” and puts-in the 
performance, power and safe, 
care-free features—at a mighty 
practical price—that spell “sold”! 
SEND FOR FREE 1959 CATALOG 

... get the profitable inside story 
on TROJAN... and our complete 
line of sprayers and dusters. 


@ 10 gal. bonded corrosion 
resistant tank r ; 


BtAy 





>) 


ame) OAKES MANUFACTURING COMPANY 
( SEAN AN OPERATION OF 
\ OALES | FOOD MACHINERY AND CHEMICAL CORPORATION 
\s/ BOX 1915, TIPTON, INDIANA 555 


Soo oy a n 
oe - Ps Seed 
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SOMETHING \/, TO SPOUT ABOUT! 
yr. 


The Entirely New 
+ 





ROLLING 


/ WHALE 
OF A SPRINKLER 


The search for more leisure, care-free time 
demands new methods of sprinkling. With the 
heavy-duty, automatic Whale of a Sprinkler 

/)» you can assure your customers of 
beautiful lawns and gardens, 
thoroughly watered on a 
controlled basis. Designed 
for rugged service...lay 

the route desired with the 
hose and the sprinkler 
follows the hose. Uses any 
type of sprinkler head. 
Waters small flower areas 
or throws a spray in a 70-ft. 

circle. Retails for $39.50 

with regular trade discounts. 
Every home, country 

club, institution and motel is a 
prospect for this efficient sprinkler. 








Complete Advertising 
Program to Aid 


Your Sales! 






@ Pulls up to 150 feet 
of hose. 


@ Automatic shut-off controls 
the sprinkler. 


@ Adjustable speeds from 
10 to 40 feet per hour. 


A real profit maker 
for ’59... available at 
your jobber, or write: 





trimmers 


+ ...and the 
| LYNDEN TURF EDGER 
m Vv N DB) E N A new concept in edgers and 


quik kly and easily 


Metal Craft Co., Inc. 
Lynden, Washington 


slices away grass or sod with a 
lor 
sidewalks, curbs, flower beds. 
Write for details 


smooth, effortless action 








; 


ee 





ete MO 


“IF IT DOESN'T SQUIRT...IT’'S NOT A GENUINE WHALE OF A SPRINKLER!”’ 
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Suggested 
Retail 
$2.49 





cree Oy 
%, 
INDOOR-OUTDOOR HOME BELL he 
Gleaming, polished 
aluminum bell, with satin 
black ship's wheel bracket. 


<~- 








THAT 


Suggested 
Retail 
$4.95 





BARBECUE BELL 
Good luck horseshoe bracket, polished 
aluminum bell with a clear, lasting tone. 


Suggested 





Retail 
$7.49 





PATIO-GARDEN BELL 
Beautiful, fully polished brass bell 
...@ big seller everywhere, anytime. 


* Complete Line 
* High Profit 


* Big Volume 








Display packaged, full price range, 

on all year ‘round sellers. Perfect for | 

o hundred uses at home or away | 
...@ big gift item. 









EVIN BROS. 


MFG. COMPANY 
East Hampton, Conn. 


Send for the Bevin Catalog | 
| 


Sales Representatives 

John H. Graham & Co. Inc. | 
105 Duane Street, New York 8, N. Y. | 
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Booke 


for a dealer's library 





The Selection of Retail Locations 
will interest dealers who have ex- 
pansion or relocation in mind. This 
book scientifically probes the many 
types of locations to tell you what 
you may expect, no matter what 
type of store or location you have 
in mind. There is heavy use of 
market research and_ statistical 
techniques to take the guesswork 
out of planning a move, yet the 
book is easy to read and thickly 
illustrated. Some 26 chapters deal 
with urban, suburban, and rural 
problems, parking, shopping cen- 
ters, estimating sales, current mar- 
ket trends, redeveloping old loca- 
tions, and leasing and financing ar- 
rangements. F. W. Dodge Corp., 
119 W. 40th St., New York 18, N. 
Y. Pages: 422. Price: $9. 


Vv 


Painting Hardboard is a booklet 
that will help your salesmen learn 
more about paint and surface prep- 
aration. Facts covered in this book- 
let include: preparing and sealing 
hardboard, treatment of different 
types of board, and painting for in- 
side and outside exposure. Many 
general and helpful painting facts 
of value to paint salesmen are part 
of this subject matter. Available 
at no charge. Public Information 
Section, National Paint, Varnish & 
Lacquer Assn., 1500 Rhode Island 
Ave., N.W., Washington 5, D. C. 
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"Can't your cake wait a few minutes 
| get a terrific lather this way.’ 
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Tape it easy, Mac! 


~ 


Gold Seal Ta pe 





swings easily in tight places 


For making a neat splice in cramped 
quarters recommend Gold Seal Plastic 
Tape. in handy 20 ft. rolls. Its made- 
to-order for making neat splices in ter- 
minal boxes and other confined areas. 
Easy to hang onto... easy to “swing” 

. easy to mold into a neat, thin wrap- 
ping. And Gold Seal sticks and stays 

. its a quality tape that builds re- 
peat sales. Jenkins Bros., 100 Park Ave., 
New Y ork 17. 





Plastic 


IN HANDY 
20 FOOT ROLLS 


Ten 20 ft. rolls in the 
Handy Pack can 


Single 60 ft. rolls in 
individual metal cans 


fi ee 7 ae 
j i: SS 
Rene ec. 





Gold Seal FRICTION — RUBBER — PLASTIC Tapes. . 
Commercial and Specification Grades 
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Pi 


PLANT 





with your order 


* NATIONALLY ADVERTISED 
HAND SELECTED JAPANESE BAMBOO 


REFILLS ALWAYS AVAILABLE 


695 Grand Avenue 
Ridgefield 4, N. J. 





New Sef Sewite Driolay FREE 


ah | 
STAKES... 


F0-50% CGuich, Exoy Proto f 


INSTRUCTIONS FOR USE ON EACH WRAPPER 
SELLS FROM EARLY SPRING TO LATE FALL 


Available from your jobber or direct from 


Mc HUTCHISON & LO. 


Serving the Horticultural Trade Since 1902 


2505 S. E. llth Avenue 
Portland 2, Oregon 






te 








Pi’ 2” >> 
ae @ * os i 
aa . a 
> : > 
. s : 
4 } 2 
‘ 4 , 
4 ’ , . ' 
« x * 
. 
es > 
5 ~ 


ee e oo 
oe » mm a hed 
~# 4 a 
> aid ; ge 3 
$ 
= < 











Want more facts? Circle 288, p. 145 





NEW SIZES...NEW FEATURES... 











more 

profits 
for 

you! 


® For insecticides, disinfectants, weed 
killers, whitewash, silicone type water- 
proofing materials © One-man opera- 
tion ® Piston pump over solution, 
and 30 gal. trouble-free @ New streamline design 
tank @ Mechanical agitator, no set- 
PARAGON tling @ Low-slung tank prevents up- 
Power setting @ High velocity mist to 25 ft. 
Sprayer stream @ 1% HP, 4 cycle gasoline 
engine @ Priced for profits for you 
Write for complete line catalog and 
name of jobber nearest you. Stock up 
now for the spraying season! 
The Campbell-Hausfeld Co., 63-8 State $t., Harrison, Ohio 


OF Wi 8 ad =) Do OU Oh) oe yD, 


Sell economy 
and performance 
with new 15 


Want more facts? Circle 289, p. 145 

















New flows Fence 


for Your Spring Trade 


Modern flower fencing . . . wide openings for clear 


view ... can be adjusted for irregular heights or 
garden shapes . . . easily installed and removed. 
Welded construction, || gauge stay wires, 14 gauge 


line wires ... 15” high, plus 4” built-in stakes, 8” x 
3” mesh... Galvanized . . . 50 ft. rolls . . . "See 
through" fence with eye appeal self seller labels. 


Wholesalers: Order in mixed truck loads with other 
Wright products 


G. F. WRIGHT STEEL & WIRE CO. 
Worcester 3, Massachusetts 
Want more facts? Circle 290, p. 145 
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News About Dealers: Boyd Hardware, Neb., 
Marks 50 Years With New Store: Drive-In 





Columbus, Neb. — Boyp 
HARDWARE & HOMEWARE 
STORE, marking its 50th an- 
niversary, moved into a new 
modern store. Special fea- 
ture of the new building is a 
32-ft customer drive-in 
equipped with a loading dock 
in the rear. A hi-fi music 
sound system was installed 
for the listening pleasure of 
customers. Co-owners 
Gayle and D. M. Boyd. 


are 





New Officers Elected 
By Wallace Hardware 


A new slate of officers has 
been elected by Wallace 
Hardware Co., wholesaler at 
Morristown, Tenn., following 
retirement of former presi- 
dent J. G. Wallace. 

John D. Wallace, former 
vice-president and buyer of 
plumbing supplies and fix- 
tures, has been elected presi- 
dent. He 
duties. 

Ray M. Bradley, secretary 
and treasurer of the firm 
since 1955, has been elected 
vice-president in addition to 
former duties. He buys 
housewares, builders’ hard- 
ware and farm implements. 

F. H. Forgey, R. B. 
Lovette, and W. H. Massey 
have been elected vice-presi- 
dents. 

Mr. 


continues buying 


Forgey is buyer of 


New Port Richey, Fla. 
DAVIS HARDWARE & SUPPLY, 
latest addition to the Richey 
Plaza Shopping Center, is a 
modern, self-service store. 
Owner of the new business is 
H. E. Davis, who operates 
two Clearwater hardware 


stores. James H. Davis, the 
owner’s son, will be in 
charge. 

Corpus Christi, Tex.—AR- 
CADIA APPLIANCE & HARD- 
WARE store, which opened 


recently at the new Arcadia 
Center, specializes in design- 
ing and selling custom built 
kitchens. 
Findlay, Ohio — DEHAVEN 
HARDWARE held a three-day 
open house to observe its 
fifth anniversary in business 
and open its doors at a new 
location. A check out service 
was initiated in the new 
store which expanded all de- 
partments and added new 
ones. The new location pro- 
(Continued on page 234) 





general hardware and sport- 
ing goods. Mr. Lovette buys 
electrical supplies and ap- 
pliances, and supervises re- 
ceiving, warehousing, 
ping. 

Mr. Massey is credit mana- 
ger of Wallace in addition to 
vice-president’s duties. 
kut to kum 


ship- 





JOHN D. 


WALLACE 


RAY M. BRADLEY 
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C. BERNARD NOELTING 


Sales Staff Promotions 
Announced By Faultless 


Five promotions have been 
made in the sales organiza- 
tion of Faultless Caster 
Corp., Evansville, Ind. 

C. Bernard Noelting, for- 


assistant to the president, is 
now general sales manager 
for all divisions and assistant 
to the president. 

John R. Stallings, former 
sales service manager of the 
easter division, is sales man- 
ager of that division. 

Richard W. Butsch, former 
sales service manager, furni- 
ture hardware division, is 
sales manager of that divi- 
sion. 

E. Ray Draheim, former 
assistant sales service man- 
ager, caster division, is sales 
service manager of that divi- 
sion. 

Norman L. Kniese, Jr., for- 
mer sales service represen- 
tative, is sales service man- 
ager of the furniture hard- 
ware division. 

Mr. Noelting represents 
the third generation of his 





mer manager of the furni- family to be active in man- 
ture hardware division and agement of the Faultless 
pany, which will stock the 





> 
PAUL GARDNER 


Gould-Mersereau Opens 
An Associate Company 


The Gould-Mersereau Co., 


Inc. of New York, has es- 
tablished an associate com- 
pany, the Gould - Mersereau 


Oregon, Inc., at 20 S. E. 
Eighth Ave., Portland, Ore. 
aul Gardner was _ pro- 


moted to northwest regional 
manager with general super- 
vision of the Oregon opera- 
tion. His headquarters will 
be in San Francisco. 

Donald Bunnett, formerly 
of Bunnett Blinds Inc., will 
manage the associate com- 


drapery hardware line and 
service northwest dealers 
and distributors. 


Warren Tool To Manage 
Iron City Tool Works 


Warren Tool Corp., War- 
ren, Ohio, by mutual agree- 
ment, has taken over man- 
agement of Iron City Tool 
Works, Inc., Pittsburgh, and 
will supply Iron City’s cus- 
tomers. 

This new arrangement 
provides for the continuance 
of both companies’ product 
lines and will aid the distri- 
bution of heavy forge hand 
tools to the hardware and 
other fields, according to a 
company representative. 


Hamilton Name Change 


Hamilton Mfg. Co., Colum- 
bus, Ind., has incorporated 
its Cosco furniture trade 
name into the company 
name. The firm name has 
been changed to Hamilton 
Cosco, Inc. 
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Rankin, vice-president; C. O. 
Drumhiller, secretary and 
manager of purchases. 











Heitmann and Bering-Cortes Merger Final, 


Manger Is Chairman, Heitmann Is President 


Bruce Simmons Named The merger of KF, W. Heit- 
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DONALD W. SINCLAIR 


Yakima Hardware Elects 
Don Sinclair President 


Donald W. Sinclair has 
been elected president and 
treasurer of Yakima Hard- 
ware Co., wholesaler at Yaki- 
ma, Wash. 

Mr. Sinclair was executive 
vice-president, treasurer, and 
general manager. 

George V. Rankin, former 
president of the firm, was 
elected chairman of the 
board. Other officers are: 
R. A. Marble, vice-president 
and general manager; R. L. 


To Head Sherman Sales 


Bruce R. Simmons _ has 
been named sales manager 
for H. B. Sherman Mfg. Co., 
Battle Creek, Mich. He was 
assistant sales manager. 

Mr. Simmons joined Sher- 
man in 1945 as Indianapolis 
representative and became 
assistant sales manager in 
1949 





BRUCE R. SIMMONS 





McClang Celebrates Its 75th Anniversary 
With Dealer Show And Newspaper Editions 





R. W. RIGGINS 


C. M. McClung & Co., 
Knoxville wholesaler, cele- 
brated its 75th business an- 
niversary last month. 

There was a 3-day Dealer 
Show held in Knoxville, and 





HUGH M. DAVIS, SR. 


Knoxville newspapers pub- 
lished special sections as a 
salute to the McClung com- 
pany. 
The company places its 
(Continued on page 236) 


mann Co. and Bering-Cortes 
Hardware Co., Houston, Tex. 
wholesalers, proposed in De- 
cember, has been approved 
by the stockholders and the 
physical change has _ been 
completed (see HA Dec. 18, 
p. 75). 

The _ consolidated 
known as Heitmann, Ber- 
ing-Cortes Co., will occupy 
offices and warehouse space 
at 1417 Kress St. in Hous- 
ton. (See HA, Feb. 28, p. 66 
for complete details on the 
million dollar building which 


firm, 


is the former Heitmann lo- 
cation.) 
Nelson C. Munger, Jr., 


former president of Bering- 
Cortes, has been elected 
chairman of the board. 


Fred W. Heitmann, for- 





FRED W. HEITMANN 


mer Heitmann 
dent, is president. 
Other officers are: 
F. Strange, executive vice- 
president; H. W. Cortes, 
vice-president; E. T. Franks, 
vice-president and industrial 
(Continued on page 234) 


vice-presi- 


Robert 





Brand Names Foundation Picks Finalists: 25 
Dealers Eligible For 5 Awards On April 15th 


From thousands of entries 
to the annual Retailer of the 
Year Competition sponsored 
by the Brand Names Foun- 
dation, 25 hardware dealers 


have been selected as final- 
ists. 
The 25 dealers are eligible 


for one top Retailer of the 
Year award, and four run- 
ner-up Certificate of Distinc- 
tion prizes. Awards will be 
made on April 15, at New 
York City’s Waldorf-Astoria 
Hotel. 

Finalist dealers are: 

Acme Hardware, Medford, 
Ore.; Alhart Electric Co., 
Rochester, N. Y.; Carol 
Ames Co., Bryan, Ohio; 
Bell’s Hardware, Bradley, 
Ill.; Bleury Hardware, Ltd., 
Montreal, Canada; Walter 
Byde Co., Fresno, Calif.; 
Cavanaugh Hardware, For- 
tuna, Calif.; Green’s, Hunt- 
ington Park, Calif. 

Also, Greer Hardware, 


Salisbury, N. C.; Gulf Stores, 
Beaumont, Texas; Harbor 
Hardware, Aberdeen, Wash,; 
I. Hiller’s Sons, Houtzdale, 
Pa.; L. Hoekstra Co., Kala- 
mazoo, Mich.; Horace Green 
& Son, Long Beach, Calif.; 
Jahn’s Livonia Hardware, 
Livonia, Mich.; Judson’s 
Hardware, Big Rapids, Mich. 


Also, Morley Brothers, 
Saginaw, Mich.; National 
Supply & Hardware, Mil- 


waukee; P. K. Home Supply, 
Dayton, Ohio; J. J. Post 
Hardware Ltd., Cheboygan, 
Mich.; Schlichter Hardware, 
Marlette, Mich.; Schune- 
man’s, Pierre, S. D.; Soukup 
Hardware, Elmhurst, II1., 
and Wood’s Do-It-Yourself 
Center, Birmingham, Ala. 
There are 558 finalists for 
26 categories in the contest, 
from all states and Hawaii 
and Canada. Each was 
chosen based upon his pro- 
(Continued on page 240) 
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Do floor nails 
rip into your 
Sander profits? 


Holt demountable 
drum cushion keeps 
rental sander 
always working 









~ 


For rugged 
rental trade. 
_ Only Holt Streamliner 8 

Floor Sander 
exhausts dust thru 
removable handle. 


When you rent Holt sanders you have the profitable advantage of 
patented demountable drum cushion that you can replace on the 
job or in your store in a matter of 5 minutes. All you have to do 
when the inevitable damage to cushion occurs, is loosen one nut, 
take off the old cushion, slip on the new one —and you're in 
business again. You don't even remove the drum—just the cushion | 
itself comes off. Thus there’s no lost rental while waiting a num- 
ber of days for an exchange drum from the factory, or for a re- 
paired cushion to “set”... no need to tie up capital in spare drums. 


To remove cushion, 
loosen this nut. 





| Slip off old, slip 


: —— on new cushion. 


Another exclusive advantage for you is the streamlined design 
of the Holt rental sander. For example, there’s no separate pipe 
for dust exhaust. Dust is carried up thru the handle pipe into the 
dust bag, leaving the machine free of gadgets that catch and 
break. It’s easy to put into and take out of private automobiles. 
For full details, mail coupon NOW. a 


MANUFACTURING CO. 


BETTER FLOOR MACHINES 
FOR MORE THAN 30 YEARS 


HOLT 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 





HOLT MFG. CO. Dept. P-2 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


News of the Trade 





brief reports of 


MANUFACTURERS’ SALESMEN 


@ Borden Chemical Co., New York, N. Y.—Frederick C. 
Kappen to California, Arizona and New Mexico with head- 
quarters in Los Angeles. Joseph J. Granbeck, Jr., to 
Minnesota and other states in the north-central area, with 
headquarters in Minneapolis. Mr. Granbeck, a former paint 
contractor, was previously a salesman for Sargent & Co. 
and the American Biltrite Rubber Co. Mr. Kappen was a 
west coast salesman for U. S. Borax & Chemical Corp. 


e@ H. K. Porter, Inc., Somerville, Mass.—John M. Sexton, 
formerly with an Elyria, Ohio, manufacturer, to western 
Pennsylvania, northern Ohio and Michigan. 


@ Dicks-Armstrong-Pontius, Dayton, Ohio—Aubrey Win- 
ner to Florida and the southern section of Georgia with 
headquarters in Tampa, Fla. 





news in brief of 


MANUFACTURERS AGENTS 


@ Dietz Lusk, Kansas City, 
Mo., has formed his own 
manufacturers’ agency with 
headquarters at 3105 Toma- 
hawk Rd. Mr. Lusk had been 
midwest representative for 
Henry Disston & Sons, Phil- 
adelphia, for more than 25 
years. For the last three 
years he continued to repre- 
sent the firm after it became 





Henry Disston Div., H. K. 
Porter Co. Mr. Lusk will 
cover the hardware and in- 
dustrial trade in Missouri, DIETZ LUSK 


Iowa, Nebraska, Kansas, Ok- 
lahoma, part of Colorado and northeast Texas. 
@ Charles A. Wilson, Ardmore, Pa.—formerly of Lans- 


downe, Pa., has moved business offices to 2720 Sunnybrook 
La., Ardmore. 





111-Year Old Patterson Bros. Closes Out 
Retail Units; To Sell Schools, Industry 








Please send me folders describing Holt rental machines. 


NAME POSITION 








FIRM 





ADDRESS. 
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One of the longest estab- 
lished retail hardware busi- 
nesses in New York City 
closed the doors of its two 
stores last month. But the 
firm, Patterson Bros., will 
continue its school and in- 
dustrial division sales with 
offices at 15 Park Row. Plans 
are being made to move the 
business to other quarters 
somewhere in the same area 
about April 1. 

Arthur M. Wells, secre- 
tary-treasurer of Patterson 
Bros., says the business 
change is being made be- 
cause of mounting costs and 
declining sales. 

The firm was established 
in 1848 on the Bowery. It 
moved about 1858 to 27 Park 


Row and in 1938 new quar- 
ters were taken at 15 Park 
Row. Ten years later Patter- 
son Bros. opened its tool 
shop branch at 292 Madison 
Ave., near Grand Central 
Terminal. It also operates a 
warehouse at 324 Pearl St. 

Officers of the firm are 
David C. Stagg, Jr., presi- 
dent; James C. Stagg, Jr., 
vice-president; and Arthur 
M. Wells, secretary. The 
three officers are grandsons 
of original junior partners 
in the business. The firm was 
incorporated in 1884. 

Officers and about 17 em- 
ployees of the company will 
continue to operate the busi- 
ness including three outside 
salesmen. 
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UNDERGROUND 


GARBAGE RECEIVER 
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Sell the fact that life around the 
grill or on the patio becomes much 
more attractive, more fun, when 
unsightly garbage cans are hidden 
and yet handy. No more long trips 
to dump trash. The WITT Economy 
Model Underground is easily in- 


Vin g Clos’ 


stalled by any home owner. Comes 
complete with galvanized shell, self- 
closing lid and long lasting galvan- 
ized steel removable can. Snug 
fitting seals contents from 
outside air, makes unit sanitary, 
odorless, dog, fly and vermin proof. 


cover 


Capacity 
Diameter 


20 gallons 
19% inches 


Height .......22%2 inches 
Shipping Wt.. .39'/2 pounds 


Available also in the even sturdier “Lifelast’’ Model U-20. 


THE WITT CORNICE COMPANY 


4457 STEEL PLACE, CINCINNATI 9, OHIO 
Want more facts? Circle 292, p. 145 


ECONOMY MODEL 
UE-20 











WINNING NUMBERS 


THOMPSON 
HOSE SPRINKLERS 


+70 


Brass Lined Sprinklers are 
engineered products. 





ad \€) 


+100 


Rugged in construction — 
Attractive appearance. 





+135 


Efficient in operation. 


““They’ve been making pick-ups three times 
REPEAT SELLERS a day since we started suggesting ““Scotcn’”’ 
Brand Masking Tape with every paint sale!” 


Write for Catalog — 


THOMPSON MFG. CO. Dept. A 
2251 E. 7th Street Los Angeles, Calif. 


EEE 
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Keep Posted On Items; 
Newest Selling Ideas 








You can keep posted on new 
products and new selling 
ideas in this quick, easy way. 
All advertisements and Buy- 
ing Check List items are 
numbered. When you want 
to know more about an item 
just circle the corresponding 
number on the Quick Check 
Card, page 145, and mail. In 
addition, page 141 of the 
Buying Check List gives you 
a complete check list of items 


described in that section. 
You’ll find it handy for a 
quick review of items you 


may want to study carefully. 





News About Dealers: 





(Continued from page 230) 
vides off-street parking for 
customers. John DeHaven is 
the co-owner and manager of 
the store. 


Alhambra, Calif.—HOsrTeEt- 
LER HARDWARE, owned by E]- 
mer H. Hostetler, was offi- 
cially opened by Mayor H. E. 
Blake in ribbon-cutting exer- 


News of the Trade 


cises for the $250,000 store. 
The 12,000 sq ft store will be 
managed by Robert Hostet- 
ler, son of the owner. 


Jamestown, Ky.—JAMES- 
TOWN HARDWARE awarded 20 
prizes at its grand opening 
here recently. Sam Miller is 
the owner. 


Grand Jury Indicts 
5 Hand Tool Makers 


A federal grand jury at 
Columbus, O., has indicted 
five manufacturers of hanc 
tools, and four officers of 
these companies, alleging vi- 
olations of the Sherman 
Antitrust Act. 

The companies are Mce- 
Donough Co., Parkersburg, 
W. Va.; True Temper Corp., 
Cleveland; Borg - Warner 
Corp., Chicago; Union Fork 
& Hoe Co., Columbus, O.; 
The Wood Shovel & Too! Co., 
Piqua, O. 

Individual defendents are 
F. Bliss Winn, vice-presi- 
dent, McDonough; William 
G. Rector, president, and 
Robert R. Raymond, vice- 
president, True Temper; 
John T. Mains, vice-presi- 


dent, Union Fork & Hoe. 


The following statement 
was issued by Britton B. 
Wood, executive vice-presi- 


dent, Wood Shovel and Tool: 

“The Wood Shovel & Tool 
Co. has always maintained 
the policy of meeting compe- 
tition in all forms, both for- 
eign and domestic. 

“U. S. markets in recent 
years have been swamped 
with shovels made in Japan 
and Germany at much lower 
wage rates than we pay to 
our 400 employees in Piqua, 
Ohio. 

“Wood, as it has done 
many times before, has led 
the industry in producing a 
new low priced shovel to sell 
in competition with these im- 
ports. We hope we will al- 
ways be able to remain com- 
petitive, because we will be 
out of business if we don’t. 

“We find it difficult to see 
why the Antitrust Division 
should concern itself with ac- 
cusations of this sort against 
an industry and companies 
which have through the 
years been highly competi- 
tive and produced a very low 
margin of profit. We expect 
to defend ourselves against 


the charges made at the ap- 
propriate time.” 

The indictment alleges 
combination and conspiracy 
which had the effect of in- 
creasing prices of hand tools 
and of eliminating price 
competition. 


Heitmann Merges With 
Bering - Cortes Company 

(Continued from page 231) 
sales manager; A. J. Moltz, 
vice-president and _ director 
of purchases; E. H. Ed- 
wards, treasurer and assis- 
tant secretary. 

Other personnel: F. A. 
Curry, dealer sales manager; 
H. M. Corley, merchandising 
manager; G. D. Glass, Jr., 
“Pro” dealer service man- 
ager; D. H. Skibbe, superin- 
tendent of warehousing and 


transportation. 

Paul Butterworth, Gosta 
Birath, Fred Rose and 
Homer Watkins wili work 


with Mr. Moltz in purchas- 
ing. 

Tentative plans for an in- 
ventory of $2,000,000 have 
been made by Heitmann, 
Bering-Cortes. 





Griffin's high standards of quality assure 
your customer handsome appearance 
during life-long hinge performance. A 
full line of Griffin ball bearing butts is 
available in all popular finishes. 


HANDLE THE ENTIRE GRIFFIN LINE 
Sell plain and ball bearing hinges as 
well as shelf hardware, carded for 
faster selling in Griffin’s eye-catching 


VisiPak. 


GRIFFIN MANUFACTURING CO., ERIE, PA. 


SINCE 1899 
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Retailers everywhere are making... 


M SURE SALES 

















..- the ONLY battery additive with 
FREE WINTER-START INSURANCE 


There’s only ONE “LIFETIME” .. . it's the leader in 
battery additives because it’s the only one that stands 
by its claims of performance! NOW-—Get on the 
band wagon .. . Sell the leader that’s proved in over 
1,000,000 car batteries... You'll make SWEET MUSIC 
on your cash register! 


LET’S MAKE SWEET SALES MUSIC TOGETHER! 


SEND TODAY...DISTRIBUTORSHIPS OPENING... 


LIFETIME-CHARGE has met with such great success based on its solid performance, 
its pricing and profit structure, its strong promotion and merchandising. . . that NEW 
Distributorships are being opened. WRITE US TODAY on your letterhead for full 
information on this terrific YEAR ‘ROUND SELLER! Line up with the LEADER! 
RETAIL 
PER PKG. 






YOU CAN BE SURE WITH LIFETIME-CHARGE THE ONLY BATTERY ADDITIVE 
WITH FREE WINTER-START INSURANCE...Paid by the makers of... 


LIFETIME~CHARG mave 8Y MAGNAFLO COMPANY, INC. 


© mci 
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4132 MARKET ST. - YOUNGSTOWN 12, OHIO 








* NO MATTING! “Era RING UP PLUS PROFITS! 9° There Twe Super Speci! 
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clear plastic. ROSS < liquid fish glues! 











* Multi-needie supports nestle 
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disturb a tuft! ip EN SS OEE ES ee SOM ee Oe 
: , 
=» '. Make 48.1 7 Plus Profits onthis Rogers Display Offer 
$1.44 1 doz. bottles $ 2.40 [ Do See 
4.32 1 doz. gills. . 7.20 Se 
ee 2.35 4 half pints 3.92 t A. 2 
; 1.05 1 pint. 175 “es bz he 
“e “ = en ~~ ae “rn competitively priced unbeatably FREE 1 doz. bottles 2.40 [ ip ~ PAS % 
° a th ae amide Poweve OE alma 
— —_ vanes daalalae packaged to sell on sight $9.16 Retail Value $17.67 | A ars - 
* For all furniture and office equipment 9.16 Cost | wealth of wood. | 





working inf 
Send for sample — YOUR PROFIT $ 8.51 tion, just the temp 








SHARWELL INDUSTRIES 14379 Livernois, Detroit 38, Michigan sascha a cor aid in teaching. | 
FREE ATTRACTIVE DISPLAY SIGN 5..." fore! 

Want more facts? Circle 297, p. 145 — I and soup aaa | 

2. Make 50% Profits on Rogers Dandy Deal... ; — Of Rogers ; 

Buy 2 doz. bottles or tubes of Rogers Glue . . j fOlect Plans To. | 

youll be invoiced for only 1% doz., . ) Gay. , 


equivalent to getting FOUR FREE! 
Sells for $4.80 
Your cost. . 2.40 


YOUR PROFIT $2.40 


50% on your investment! 











STRONGEST GLUE... PROVED BY TEST 
... A TON OF STRENGTH in EVERY DROP! 


N 
,/ PADLOCK PACKAGE 


in the world... 


Glues wood, leather, glass, crockery, etc 
ideal for home, school, office, workshop 
carpenters and mechanics 


ORDER FROM YOUR WHOLESALER NOW! 


World's Largest | Offers expire April 1, 1959 
Producer of q iM) d p r | 
| ROGERS ISINGLASS & GLUE CO. 


Brass Padlocks 
Role Gi aee OY fe Coes eee GLOUCESTER, MASS. 


Want more facts? Circle 298, p. 145 Want more facts? Circle 299, p. 145 
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P. C. Platt Retires At 
Stanley Electric Tools 


Percival C. Platt, service 
manager of Stanley Elec- 
tric Tools Div., The Stanley 
Works, has retired after 44 
years service with the com- 
pany. Spencer B. Reynolds, 
former assistant service 
manager of the division, has 
succeeded him. 

Mr. Platt was an adminis- 
trative assistant, a salesman 
and sales correspondent. For 
the past 28 years, Mr. Platt 
was instrumental in setting 
up authorized nation - wide 
service stations for Stanley 
electric tools. 

Mr. Reynolds joined Stan- 
ley Hardware as a cost ac- 
countant in 1940. He was 
assistant to a division sales 
manager and later advanced 
to customer service depart- 
ment manager Electric Tools 
Div. 


Harvell Elects Officers, 
Changes Sales Offices 


J. T. Kiernan has _ been 
elected vice-president in 
charge of sales of Harvell 


Mfg. Corp., Hubbard, Ohio. 
Mr. Kiernan was sales mana- 
ger. He replaces W. D. Rob- 
ertson, elected executive vice- 
president. 

Harvell has combined all 
sales and service offices in 
larger quarters at 420 Lex- 
ington Ave., New York City. 

S. A. Woolman, former 
sales manager, has moved to 
New York assistant to 
Mr. Kiernan. 


as 


McClung Celebrates 

Its 75th Anniversary 
(Continued from page 231) 

founding in January, 1884 

when the present name was 

taken. The company actually 

goes back to a general store 


established in 1820. This 
pioneer business took in 
various partners, including 


Charles J. McClung, Frank 
McClung and Calvin Morgan 
McClung. The company han- 


dled groceries, drugs, foot- 
wear, in addition to hard- 
ware. 


Ten years after its found- 
ing under the C. M. McClung 
& Co. name, the company 


moved to its present address 


News of the Trade 





on W. Jackson Ave. Other 
buildings were added and to- 
day the company has 27 
floors of merchandise at its 
main office-warehouse |loca- 
tion, plus other warehouses 
in Knoxville for appliances, 
steel goods andtoys. 
Branches are operated in 
Bristol and Chattanooga. 
The company has a num- 
ber of officials trained in the 
McClung tradition of con- 
servative management tem- 
pered by a personal interest 
in the business welfare of 
each customer. 
Hugh M. Davis, 
dent, has been with Mce- 
Clung’s for 40 years, and 
started as an elevator oper- 
ator in the warehouse. Mr. 
Davis keeps his finger on 
the pulse of the entire busi- 


Sr., presi- 


ness, even to twice daily 
contacts with the flow of 
orders through the ware- 


house to maintain fast de- 
livery to customers. 

F. Edward Barkley started 
with the company in 1905 as 
assistant bookkeeper. He ad- 
vanced through the financial 
side of the business and was 
elected president in 1940. 
Five years later he resigned 


iV Lele Byormvartent ce 





A LARGE FAMILY OF FAST SELLING PRODUCTS 
backed by the biggest National Advertising 
Campaign of any attachment manufacturer. 





Feature these popular tools NOW for greater 
elachibi Me VIM la-Mlaleihalelticlibvae sled aclel-te 
in eye-catching display boxes for 


Y “ARCOSCREW-DRILLS” 

4 sizes for every wood- 
screw. 98c ea. retail. 
» Set of 4: 6-12 — 
$3.69 retail. 













$4.95 retail. 


“ARCO 2-SPEED 
ANGLE-DRIVE” 
Right Angle Gear 
Drive for ‘2 or 
double drill speed. 


“ARCO-SAW” 
Cuts 2x4’s. Saws 
grooves with exclu- 
sive “Dado-Arbor” 


aS $12.95 retail. 



























easier, quicker sales. 





Order ' 
vy Tools from your jobber 
or write today for 
BRAND NEW 1959 CATALOG 


“ARCO JIG-SAW” 
with exclusive 
Circle-Cutter & 
Rip Gage. $10.95 
retail. 


“Slug-Ejector’ 
from $5.95 retail. 


“ARCO 2-SPEED 

ANGLE-BUFFER” 
The perfect tool 
for sanding & buff- 


aN tele te ing. $6.50 retail. 


which includes many more “ARCO” Tools. 


ARROW METAL PRODUCTS CO. 


421 WEST 203rd STREET 


* NEW YORK 34, N. Y. 
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as president on account of 
his health but remained as 
treasurer. Once more he was 
president, officially as act- 
ing president to succeed 
Bruce Keener, Jr., who be- 
came ill, until Mr. Davis was 
elected president in August, 
1955. Mr. Barkley now of- 
ficially is assistant secretary> 
comes to his office daily and 
keeps in close touch with the 


general economics of the 
hardware wholesale _ indus- 
try. 

R. W. Riggins, board 


chairman, now is in his sec- 
ond major career. Mr. Rig- 
gins came up to the official 
retirement date with the J. 
C. Penny Co. Mr. Riggins 
then was manager of the 
Knoxville store, and was 
noted in the Penny organiza- 
tion for training men for 
executive posts. Mr. Rig- 


gins was elected McClung 
board chairman Aug. 1, 
1956. 

Four vice-presidents of the 
company are Edward E. 
Judy, treasurer; Marvin O. 
May, sales manager; B. 
Earle Walker, credit man- 
ager; Frank T. Trevena, ap- 


pliance division manager. 










— 


retail. 


“ARCO HOLE-SAW”’ 
with exclusive automatic 
’. Works 3-times 
faster than others. 8 models 


















“ARCO SCREW-MATIC”’ 
Screw Driver Attach- 
ment with Industrial- 
type Clutch & exclu- 
sive Bit Holder. $5.95 




















—Pryel svelte i 


THE COMPLETE LINE 
Seamaid aluminum boats are con- ALUMINUM, FIBERGLAS, STEEL 


structed of heavy, rust-proof alum- 
inum with double eerie hulls, QUALITY- BUILT BOATS 
pressed-in spray rails, Styrofoam 
flotation and solid Oak motor SKI QUEEN i MODEL F1500 
mounts. Beautiful new models in- met s - 
clude deluxe runabouts at “down- 
to-earth” prices. 








Fiberglas boats by Seamaid are 
distinguished by their modern de- 
sign, water tight construction and 
durability. Deluxe models have 60 
inch decks, double bottom construc- 











tion, windshield, steering wheel and : —_— 
upholstered seats. 
Steel Seamaid boats include both Se See 2 eT eee i 
small flat fishing models and the 
larger sizes with Vee bottom con- @® MADE BY A MANUFACTURER WITH MORE THAN 25 YEARS 
struction. EXPERIENCE IN THE PRODUCTION OF QUALITY BOATS 
@A WIDE VARIETY OF MODELS AND SIZES FROM 9 FT. PRAMS 





Send for complete literature today and the name of your nearest jobber. 


SEAMAID MANUFACTURING CO. ° Kendalivilie, ind. 
Want more facts? Circle 301, p. 145 





MILLIONS of BUYERS are URGED to — 
= KEY-BAK Key Reels from YOU! 






LIST PRICE 
ANTI-SYPHON CHECK VALVE $h50 


Full water-way.No restriction, %4"" pipe 


UNION VALVE (Non-Union $2.60) $960 


Swivel seat for long life, %4"’ pipe 


Put them on your counter! Watch them Sell! 








POPULAR MECHANICS, SCIENCE & ME- 
CHANICS, MECHANICS ILLUSTRATED and 
other National magazines tell the story of 
KEY-BAK Key Reels to MILLIONS of pros- 
pects. Your customers are URGED to get 
KEY-BAKs from YOU! It will pay you to 
get a stock of KEY-BAK Key Reels from 
your jobber; place them on the counter 
and WATCH THEM SELL! 

















POP-UP SPRINKLER HEAD $100 


Pops up 1'2” above grass 


REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 58 


HOSE TO PIPE FITTINGS 


Various sizes available x 


eel Be. 








KEY-BAK Key Ree! is 
worn on the belt. It 
carries keys and o\her 

small objects on a 24°’ 

long steel chain 
Swedish clock spring 
reeis in the chain and 
keeps keys safely at the 
wearer's side 


$9.95 | 


Pocket-watch size 
Sturdily constructed 
Highly polished chrome 














ORDER FROM JOBBER! 


HOSE Y 








If your jobber doesn’t Carry W : 
cate eal Genie ot MMODEL 3. Belt-loop Ideal for Siamese connections 58 
12 to Dipay Box yt 
— iatcetinain, OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
West of Mississippi: East of Mississippi: 
LUMMIS MFG. CO. CTL COMPANY GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
2242 E. Foothill Bivd. 1710 W. Stewart Ave. PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


Pasadena, Calif. Wausau, Wisconsin 


CHAMPION BRASS me > co. 








Over A Million Key-Baks Sold! 
Want more facts? Circle 302, p. 145 Want more facts? Circle 303, p. "148 
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1460 NAUD ST. ® LOS ANGELES 12, CALIF. 















Your in. id CLEAN- UP PROFITS! | News of the Trade ——————__- 


SPECIALIZED I American Hardware Supply Elects Directors 
CQUICKEE. » CLEANERS | 


nn 9 ‘4i; << 
Ant of —_ 


t wij . 
NEW! Blister-Pack Handy Tube! WATERLESS CREAM | 


QUICKEE. HAND CLEANER 


Designed for today’s big homemaker 
hobbyist market. Removes stubborn 
paint, grease, even tar with super — 
cleaning power, yet kind to hands. 
Mounted on colorful card for impulse 

sales. Retail 59¢ 


Popular 14 oz. Can for Home and 
industrial Use. Retail 75¢ 












NEW! WATERLESS 
QUICKEE.WALL TILE CLEANER | 


Puts new sparkle on plastic, vinyl, metal or ceramic 





~ | At the annual stockholders’ meeting of American Hardware Supply 
tiled walls .. - and makes the cement glezm, too? Co., dealer-owned wholesaler at Pittsburgh, Jan. 26-27, three dealers 
Removes mastic from new installations. Contains | Vere re-elected to 3 year terms on the Board of Directors. They 
Dichlorophene . . . keeps walls sanitary-clean: ore: E. T. Clark, Jr.. D. C. French, and W. R. Ritter. The American 
Retail $1.25 Board now consists of these three and others, as pictured (from 
left, standing): Mr. Clark, Ellicott City, Md.; Paul Wolff, Meadville, 
Pa.; P. L. Morrow, Orchard Park, N. Y.; Lloyd Carlson, Chardon, 
Ohio; C. W. Cunningham, Mt. Pleasant, Pa. (From left, sitting): 
Mr. French, Wilmington, Ohio; Earl Wyant, Huntington, W. Va.; 
Mr. Ritter, Mechanicsburg, Pa.; and W. R. Conaway, New Lexington, 
Ohio. The Board elected these officers: Mr. Ritter, president; Mr. 
| Wyant, vice-president; and W. R. Conaway, secretary. Some 1200 











QUICKEE. STAIN REMOVER 


Cleans and beautifies asphalt tile, viny!, linoleum 
_ will not soften or mar asphalt tile. Polishes 
porcelain and chrome in kitchen and bathroom. 








Retail $1.25 , dealers and their families, guests and manufacturers attended. 
Write for FREE Demonstration Samples, | More than 100 exhibit booths were open. There were silver dollars 
Catalog and Full Details.. Dept. HA | as door prizes, $10,000 in merchandise prizes, warehouse and ladies’ 


tours, and $125,000 platform sale. America’s RAMAC was inspected, 
| and 900 dealers attended product-knowledge clinics. 





“<S QUICKEE PRODUCTS, INC. « YONKERS, N. Y. 
_ Want more facts? Circle 304, p. 145 


NEW TAYLOR Paul H. Pheiffer Heads Therese St. John, president, 


. ° . » Sin-Ji Products Co., Balti- 
Dial Window Thermometer S¥™P Pump Association “'" fO'" ulti 


a more, .. will act as sec- 
Paul H. Pheiffer, man- 














$ 88 ° a : . “i retary. 
only 288 retail ager, Kenco Pump Div., 
American Crucible Products 
A natural impulse seller during bad Co., Lorain, Ohio, was elected Temeo Appoints Brent 
weather, Taylor’s new Deluxe Dial president of the Sump Pump 
Window Thermometer combines Manufacturers Assn. by the As Wholesale Manager 
good looks with famous Taylor ac- board of directors last William T. Brent has been 
curacy and dependability. Has strik- month. promoted to manager of the 
ing red and black weather-proof Plexiglas case and simu- Louis Wozar, president, wholesale division, Temco., 
lated wrought iron bracket. Order * 5345 only $2.88 retail. Tait Mfg. Co., Dayton, Ohio, Inc., Nashville, Tenn. 
(Other models at $1.98.) 17 thermometer self-serve dis- was. elected vice-president. Mr. Brent has been with 
play assortment, list $36.36, your price $21.80. Taylor In- W. G. Mason, president, Tri- Temco for six years, most re- 
strument Companies, Rochester, N. Y., and Toronto, Ont. angle Mfg. Co., Detroit, cently as district manager 


TAYLOR INSTRUMENTS MEAN ACCURACY FIRST Mich. will serve as treasurer. and sales promotion manager. 
_ Want more e facts? Circle 305, p. 145 


VT a | DU- RITE 48” LEVEL . . . NEW, LOW PRICE! 


OW .. . the popular DU-RITE level in a NEW, LONG, 48” SIZE! Its tough, 

cede magnesium “I-beam” frame offers extra durability .. . EXTRA VALUE. 

And the new black vial caps, that contrast brightly with the silver-colored frame RETAIL PRICE 
. make vials so easy to read! SELL the 48” level that’s pleasing to the eye and 


to the pocketbook. 12”, 18”, 24” and 28” DU-RITE LEVELS ALSO AVAILABLE. ” 
ALL DU-RITE LEVELS HAVE 3 DOUBLE-VIAL ASSEMBLIES except the 12” size. 


AND YET THIS LONG, VERSATILE LEVEL SELLS FOR GNLY 


‘ * e. 
2 sa > a PR” te “ oe PRO —oor . . " © ’ ~~ " . 


| oe pmecccnmiel 




















—e 


J bk SCHARF MFG C0 6i20QB8Ft+tNNEY STREET 
. * * * O MAHA, NEBR A S K A 
Want more facts? Circle 306, p. 145 
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eee 42 
no credit rating is permanent 





Each day more than 2,000 credit ratings change on the flow of new facts, fresh ry 
information. No credit rating is permanent. ‘ 





An up-to-date credit rating, based on your latest financial statement, helps you V 
get products, services and money on the best possible terms, when you want it, 4 
without costly delay. 1D Os 
To protect this vital business advantage make sure your latest financial state- | 2, 


ment gets to Dun & Bradstreet. A statement, mailed in now, will be forwarded 

immediately to your interested suppliers. It also helps the Dun & Bradstreet 

reporter to know your business better before he makes his call. And this is BO 

important because the rating of your business in the Reference Book reflects 74 

the detailed information he obtains. Every business man should have, and his 

Suppliers look for, a current credit rating based on today’s performance facts. 
Don't let anyone judge your business on yesterday’s facts! Make sure your HS 


latest financial statement is mailed to Dun & Bradstreet today, or as soon as 
available. 








Dun & Bradstreet, Inc. 


99 Church Street, New York 8, New York 





Want more facts? Circle 307, p. 145 














Seedbed for profits... 


Modern displays make it 
much easier to raise sales, 
reap prohts. R-Line Store 
Fixtures are tree-standing... 
engineered to raise volume 
through more efhcient use of 
display areas... improve 
your vield per square foot 
of floor space. Large-scale 
production keeps costs ; 
surprisingly low. Buy R-Line ; 


fixtures finished or unfinished. sot \ 





bs 


eee tara ee iene ee 





R-Line Store Fixture Co., Inc. Dept. H-41 
WRITE TODAY FOR FULLY ILLUS- 340 N. State St., Phila. 4, Pa. 


TRATED CATALOG. NO OBLIGATION, 


THERE'S AN | . 2 | FIXTURE 


Gentlemen: 


Please send me your fully illustrated catalog, 


at no cost or obligation to me. 


aoe | Se 


| | N F= | 
a BR eee Ee 7 
FOR EVERY SALES JOB! Address: . Ee 


oneal 
| 
| 
| 
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NIVER AL ' | | News of the Trade 
only has it! Caskey Manages Sales = ners were Al Forgit Hard- 


. ware, Newport Beach, Calif., 
For American Thermos ys viioy of the Year, and 
Frank A. Caskey, for- Dobyns- Lantz Hardware, 


merly assistant sales man- Stigler, Okla.; Fortuna 
ager, was appointed sales Hardware, Fortuna, Calif., 
6 | manager of the American Feed & Bldg. Supplies Corp., ) 
| Thermos Products Co., Nor- Virginia Beach, Va. and j 
| wich, Conn. Mr. Caskey will Haugen Hardware, Oxford- | 
handle sales for vacuum 


ville, Wis., as winners of 

ware and insulated picnic (optificates of Distinction. 

LUNCH KIT jug and ice chest produc*s. Judges meet in March to 
im He has been with American 


| screen entries of all finalists 
with 1) pint vacuum bottle | Thermos for 11 years. creen entries of all finalists 


to determine the winners. 








Brand Names Finalists 
Eligible For 5 Awards Patek Appoints Guschl 


(Continued from page 231) The promotion of G. A. 
anaes rane motion and merchandising of Guschl to general sales man- 

| brand names, and for having ager of Patek Brothers, Mil- 
been ‘a primary factor inthe waukee paint manufacturer, 
swift recovery from the 1958 was announced 


during the 
recession.” 


company’s recent three-day 
Last year’s hardware win- annual sales meeting. 
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More than 2000 New England dealers got a preview of the new 
spring lines at Bigelow & Dowse Co. annual Spring Sales Days Show 
Jan. 25, 26 at the wholesale company's warehouse in Needham 
Heights, Mass. Ted Williams personally introduced his 1959 line 
of fishing rods and reels for which Bigelow & Dowse is exclusive 
New England distributor. “This show was the best attended and 
most successful in the company's long history. Our dealers will 
have a good many outstanding values to offer their customers this 
spring, commented Douglas Sloane, general sales manager. Bigelow 


HOLDS 50% MORE & Dowse held its usual “One Minute Stage Sole” offering demand 
een items at special prices. 
for men with big appetites! —- 


America’s 
. . Best Selling 
Exclusively [ niversal—the extra HARDWARE en 
big ongrsn Luneh Kit that naam WEEK SPECIAL EXTRA SALES AT NO EXTRA COST! 
a man-sized lunch plus enough for : | 
a coffee break! Specially priced to Visible day 7 ae bane 


quality aluminum, enamel and 


build sales. Complete with patent- 
reflecting heads. Weather-tested— 
won't rust, fade, or fall apart. 


ed cup holder. Loc-Tite catches - 
and 114 pint vacuum bottle that eo Retail, each 10¢. Midget, each 
SEMEL tern seer 





































a ¢. Letters, too on same basis. 
. . papers ’ - 5 ’ 
“pours like a pitcher . . . never nu 2 


mes me | 
ree) stant 25 FREE! ali metal Dis- 
\ play Rack 


pn ee 

ge A with — each 

\ \ “~ ® % \weemee 
7 —_ 





drips a drop.” Order enough today! Law 
























(Reg. Retail $5.25) 
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Order from your jobber. 


| HY-KO PRODUCTS CO., Cleveland 3, Ohio 
LANDERS, FRARY & CLARK, NEW RRITAIN CONN. : 
Want more facts? Circle 309, p. 145 Want more facts? Circle 310, p. 145 
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— COIMMBIAN advertises 


' 
i 
makes ; to help you sell! 


reps | This ad in POPULAR MECHANICS 


VISES , /s seen by 7,620,662 /evel prospects. | 


wacninists |WO Every job easier 


VISES and better with a 


PIPE HI COLUMBIAN 
, ), LEVEL 





VISES 
* 


WOODWORKERS 
VISES 


























CARPENTERS’ 
VISES r 


e level belongs in your tool kit. It’s attractive, easy to 
handle... gives accurate readings from either edge. 
WORKSHOP Metallic - sealed vials, protected on both sides with 

VISES extra-heavy glass lenses, are set in special ‘‘ever- 
last'’ cement. No need for adjusting. 








HOMESHOP 
VISES 


See your Dealer! 
Packaged in ‘Certified 
Levelpack"’ carton. 
GYRO Write for free catalog 
VISES 


VISE & MFG. CO. 


Dept. PM 524 ° Cleveland 4, Ohio 


Want more facts? Circle 311, p. 145 














TOOL BOX 
OF THE 
| MONTH 


Seamless, deep drawn 
steel box; 2I"'x 7'/,"'x 
7": 2 cantilever trays 
with 6 patented, adjust- 
able dividers; electro- 
welded piano hinges: 
durable baked enamel 
finish, bright, zinc plated , 
hardware; hasp arrange- 

ment for padiock. Also SIMONSEN INDUSTRIES, INC. 


in 16°° (162T); 14° (142T). 1414 S. Michigan Ave., Chicago 5, Itll. 


ie 


no Oy 


Want more facts? Circle 312, p. 145 


CLEAR PROFIT with SKIN-PACKAGED 
WRENCH SETS 


Another first by Upland! Sets are ‘‘skin- 
packed” directly on attractive, informative 
cards .. . easy to display on peg board 
rack, assuring fast turnover! And your 
profits stay high because THERE'S NO 
INCREASE IN PRICE. 


HEX KEY SET 
No. SP-7—7 piece set, bright-plated. Sizes 
5/64" to 1/4” across flats included. One 
dozen per box. One gross per shipping 
carton. Shipping Weight, 30 Ibs. per gross. 
Top volume item. 
Retail 39c ea. 
Terms: 2% 10 days, net 30, F.O.B. factory. 


For full-line catalog and name of nearest jobber, write: 


UPLAND INDUSTRIES, Inc. Upland 7, Penna. 
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All these people 


and 499,999,990 more 
are seeing Klmer’s 


Glue advertisements 
this year! 
| h 


oy 
eu. 
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Stock the line! 
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——— News of the Trade 


C. L. Hildreth Is Honored At 73rd Annual 


Hardware Merchants & Manufacturers’ Fete 


CHARLES L. HILDRETH 


Charles L. Hildreth, pres- 
ident of Emery-Waterhouse 
Co., Portland, Me., and pres- 
ident of Rice and Miller Co., 
Bangor, was honored with 
the Award of Merit for 1959 
and a gold medal at the re- 
cent 73rd annual banquet of 
the Hardware Merchants & 
Manufacturers Assn. of Phil- 
adelphia. 

Mr. Hildreth’s award was 
for “outstanding activities 
that reflect credit upon 
American business.” 

The Jury of Award 
Hoyt C. Pease, Wm. 


was 
Geo. 


Steltz, Jr., 
Tryon, III. 
D. Rumsey Plumb, Fayette 
R. Plumb, Inc., and president 
of the association, was toast- 
master. Mr. Tryon presented 
the award to Mr. Hildreth. 
Other officers of the asso- 
clation are John R. Griffith, 
Shields & Brother, Philadel- 
phia wholesaler, vice-presi- 
dent; and Thomas A. Fern- 
ley, Jr., Philadelphia, secre- 
tary-treasurer. 


and Edward K. 


Directors are: Mr. Tryon, 
R. P. Farrington, Mr. Steltz, 
H. D. Moore, A. P. Gold- 
smith, and C. E. Weber. 

Mr. Moore headed the ban- 
quet committee, with W. P. 
Gillespie and E. E. Chand- 
lee, Jr., as vice-chairmen. 


Skil Names Sullivan 


John W. Sullivan has been 
appointed assistant to John 
I’. Spaulding, president of 
the SKIL Corp., Chicago. 
Mr. Sullivan joined the firm 
in 1957. He will assume his 
new duties effective immedi- 
ately. 
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M. E. O'Neil 

M. E. O’Neil, 82, former 
secretary, vice-president and 
general manager of the Rich- 
ards and Conover Hardware 
Co., Oklahoma City, Okla., 
died recently at his home 
after an extended illness. He 
was made an honorary chair- 
man of the board when he re- 
tired from the firm in 1947 
after 53 years service. 


Loring Coleman 


for- 
and 
chief, 


Bar- 


Loring Coleman, 66, 
mer Chicago broker 
hardware company 
died Jan. 7 in Santa 
bara, Calif. 


Harry C. Pedrick 

Harry C. Pedrick, 89, re- 
tired hardware dealer, died 
at his home in Douds, Iowa, 
following a recent stroke. He 
had been employed by the 
Haw Hardware Co., Ot- 
tumwa, lowa, and had been 
in the hardware 
since 1917. He was a senior 
member of H. C. Pedrick and 


business 


Sons, hardware and furni- 
ture dealers and funeral di- 
rectors, until his retirement 
in 1953. His son Robert and 
grandson Clarence operate 
the firm. 


Aaron A. Gehman 


Aaron <A. Gehman, 79, 
founder and treasurer of 
Hartville Hardware Co. 
Hartville, Ohio, died recent- 
ly at his home of a heart 
attack after a long illness. 


Edgar A. Turley 

Edgar A. Turley, 74, 
tired owner of Turley Hard- 
ware Co., died recently in 
Owensboro - Daviess County 
Hospital, Owensboro, Ky. He 
was a hardware businessman 
for 54 years before his re- 
tirement in 1956. 


re- 


John A. Knaak 


John A. Knaak, 78, hard- 
ware dealer, died of a heart 
attack recently in Oak Park, 
Ill. He had been in business 
for 48 years. 





1958 Was Big Year For Ace: Volume Up 20 Percent, 56 Stores Modernized 


35 YEARS 


1824 


Ace Hardware Corp. volume was 20 percent ahead and future orders broke all records in 
He announced this at the annual three-day Ace convention and show at Chicago's 
manufacturers. The group's modernization program saw 56 stores remodel in 1958. 
cost for Ace stores. During the festivities, 73 stores received 
30 more stores affiliated with Ace during the past year, 
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1958, according to Richard Hesse, president. 
Hilton Hotel for Ace Stores Program dealers and for 
It was also announced that there was a reduction in 


ved “100-Club" buttons for purchasing more than $100,000 from Ace. There were 
bringing the total affiliations to 300 in 13 states. 





A report in pictures of events in the trade 





HA Photo Angles 


Personnel of Beck & Gregg Hardware Co., 
Atlanta, Ga. wholesaler, were feted at a dinner 
party recently in Atlanta. During the event, Yale 
& Towne Mfg. Co., White Plains, N. Y., presented 
the firm with an award for outstanding sales 
achievement. Beck & Gregg is the largest stock- 
ing distributor of Yale products in the world. 
Shown here are: (left to right) Harry G. Talgo, 
Yale & Towne regional manager; W. A. Parker, Jr., 
vice-president and general manager of Beck & 
Gregg, W. A. Parker, Sr., president; Frank Burton, 
Sr., manager of the wholesaler’s builders’ hard- 
ware department; and J. D. Young. 


Sakrete Industries, Cincinnati, Ohio, 
held its eleventh annual sales meet- 
ing recently at Monterey, Calif. 
Licensed manufacturers from the 
United States, Mexico, Puerto Rico 
and Australia attended the four day 
session. Featured speaker was George 
E. Warren, chairman of the board, 
Portland Cement Assn., and presi- 
dent of Southwestern Portland 
Cement Co. Arthur C. Avril, presi- 
dent of Sakrete leads discussions 
here. 


Regional representatives of Fred 
Arbogast Co., Inc. met at the home 
office in Akron, Ohio, to discuss 
sales promotion plans for five new 
fishing lures. Shown, left to right: 
Frank Bolognue, plant superintendent; 
Jorgie Jorgenson, Midwest; Richard 
Bonham, West Coast; Richard Kotis, 
president; William Kerwin, Midwest; 
William Bartlett and William Bradley, 
East Coast; Charles Danforth, Mid- 
west; Herschel Ivy, Southwest; H. F. 
Wellman, Midwest; George Gowen, 
East Coast; Nick Simich, Southeast: 
Tobby Shopper, designer; D. Gowen, 
East Coast: William Perneau, office 
manager. 


Vv 





Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 


Representatives Wanted, etc. 


Set solid, maximum 50 words 
Each additional word 


Positions Wanted 


(Special Rate) set solid, maximum 
words .. 

Each ‘additional word 
Allow Seven Words for Keyed Address” 


or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnat & Séth Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 


sufficient postage for remailing. 
No agency commission allowed. 
HARDWARE AGE is published every other 


Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, payable to HARD- 
WARE AGE—Classified Section, not currency 
or stamps. 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








DISTRIBUTORS WANTED 


ISRAELI MANUFACTURER of an excel- 
lent line of shelves, standards and brack- 
ets, seeks Distributors for territories on 
exclusive basis. Prefer those who are well 
established with Sales Organization to re- 
tail hardware stores and department chain 
stores. 


Write for details to: 


M. KOLARI 


44 Whitehall Street, New York 4, N. Y. 
Phone: Whitehall! 4-8576 




















FRANCHISE AVAILABLE 


Products never before offered on the market, to be 
seld to the eenstruction, trucking. and automotive 
industry. All territories are now available. Give 
a complete resume ef your background and territory 
yeu are interested in. 


HUDSON T. MARSDEN MFG. CO.., 
645 Beachan Road, Rochester II, 


INC. 
New York 





Philadelphia 








PARTNER WANTED 
LISHED FACTORY 
covering Eastern Pennsylvania, Delaware, Marv- 
land, New Jersey. Washington, D. C. in hard- 
ware, housewares, garden supply and _ chains 
Headquarters Philadelphia Needs 
combine Sales efforts for more efficient coverage 
and expansion. Must be aggressive and honest, 
have excellent references. Address: Box 211 
are of Harpware Ace, Chestnut & 56th Sts 
Philadelphia 39, Pa 


BY WELL ESTAB 
REPRESENTATIVE 


EXCLUSIVE PROTECTED 
open for nationally distributed unique water re 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, 
itors and retailers. Unique demonstration 
® out of 10 on first call. Address: Box 123 
of Harpware Ace, Chestnut & 56th Sts., 
delphia 39, Pa. 


TERRITORIES 


Phila 


MANUFACTURERS’ 
WANTED—by established 
applicators and refills, 
genuine imported chamois, lambswool bonnets and 
wash mitts. We produce quality products at 
competitive prices, attractively merchandised and 
with full freight allowances. Many choice terri- 
tories are open on an exclusive basis with liberal 
ommissions to men who thoroughly cover the 
hardware, paint, cleaning and sanitary supply 
trades. Send full details in first letter. Beverly 
Manufacturing, 10 Roland St., Boston 29, Mass 


manutacturer of wax 
natural sea sponges, 


REPRESENTATIVES WANTED 
ity for several established commission representa 
tives for Maryland, Delaware, Virginia, Kentucky 
and Florida. Manufacture of full line ot Plumb 
ing Brass Goods, Cast and Tubular, desires sales 
through Hardware Building and Lumber Yards, 

ceessory Stores. Plumbing and Ileatine Con 
tractors and other outlets state experience 
details on actual territory covered. Address 
200, care of Harpware Ace, Chestnut & 56th S 
Philadelphia 39, Pa. 


( Ippor tun 
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associate to | 
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hardware distrib. | 
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Wanted—Manufacturer Representative 


To sell complete line of ornamental iron and 
aluminum railing and columns. A_ Do-it- 
Yourself item—a volume product with fast turn- 
over. Liberal Commission. State area in which 
you sell when writing for details. 


ELITE FABRICATORS, Bel Air, Maryland 

















WANTED 


Manufacturers Representative to call on 
Hardware Wholesalers, Virginia to Florida 
for long and well-known profit-maker spe- 
cialty line. Must have wide acquaintance 
among hardware wholesalers. Our prod- 
ucts are widely used in the home and by 
many businesses 


Address Box (45, care ef HARDWARE AGE 








Chestnut & 56th Sts, Philadelphia 39, Pa. 


Manufacturers Representatives 


Calling on hardware jobbers, 
lawn supply jobbers and chains 
to handle the hottest item for 
'59. Advise lines carried, number 
of men traveled, territory covered, 
also some history of your back- 
ground. A few choice territories 
open. 


SOLDER-CRAFT, INC. 
503 Amelia St. Plymouth, Mich. 














MANUFAC 
WANTED. Builders 
for distinctive line 
Considerably lower 


TURERS REPRESENTATIVES 
hardware contacts necessary 
decorative cost escutcheons 
priced than competition. Im. 
mediate acceptance. Generous commission, pro 
tected territories available Address: Box 201, 
care of Harpware Acre, Chestnut & 56th Sts, 
39, Pa. 


LONG ESTABLISHED 
HARDWARE DISTRIBUTOR located approxi- 
mately 90 miles north of New York City 
one opening for an experienced salesman. 
established for 25 years Excellent 
tunity for the right man to move his 
out of New York City. Address: Box 
care of Harpware Ace, Chestnut & 56th 
Philadelphia 39, Pa. 


Terri- 
oppor- 
family 
140, 
Sts., 


HARDWARE 
for Western Pennsylvania, 
England, New York State’ including 
metropolitan area, lowa, Nebraska, 
South Dakota to handle complete 
builders’ hardware. Protected territory. 
Commissions. Address: Box 141, care 
waRE AcF, Chestnut & 56th Sts., 
39, 2 


New 
entire 
North and 
line quality 


Philadelphia 


MANUFACTURERS 
Manufacturers’ 
Hardware distributors and 
handle line of polyethylene 
pipe. Reply giving territory covered, 
held men ot ae number of wholesale ac 
counts being sol -~ territories open. Reply: 
CONSOL DATED PIPE COMPANY OF 
AMERICA, 1066 Home Avenue, Akron, Ohio. 


Representatives now 
on 


wanted to 


MANUFACTURERS’ REPRESENTATIVES 
WANTED. Selling to hardware wholesalers, mill 
supply and industrial jobbers. Top, fast selling, 
repeat Threaded Rod line. Areas open: (PENNA.., 
MARYLAND, WEST VA.) (OHIO, INDI- 
ANA, MICHIGAN) (TEXAS, OKLAHOMA, 
ARKANSAS). Write giving complete informa- 
tion to Address Box 217, care of Harpware Ace, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


EXCLUSIVE 
OPEN tor 
nesium 
at very 
dress: 


nut & 


PROTECTED 
sale of imported 
levels and folding 
attractive mt 
Box 
56th 


TERRITORIES 
screw clamps, mag 
rules. Highest quality 
ices. Write full details. <Ad- 
216, care of Harpware AGE, 
Sts., Philadelphia 39, Pa. 


Chest 


WHOLESALE | 
has | 


| able 


R EPRESENTATIVES | 


Good 
of Harp- | 


| and 


REPRESENTATIVES | 


jobbers 
flexible | 
number of | 








HARDWARE SALESMEN 


retail hardware 
plumbing and 
econeerns ne size Serew Anchor “fits all 
and designed for all types of walls 
(‘ommission Protected territory te 
qualified salesmen. 


FITSALL SCREW ANCHOR 
473 S. Franklin St.. Hempstead, New York 


and lumber yard 


electrical sup] 


Calling 
dealers 











SALES REPRESENTATIVES. Wholesalers 
of Plumbing Specialties and Manufacturers of 
Brass Compression and Flared Fittings offers 
choice territory—-NEW YORK STATE —to live- 
wire representative Line competitively priced. 
Established repeat business and many leads avail- 
Apply, ot ap lines handled, experience and 

cove Car essential. Address Box 

of aon ARE Ace, Chestnut & 56th 
Philadelphia 39, Pa. 


BATHROOM ACCESSORIES 
CHROME PLATED COMPETITIVELY 
PRICED. Territories now open in Northeast 
Central States for aggressive Sales Repre 
sentation, handling companion lines and covering 
the Jobbers and _ Distributors of Hardware 
Plumbing Supplies, Tile, Building Materials and 
Lumber Yards. Reply in detail to Address: Box 
205, care of Harpware Ace, Chestnut & 56th Sts 
Philadel phi a 39, Pa. 


OUALITY 


WANTED EXPERIENCED CUTLERY 
SALESMAN to sell our line in exclusive terri- 
tory. Attractive proposition for the right man. 
Write giving full eackground to Queen Cutlery 
Company, 10 Commerce Court, Newark 2, New 
Jersey. 


a) 


SELL 
level, 
seats 


REPRESENTATIVES WANTED TO 
DIRECT to large users, retail or jobber 
plastic pipe, fittings clamps, toilet 
(sprayed, vinyl and mother of pearl), 
plastic clothes line, industrial hose, including al) 
kinds of for automatic 


Ww: ushers. Address: 
ox 209, care of Harpware Ace, Chestnut & 56th 
Sts., Phil adelphia 39, Pa 


and 
covered, 


hose 


bE N¢ ELLENT 
cal on ti ie 
ment, Variety and 
Write: Midwest 
Avenue, St. 


LINE 


retail 


for sales representatives 
trade in hardware, depart- 
chain stores. Good commission. 
Plastics Mfg. Co., 208 Bates 
Paul 6, Minn. 








Representatives Wanted Accounts Wanted Business Opportunities 

















FINE IMPORTED REPRESENTATIVES | DO YOU WANT TO RAISE CASH? 


Pocket Knives and other cutlery. Joseph Covering all phases of jobbers. Can render reliable — — a SELL oe 
; | is s with f you want a sale, reduction, money raising 
Rodgers & Eye Brand. Write for catalog es te enue Ges ee New removal or closeout, get America’s most re- 
and particulars. Knife Importers, Sole York, Philadelphia, Detroit, Cleveland and Louis- liable and productive sales plans. Send for 
A +c ff he U ville. We carry the account or you can bill direct prospectus today 
gents for the U. S. A., P. O. Box 364, || | Inquiries invited WRITE ANCO Corporation, 7 J. H. Voli Sales Service 
Austin, Texas. Wood Street, Pittsburgh 22, Pa. 115 West Main Street Madison, Wis. | 





























iene ameie MANUFACTURERS’ REPRESENTATIVE 
MANUFACTURERS REPRESENTATIVES | IN BUSINESS 20 years calling cn Wholesale 
WANTED. A_ Midwest Manufacturer of hand | Ilardware, Electrical, and Industrial accounts WANTED SPECIALTY JOBBERS 
ols is expanding into new territories. We are | desires one additional line in Ohio, Indiana, and 
ti anufacturers Representatives who | Northern Kentucky. Address: Box 215, care of 
roduce results, selling to wholesalers—job HaARDW ARE Acre, Chestnut & 56th Sts., Philadel- 
hers, et but will consider truck salesmen of phia 39, Pz 
proven pertormance who sell direct to hardware 
and other such outlets. Address: Box 212, care 


of I ARDY -— Acer, Chestnut & 56th Sts., Phila- SHARON BOLT & SCREW CO., INC. 
Ty ENDICOTT ST., NORWOOD, MASS 
Help Wanted 


ANTED—DISCONTINUED PACKAGING 
Accounts Wanted SALES MANAGER r A rE RIALS, Corrugated Boxes—Folding Pape: 

irtons—Cellophane and Polyethylene Bags, Sheet - 
Long established N. Y. manufacturer of ind Rolls, Wax Paper, and Glassine Paper, Paper 
builders hardware with national distribu- Bags, and Gummed Tape. Please contact us if 
tion desires man to take complete charge ers are anv questions. —wy Box 218. Phil 
. . . of sales. Only men of experience and in of Harpware Ace, Chestnut & 56th Sts., Phil 
Consistent, Conscientious, Concentrated cover- a’ mak” eamie ewe” ada Seccedien aa adelphia 39. Pa 
age of metropolitan New York and New Jersey this advertisement 


Address Box 203, care of HARDWARE AGE HARDW ARF STORE EST ABL ISHED ra 


BOBROW LEWELL ASSOCIATES Chestnut & 56th Sts., Philadelphia 39, Pa Vears. Active E STORE ESTABLISHED. | - 


deri stock. Present inventory approximate 
¥ $30,000, fixtures valued $10,000 Brick building 
ot4 Broadway, New York 3, New York | | HARDWARE M. AN WANTED Excellent 18,000, low taxes, terms or will lease. Present 
(We get results) | opportunity with established progressive Tucson, wne wis hes to retire. Address: Box 213, care of 
Arizona, lumber yard. Requisites are experience Hanow ARE AGE, Chestnut & 56th Sts., Philadel! 
contract hardware, tracts, estimating, and phia 39, Pa 
uurchasing. This is a key position and applicant | 


oul have goo sales record n pe nality - 
pen SETS GS She Te Ane Sree W HOLESALE—RETAIL—HARDWARE and 
Compensation open. Send complete informatio 
- , ight Tr dustrial bus! ness doing about l4 millior 
Lumber Distributors Inc., 970 South Cherry - ; 
\ve Tucson, Arizona telephone [. Ma innually seeks experienced management through 
4 Oli, i { d, OT Ty ICV - ’ 

: j i 1. ' = are I if oO! an experience 
Manufacturers representatives covering the | | speaker. MAin 4-4451 pe busine’ “pe wed E — 
whole country interested in adding plumbing | » of over 50.000. Near Resor 
building and hardware lines. Aggressive repre- | | s and Large Military Reservations. Re 
sentation ran £ solic} | an are li ation 

guaranteed. Prepayment of solicited ointment and details to Address: Box 


samples. Commission basis | Ss e ene ae ; ee or 
usiness Opportunities . or a HARDWARE Ace, Chestnut @ 56th Sts., 
Address: Raul Rio, P.O. Box No. 4095, Havana, Cuba | | hiladelphia 39, Pa. 


Traveling 3 to 10 men in the midwestern 
southwestern and northwestern states. We 
have a good proposition for you to sell a com 
plete fastener line that will fit in with your 
present operation. Write us for details 


















































ch 




















HARDW nae PAINTS HOUSEWARES AP 


senses | HARDWARE PLIANCES—Radio, TV Sets sales and_ service 


' 


MANUFACTURERS’ RI P RE SE NT ATIVE located in small town north central Montana 
WITH EXCELLENT connections in the hard. | HOUSEWARE AND PAINTS Modern Fixtures, Modern front on store estab 
ware. } seware and garden p] field servi | lished over 50 years ago. Present owner 15 years, 
ing the Metropolitan New York few Jersey ann ASBURY PARK, N. J. an itory and fixtures around $55,000.00. Ad 
lesit additional substantial line We Sales over $100,000 yearly. Modern fix- qa Box 123, care rt Hari Aas Acer, Chestnut 

present O prestis concerns and tures. Fine location. Established 10 || & - Sts., Philadelphia 39, Pa. 
me to devote to the sale of a years. Sacrifice due to illness. 
line ldrece ‘ 27 "Are ‘ ’ 1 ’ 
a 1 Ad a a ae Phil. = Address Box 202, care of HARDWARE AGE SPECIAL PRI AL ASSORTMENT! One-half 
GE, nestnu rm hiladel Chestnut & 56th Sts.. Philadelphia 39, Pa lozen of each « 50 most por pular brass key 
| blanks—-$15 HAZELTON CHAIN CO., 81 
Ma 


5s 











R EAS -ENT AL SOUTHERN | HARDWARE APPLIANCE retail store. Estab . 

A ] E S COV : R. AG KE A sh a he force producing li S hed tor over +0) years Loc ated im central ( OSE OU T , " 1, 1; rge ize I as] n 

5 Letters Irom our principals will | Calif. in main shopp1! e area (lean stock of ' ; — a S " sASKO 

Hardware and related | hardware, housewares, gifts and paints with fran- | ™'« re <3 7 1, fact fe 3 ee, rigina 

eful sales effort wil] | chises on bra 1 name appliances and television. | )'@ ry et ae - meagy 8. } —_ os | =e. 

business if vou want Modern store and f xtures. Excellent long term 2 oes each —- tor ve constantly c engine ist 

07 are of HARDWARE | lease. Sales volume for 1957, $300,000. Sacrifice i sents a i Onal intormation ane prices of 

Philadelphia 39. Pa sale at well below cost due to age and ill health - erings. uality only, no seconds. Mac 

. For details, Address: Box M-26, care of Harp- Leans, Box 564, Houma, La 

WARE Ace, Chestnut & 56th Sts., Philadelphia 
WE ARE TWO MANUFACTURERS REP 39, Pa. 
RESEN i \TIVES, desiring one good iine of a 


Ga rdey : pply, oO Tools ( Pe it 1 — W ¢ d 
oa Rieke We rer Ee Penes 2°] RETAIL HARDWARE STORE, about 4,900 Positions anrTe 
i rsev and Delaware. Addre © 210, care of | 24: feet, located in a well est ablished fast grow 
LLARDWARI Acg, Chestnut . 56th Sts.. Phila ing Suburban Washington, D. ‘¢ community. | < . 7 ; 
lelnhia ) Pa Name brands in Paints, Hardware, Housefur WHOLESALE SALESMAN—STORE M AN 
nishings, Sporting Goods. Established in 1945 AGER, Dept. Manager, age 40—Qualified with 8 
Sales volume 1958, almost 100,000. Stock and ears retail and 13 vears wholesale selling. N 
WANT SALES RESULTS? We get them) Fixtures about 25,000. Modern throughout, air representing high class Midwest Hardware 
ise we concentrate in Michigan, Ohio, Indi- | conditioned, cleaned stock. Lease to suit buyer b Prefer Arizona. Excellent health, 
Will handle two additional !ines—only | $15,000 cash required. Owner wishes to retire. F ive tull details. Preter interview 
ide considered Write Address: Box | details, write: Address: Box 208, care of D- ral ie Good references I urnished. Address: Bo 
of Harpwarke Ace, Chestnut & 56th | ware Acr, Chestnut & 56th "Sts., ‘Philadelp a 39, are of HARDWARE AGE , Chestnut & 56t! 
phia 39, Pa. | Pa. ts.. Philadelphia 39, Pa. 

















KILL BROADLEAF WEEDS = KILL BROADLEAF WEEDS 


JUST PULL WAX BAR ACROSS THE LAWN 498 JUST TOUCH WEEDS WITH WAX TIP OF WAND 


weedéz §))| weedez 2” 
WONDER BAR fom WONDER STIK 


Dealer and distributor inquiries invited. Write WEEDEZ Corporation, 812 Board of Trade Bidg., Kansas City 5, Missouri 
Want more facts? Circle 315, p. 145 
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Acme Steel Co 15 Lamp Div. - ~—o 
“ Ajax Hardware Corp 158-159 General Filters, Inc. 33 
A y F, f t$ | Allan Marine, Inc 139 Gering Products, Inc 9 
meérica $ as es é ing, Allen Co., Inc., S. L. 47 Glamorene, inc 
* " All-Luminum_ Products 18 Goordich industrial Products Co., B. F 57 
Most Advertised Line of = *zzsiun, Cai,0f Americ Cfevin” Bros. Nifg. Co. 28 
Cookware Div. .. 5 Bevin Bros.., Mfg. Co. 
° Aluminum Hardware. Inc . 166 King Cotton Cordage Div. 26 
Rat and Mouse killers — Amchem Products. Inc. Seymour Smith & Sons, Inc 66 
Agricultural Div. . 218 Gries Reproducer Corp. 4s 
American Biltrite Rubber Co 68 Griffin Mfg. Co. 23 
Outsells All Others American Chain Div. 
American Chain & Cable Co., Inc. 6 .; H 127 
° j American Chain & Cable Co., Inc Hamilton-Skotch Corp 4 
Combined Pennsylvania Lawn Mower Div 64-65 Hardware Products Co. ° 
a American Cyanamid Co. Harrison Oil Specialties Co 224 
Agricultural Div. 136-137 Hayes Serey Gen Co. He 
Y r i r . : ; . 
Pre-Sold To Your Customers | “7erjcon Lock Co. 219 | Hollman, inc, A. H. .........00ccccccsecee. 213 
Through Powerful Radio, Maga- American Tackle Div. | Holt Mfg. Co. * jose n 
‘ : : True Temper . . 124 Hopkins Mfg. Corp. .. 222 
zine, Farm Journal, Local News- Seean tan 0 feuds Ge aay | Hyde Mig. Co. : | 147 
ial ! Anchor Wire Corp 199 | Hy-Ko Products Co. .. sled 
paper Advertising! pve aly le sage 9 oan | 
Animal Trap Co. of America 210 
GET TOP TURNOVER— Arro Expansion Bolt Co. 168 | Independent Lock Co. 132 
Arrow Fastener Co. Inc 211 | ‘International Shear Corp 226 
BIG PROFITS with d-CON arin Maisie inc S° os ; 
cl Atlas Tool & Mfg. Co. | 2} | Jackson & Son Co., Thos .. 178 
| Jenkins Bros. 228 
B | Johnson, Inc., William . 225 
Junkunc Brothers 
Barnes Mfg. Co % 135 . | 
Bethlehem Steel Co. | . 134 American Lock Co - 
Better Homes & Gardens 175 | K 
| Bissell Carpet Sweeper Co. 194-195 | KVP Co. The 179 
Black & Decker Mfg. Co., The | = | den Shee tee 214 
Boonton Molding Co. .. 17 Keliy-Western Seed Div. ... 210 
| — Co. Div. of - Kerr Wire Products Co. it 
e en Co Wire Co 4 
= | Boston Woven Hose & Rubber Co. 48 meystene Sew SS . 
THE d-CON COMPANY, INC. Bridgeport Hardware Mfg. Corp. 162 | L 
| Brown, Inc., John Clark 221 Lafayette Brass Mfg. Co., Inc 3} 
1450 Broadway, New York 18, N. Y. Brown Corp... W. R. .. 199 Landers, Frary & Clark 
Dazey Corp. .. 116 
S Universal 22, 240 
Want more facts? Circle 316, p. 145 Cal-Dak Co., The 38 Lauson-Power Products Div. 
. ——— Campbell Chain Co iss | Tecumseh Products Co 49 
Campbell-Hausfeld Co. ., 229 | Lawn Boy Div. 
. a Century Products, Inc. sad 246 | Outboard Marine Corp 3 
even the bathroom is hampion Brass Mfq._ Co. | 237 | LePage's, Inc. 
Champion DeArment Tool Co. _— . 169 Permacel-Johnson & Johnson : — 
Chapin Mfg. Works. Inc.. R. E. | 220 Linseed Oil Products Corp. — 
Chattanooga Royal Co. 37 Linzer & Sons, Inc., David 
Chevrolet Motor Div. Consolidated Chemical & Paint Mfg. Co.., 
General Motors Corp. 216 | Inc . .see 153 
Chicopee Mills. Inc. | Little Wonder Div. 
Lumite Div. te . . 250 Schiller-Pfeiffer, Inc. 222 
Clark Metals Co. e 198 Lowe's, Inc. -- 221 
" Clark Co., J. R., The - 208 | Lubriplate Div 
a Cleveland Twist Drill Co. 1... 165 | | Fiske Brothers Refining Co --.. 209 
Colorado Fuel & Iron Corp. | Lufkin Rule Co., The 176-177 
- Wickwire Spencer Steel Div. . : 227 | ‘Lumite Div. 
' Colorite Plastics of New Jersey, Inc. 201 Chicopee Mills, Inc. 250 
er Columbian Rope Co. . 44 | Lummis Mfg. Co. . 237 
me Columbian Vise & Mfg. Co. _. 241 | Lynden Metal Craft Co., Inc. 227 
colurntoes Plastic Sens Inc. —_— M 
omet Metal Products Co. Inc. 224 : 
Consolidated Chemical and Paint Mfg. Co.. ti , emind Eemns, Spt. - 
Macklanburg-Duncan Co 23 
Inc. Subsidiary of David Linzer & Sons, Inc. 153 
Cc Magnaflo Co., Inc. 235 
_.. . —. SSeS RRS 109-112 Mann Edae Tool Co 170 
Crescent Tool Co. .. 171 r : | 
: Marshalltown Trowel Co —T 
Cyclone Fence, Dept. Amer. Steel & Wire McHutchison & Co 229 
Div. United States Steel 32 sina 
Melnor Industries, Inc. . — 
Midland Co. ... 73-76 
D Miller & Co. Inc., Robert E. ey 
| D-Con Products, Inc — Minnesota Mining & Mfg. Co. ... — — 
| Davis Products, Inc. es Modern Tool & Die Co . 221 
| Dazey Corp. Modern Water Treatment Div. 
| Landers, Frary & Clark . 6 Geo. Getz Corp. . ' 199 
Deshler Products Co. 128 | Molded Specialties, Inc 224 
| Detroit Harvester Co. | Moore Push-Pin Co. 226 
Moto Mower Inc. Te ae Moto-Mower, Inc. 
| Disston Div. Detroit Harvester Co : 36 
H. K. Porter Co., Inc 151 | Musgrae, Inc. 188 
Dun & Bradstreet, Inc 239 Myers & Bro.. Co., F. E .... 140 
DuPont de Nemours & Co.. E. |. N 
rasselli hemi iv eset : 
an aly Div ca © m0 National Cash Register Co —— 
1 Johns-Manville Corp 157 New York Wire Cloth Co eo 206 
toilet seats Dykem Co., The 219 Niagra Chemical Div. 
Food Machine & Chemical Co vei 
E Nichols Wire and Aluminum Co . 56 
Elibee Mfg. Co. ... 7 Leese, 225 | Nicholson File Co. sseeeeee 4 
| er Brushes, Inc — ; 63 O 
° | Empire Level Mfg. Co , ; Kia . 248 Oakes Mfg. Co., Inc. 
11 decorators’ colors Evans Rule Co. ese 85 | Div. of Food itoetinen Chemical | 227 
| Ohio Wire Products Co., Inc. ............ 173 
See your jobber! F Fibre Brush Co., Inc. 


\oeewe 189 


| Fiske Brothers Refining Co | o ) | 
PRODUCTS Lubriplate Div. ee le P 
¢ | Frederick Tool & Mfg. Co. ..... .... 213. | Parker Mfg. Co —— 
INC | Fuller Tool Co., Inc. eee aum tel .. 1% Parker Sweeper Co... ...._.... piace: ee 


ninnaie 205 
| Pax Co. . , canal —— 





G Pennsylvania Lawn Mower Div. 
CLEVELAND _ * OHIO | Gorden, P sana om - Se American Chain & Cable Co., Inc. ....64-65 
" arvey orp. sins ee P | ia Refini ‘ 
Want more facts? Circle 317, p. 145 | Gates Rubber Co EE ‘Gamat Oe, — sik ae 
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Index to Advertisers 


Perfection Industries ...........«+-- 
Phillips Petroleum Co. 
(Marlex). 


Pioneer Gen-E-Motor Corp. 


| Pittsburgh Plate Glass Co. 
tes ong | Div. . 
Plantabbs orp. 
a Plas-Tex Corp. 


Plastic Woven Products, Inc. 
| Plas-Tie Co. .. 
| | Plumb Shop 
Sell or buy a store | Plymouth Becdnns Co. 
| Porter Co., Inc., H. K. 
Disston Div. : | : 
Represent new ac- | Presto Lock Co. ' Complete line of sprayers and dusters. 
Proen Products Co. i First choice _ Quality since 1888. 
counts | Puritan Cordage Mills, Inc i ee See ane sie. 
° fast sellers. 


Hire experienced hard- | Quaker Industries ... = 
Quick Mfg., Inc. .. 
ware personnel | Quickee Products, Inc. 


: . . R =< — . 
Dispose of surplus stock R-Line Store Fixture Co ie "Al 
—distress inventory— Research Products Corp. , \ Cg. 

$y | 
& <—> 





SEND FOR 
CATALOG! 


. b | } L di Revere ar ge man. Inc. ae of 
Rome Mfg. Co. Div. en iw 
|o or mercnanaise Reynolds Metals Co. .. 7 SMITH product is — 
Ridge Tool Co., The ee - superior in workmanship, 
Get sales representa- Rival Mfg. Co. ew. _ 120 design and performance. 


Rogers Isinglass & Glue Co. | There is a model for every 


tion for your line Ronson Corp. ...... | spraying need. 
Rowe Tool Co. 
Royal Electric score. 


. % Rug 
Get a job in the hard Rutland Fire Cl Clay Co. 
ware field : 
Safe Padlock & Hardware Co. 


Savage Arms Corp. 
THEN — Firearms Div. ......... 

Scharf Mfg. Co., J. H. 
Scovill Mfg. Co. 


Tell It To The Trade Seaboard Mfg. Co. . 7 D. B. SMITH & CO. Send 


. Sharwell Industries 426 Main S$t., Utica 2, N. Y. for 
In The Classified . 


Sheffield Bronze Point on pom er ne a Cotale 
Sherman Mfg. Co.., Originators of Sprayers 9 


ee veered Canadian Rep. G. L. Cohoon 
Advertising Pages Of at ae a co "The : 1265 Stanley St., Montreal 2, Canada 


Simonsen Industries, Inc. 


HARDWARE AGE ll ng GP rs - | | . Want neve wastes Circle 320, p. 145 


Smith & Co., D. B. 


Smith & Sons, Inc., Seymour 


John H. Graham & Co., Inc. 
» Southern Screw Co. (—4 —4 
| Southland Mower Co. ¢ 


° Stanl Work . " 
Classified Ad Dept. Star Key & Lock Mig. Co SALES-BUILDING 
Supplex Co. ..... MERCHANDISER FOR 


Swingline, Inc. 


Hardware Age | ee: se: ¢--- SELF-LOCKING 


| Tecumseh Products Co. HOOKS relate, FIXTURES 


Lauson-Power Products Div 


56th & Chestnut Sts., Phila. 39, Pa. | | Thompson Co. Inc EA. __for perforated board 


Thompson Mfg. Co. 
Toy Mfgrs. of the U.S.A., Inc 
True Temper 


American Tackle Div ' es . Less than four square 
See ee ee eee eee eee eee eee eee | True Temper 2 feet of your floor Space 


Turnbuckles, Inc can produce real vol- 
TOY CATALOG 














—— 














U ume sales when you 
Union Fork & Hoe Co | put this free mer- 
Union Steel Chest Corp. chandiser to work. 
Universal Metal Products Co. Div. | — Can be used as 
Air Control Products, Inc | * be. vag either counter end 

Upland Industries, Inc eee araead | 2 e 
Utica Drop Forge & Too! Co | a> , floor stand. Free 
+ 7 with your order for 
Vaco Products Co | 1] —S one #D-40 assort- 
| || | | ment of SELF- 
LOCKING HOOKS 

Weedmaster, Ltd. i} i} 

Weedez Corp. wake > AND FIXTURES, 


AMERICAN TOY & FURNITURE COMPANY Weller Electric Corp. alee 49 1 | consisting of 318 
Wen Products, Inc. 1 | 


6130 N. Clark St. Chicago 26, Illinois Vieseee Ga. tac. &. © 212 Ww \ | pre-priced pack- 
Lease ee eeeeeeeeeseeeseseseeen a! Wessel Hardware Corp 3 a | ae ; i] 529 58 ages. way 
Ww Tool tamping Co. .. .. .28- ‘ re you pay poe 
Want more facts? Circle 318, p. (145 Whanting = Ss eres ah dae ee 1 oe 
Whitney Seed é Inc : ~~ guaranteed. 
| Wickwire Brothers, Inc. 
Wickwire Spencer & Steel Div. SELL SELF-LOCKING HOOKS 
WRITE FOR YOUR Colorado Fuel & Iron Corp. j | The original perforated wall- 
Wiss a Sons 2 3. - “= ma, board hooks and fixtures that 
- . Witt Cornice Co. ) ” | flock securely in place without 
ry ag Siew sl O Woodhill Chemical Co. , | the use of locking clips or other 
Sedeedind Mnenesiiiies Woodpecker Woodware, Inc. make-shift devices. CAN 
ae > with B toheoe bie ; Wood Shovel & Tool Co. . = NEVER TWIST. TURN OR 
vs ae a fa-N Wooster Brush Co. SESS * FALL OUT! 
Your Store \\\\\\ ) * | Worthington Co., George, The 
V New Edition of Key\\\\\W Y Wright Steel & Wire Co. G. E. .. THE KERR WIRE PRODUCTS CO. 
Blank Comparative List iS A Y Wrought Washer Mfg. Co 933 N. Cicero Ave., Chicago 51, II 


STAR Key & Lock 


Y 

Manufacturing Co. | Yuba Power Products, Inc 

51 South First — | Subsidiary of Yuba Consolidated industries, 
Brooklyn, N. Y. Inc. 42 


+ 

o 

+ 

4 

t 

| 

t 

Here's every toy and hobby 8 

kit you need for setting up a 8 

successful toy department. Educational pre- & 
school items, woodworking and woodburning 8 
kits, metal tapping, work benches, hand tool 8 
sets, pegtables, blackboards, etc. Write for & 
your copy today. ' 
* 

1 

| 
































7 EXTRA-STRONG TEMPERED SPRING STEEL! 
Want more facts? Circle 319, p. 145 Zinsser & Co., Wm Want more facts? Circle 321, p. 145 


HARDWARE AGE, February 12, 1959 © 247 





pag 
OL 
aaa 


Rea 


OALA&r®rQ° AA 
MANA. 


NA AAA 


SRA 
WA 44 4 AeA § AON 


kk S SAAR AAA 


L441 4441441747 


\ Wf | 








MUZE 


~ MARSHALLTOWN 
TROWELS 





( WEZ-N VN \\ \ I 


Want more facts? Circle 322, p. 145 












“AMERICA’S MOST ADVANCED 
Level Line since 1919" 


EMPIRE LEVELS GOOD RETAILERS STOCK THEM! 





10926 West Potter Road, Milwaukee 13, Wisconsin 
Want more facts? Circle 323, p. 145 














ANDREW 


SPRINKL 


13 Piece SAMPLE ASSORTMENT 





$59.25 Retail Value — Shipped Prepaid 


ORIGINAL 2-TUBE glee 
PLASTIC HOSE -_ | 


sprinklers are more convenient to display 





$35.50 





4621 Beaverton Highway - Portland 1, 











NOW__NEW and IMPROVED 


Now in full cole r “Take Me Home Paks’’ ANDREWS 
to sell .. 
and for your cncbenbame to oui up, examine and buy’ 








Oregon 








200 Fifth Avenue © New York 10, N. 
INVITES YOU TO ATTEND THE 


in New York City 


Monday, March 9th thru Saturday, 


(Open All Day Saturday) 


Evchibits af. 


This year's Toy Fair will be ONE WEEK 





TOY MANUFACTURERS OF THE U.S.A., Inc 


195 J Q » eer Soy e # iP | Here’s modern merchandising in staple, 


e HOTEL NEW YORKER « HOTEL SHERATON-McALPIN 
¢ 200 FIFTH AVENUE ¢ 1107 BROADWAY 
. and other permanent showrooms 


Y. 


instead of “Bece-Meal oi 


small-unit merchandise. Save extra 
handling... build up the sale automat- 

ically. Washers are pre-counted, ma- 
March 14th chine-packaged. Only Wrought Washer 
makes KLIP-PAC! All standard sizes, 
3/16” to 5/8” ID. 


ORDER FROM YOUR JOBBER. 






The World's Largest Producer of Washers 








in duration! 








Want more facts? ‘acts? Circle 325. 














Adjustable Rubber 
Cushion Glide Bakelite Furniture Rest 














Monopoint Glide Bakelite = Cup 
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phe” or . heey oe 
RUBBER 


RUBBER CUSHION GLIDES 








_325, p. 14 145 se 





__Want more facts? Circle 326, p. 145 


WROUGHT WASHER MFG. COMPANY 


2218 SOUTH BAY STREET ° MILWAUKEE 7, WISCONSIN 









A8 9629 








GENUINE 


ED 


Set of 4 ina 
3-color Box, 
12 Boxes In 
Carton 













Wonderful for all wood 
and metal furniture. 
Glide softly, silently, 
smoothly. Set of 4 on 
% 3- color ecard. 6 Sizes, 
3%”, 1”, 11/16", 1%", 1%". 


‘PROMPT SHIPMENT as. 
Ask yor jobber, if he is not supplied, write 
ROBERT E. MILLER & CO., INC.., 
35 Pearl St., New York 4, N. Y. 


Va 1Y_’ 
3 ” 
7/4 






















Want more facts? Circle 327, p. 145 





What's with your hose profit picture? 


(say “ah'’) 


-nothing 
wh en you Dp us h NYLON TIRE-CORD "ay HOSE 
SUPPLEX 


REINFORCED 
= ———- 


RETAIL $3.98 and up — Won't burst even 
if left for days in hot sur under full water 
pressure. Guaranteed 10 years. 


Note tough, knitted 
ply of nylon tire cord 
embedded in this all- 
vinyl hose. An 
outstanding sales 
feature your 
customers 

can see. 








See the exciting new Supplex Line 
at Booths 806-7-8 
Nat'l Hardware Show—N. Y. Coliseum 


‘Ik 
e : —_— nes : ae ‘ S ywlex. A . 
here's EU% d me ney in hose with Suy I lex. Made RETAIL $2.24 and up — Leaders in moder- 


right for customer satisfaction... priced right for full prof- ate-priced field, also give you generous 
; seis ne profit margins. Fully guaranteed. 
its. Pre-sold because it’s famous for quality and long life. 





TRIPLE TUBE SPRINKLER 

Attractively packaged... best rounded line. Ask your 
jobber about the new Supplex “Silent Salesman” portable 
display rack. Buy Supplex and sell quality. 


“J Ui -2 -) i =» 


——__ |, RETAIL $3.98 and up — Superior, triple 
SUPPLEX COMPANY, Garwood, N. J. . i tube construction. Outsells al! other sprin- 


GD Msancet stint ~_ klers. Packed on amazing new reel...makes | 
Division of Amerace Corporation all other flexible sprinklers obsolete! _ 











From Chicopee 


FIRST COMPLETE 
SCREEN DEPARTMENT RACK | 


HOLDS MORE...SHOWS MORE...SELLS MORE! 






SCREEN DEPARTMENT 







———« 


oe? 
one os eonne ass 


EASY SALES 


New moveable cutting shelf with 


CHICOPEE FIBERGLAS -— 










measuring tape means you can dispense 





screening right from roll... 
no need to lift or handle. 





IMPULSE SALES 


Handsome and compact (2’ x 3’). 
Stores and displays 16 rolls of screening. 
Displays —sells related items 
(tools, fasteners, etc.) for extra sales. 









A complete screen department! 


YEAR-ROUND SALES 


Sell Chicopee Fiberglas Screening 
in summer, other products in winter. 
This rugged rack works all year round. 










You'll make it a permanent part 
of your store. 





SPECIAL Display rack plus five 50’ rolls (1 each 26’, 28’’, 30”, 32” and 36”). 


3 INTRODUCTORY OFFER Introductory Offer also available with 100’ rolls. 


COLORS AVAILABLE 


GRAY, AQUAMARINE, ANTIQUE BRONZE, OR GREEN CHICOPEE FIBERGLAS. 


CHICOPEE ; 
FIBERGLAS SCREENIN 


The best screening for your ‘‘Do-it-yourself’’ customers because it is the easiest to work with. 
the strongest screening made, will not rust or corrode. 





Order Your Screen Department Rack from your wholesaler today or, for further details, write: 
CHICOPEE MILLS, INC., Lumite Division, 47 Worth Street, New York 13, N. Y. Dept. 57 
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